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OR years housewives have been told 


through National Advertising. 


Millions of women are already familiar 
with this spotless white enamel all metal 
Freezer. 


They have been told about its advan- 
tages over the old style freezer with its 
cumbersome crank and heavy wooden pail. 
They have learned how easy it is to make 
perfect ice cream and other frozen des- 
serts with, this time-and-labor-saving uten- 


Your store has an opportunity to cash 


AUTO VACUUM FREEZER COMPANY, INC.,, 


ofsto VACUUM sin FREEZER 


about the Auto Vacuum Freezer: 


Sales Come Easy With the Auto Vac 


in on the established reputation which the 
Auto Vac has won. 


You will find that women like it because 
it is easy to keep clean, light in weight, 
white in color and makes perfect ice 
cream. You will like to sell it because its 
compact shape, size and good looks make 
it an ideal item for window or store dis- 
play. 


Cash in, then, on the sales opportunities 
which the Auto Vac has created. 


We can show you a way to make 1924 
your most successful Freezer year. Write 
for the facts. 


220 WEST 42nd STREET. NEW YORK CITY 
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Because they “repeat” 
wherever they are sold 


DISSTON HACK SAWS 
BRING YOU TRADE 


When a hardware retailer begins to sell Disston 
Hack Saws he quickly notices this. 





“Repeat sales —Cus- 
tomers coming back 
again and again — 
build big business, 
Disston Lack Saws 


bring repeat sales. 
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When a man who got Disston blades comes into the 
store again, he does not use the old-time phrase, “Give 
me some hack saw blades. He says, “TI want some 


more of those DISSTON Hack Saw Blades. 





For the user finds a big difference, at once. His 
own work shows him that Disston Hack Saws cut 
faster, cut easier, last longer, resist breakage. 


This better service-giving did not just happen. 
Disston built it into the blades. 











Disston steel makers created a new and better alloy 
steel—a Disston hack-saw steel tougher and finer than 
any ever known before. [hey gave this steel a hard- 
ness hitherto unknown, without brittleness. 


And Disston saw makers, with life-long experience 
‘1 making metal-cutting Saws, gave the teeth of Disston 
Hack Saws their different angle, their distinctive set. 


It is only natural that the makers of “The Saw 
Most Carpenters Use’ should make hack saws better 
than they ever were made before. 


HENRY DISSTON & SONS, Inc. 
Makers of “The Saw Most Carpenters Use”’ 


Philadelphia, U. S. A. 


DISSTO 


SAWS TOOLS FILES ae 
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A Good Doctor Does 
Take His Own Medicine 





How can you expect to sell Pyrex if 
you do not use it in your own homer 


@ Many of the most successful Pyrex 
merchants and salesmen get their 
Pyrex selling inspiration by using 
Pyrex in their own homes. 





Just a suggestion for wise men who 
want to win every trick—use Pyrex in 
your own homes. 
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No Home Can Have Too Much 


PYREX 


Transparent Ware 
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Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 


World’s Largest Makers of Technical Glassware 
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Buy them from your own jobber. 


TRADE MARK REGISTERED 


IGNITOR 
DRY CELL 


FOR 
IGNITION, RADIO 
AND ALL 
GENERAL PURPOSES 


INSPECTED 





NATIONAL CARBON CO. INC neriece 





ing 


Reaching all markets 


HE market for Columbia Igni- 

tors and Hot Shots is literally 
nation-wide. Columbia advertising 
in over sixty magazines, as well as in 
newspapers, trade and class publica- 
tions, is telling the Columbia story 
with a vim and snap that puts new 
life into battery sales. 


Ignition, radio, lighting, bells and 
buzzers—in hundreds of services—at 
home and office, farm and camp, city 
and country, land and sea—every use 


and every user are covered by Co- 
lumbias. And now radio has opened 
a tremendous field for dry battery 
sales, making these peppy, powerful 
dry cells a year round profit maker. 

Keep the Columbia Ignitor dis- 
played. Tell the public you have 
this wonderful battery for ignition, 
general service and radio. 


Window trims and display signs 
are yours for the asking. Get ’em— 
use ’em. Sell more Columbias. 


NATIONAL CARBON COMPANY, INCc., New York, San Francisco 


Canadian National Carbon Co., Limited 


Gas engine ignition 
for Tractor ignition 

Starting Fords 

Firing blasts 

Doorbells 

Buzzers 

Heat regulators 


Factory and Offices: Toronto, Ontario 


Lighting tents and out- 
buildings 

Motor boat ignition 

Telephone and telegraph 

Electric clocks 

Protecting bank vaults 

Radio “‘A”’ 

Running toys 


Ringing burglar alarms Calling Pu!lman porters 


Columbia 





Dry Batteries 


—they last longer 
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Fahnestock Spring Clip Bind- 


nitor at no extra cost to you. 
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“HERE'S WHY I RECOMMEND 
ATKINS xz? SAWS 





TO MY FELLOW HARDWARE DEALERS” 
ALL DEALERS SHOULD READ THIS 


L. H. SCHMIDT, WINNER 


c/o BOMAR-SUMMERS HDWE. CO. 
LOUISVILLE, KY. 


Mr. Schmidt is certainly a booster for Atkins Saws. As he has helped to build upa large 
Atkins trade in the Bomar-Summers Hardware Company, he is in a position to state facts 
from experience. Read his letter carefully. 


E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 


Attention, Mr. Hardware Dealer: 


Do you carry Atkins Hand Saws? If you do not, ask your clerks or your- 
self how many calls in a month you have for Atkins Saws, then add up the 
number of sales you have missed and you will soon see that you are overlook- 
ing a big chance to increase your sales and also make more friendly customers 
for your store. 

Ask yourself the question, ““Why do so many people ask for Atkins Saws?” 
and you will soon see that the answer is this, that the E. C. Atkins Company 
maintains a complete Advertising Department that is always at your service 
to do anything you ask them to do in order to help sell Atkins Saws. 

The very next time you get the opportunity, take any Atkins Saw in your 
hand and examine it closely, and the first thing that will attract your attention 
will be the finish, which is beyond any doubt the finest that you will find in 
any make of saw. 

Notice the way the blade is hung in the handle, this being one of the big 
features of the saw; then run it through a piece of lumber, and you will learn 
to appreciate how easily the saw runs through wood with so little effort and 

' strain on the arm. This is due to the perfect set of teeth and special tapered 
back, two very special features of the Atkins Saw. 

Then take the factory guarantee to the dealer, who replaces any saw that 
goes bad without sending same to factory, thereby saving yotir time, your 


customer's time, also keeps him from wearing out his patience waiting for the 
return of the saw. 
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Mr. Dealer, take these things into consideration and put in a complete 
line of Atkins Saws, and make “Atkins Always Ahead” your motto, and have 
their saws always in full view of your customers. You will see at the end of 


the year that putting in Atkins Saws did more to increase your sales than 
any other article of its kind. 


Yours truly, 
BOMAR-SUMMERS HARDWARE CO., 
L. A. Schmidt. 


Send us a letter for this contest, if we accept 
‘=! 4 it for publication you win $10.00. 


Address all communications to Contest Editor, c/o E. C. 
Atkins & Company, Indianapolis, Indiana. 
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A FEW POINTERS ON ATKINS 


No. 609 Wood Saw 
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Atkins No. 609 Wood Saw is a combination of a No. 600 
Frame and No. 9 blade. The frame is made of carefully selected 
hardwood, double brace, single riveted, and enameled red. The 
blade is made of Silver Steel, tuttle tooth, breasted pattern. This 
is a saw that every dealer should have in stock. 
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No. 5 Austin Apts., 
Dubuque Iowa, 
November 28th, 


Sand's Level & ~ ag Cosy 
Detroit, Michig 


Gentlemen: 


I hed the misfortune of having my 
Sand's 28 inch level fell from the fourth floor 
of ae building to the besement. It fell —. the 
stair well and struck the projecting end o 
beam at the first floor line. 


The level struck at s point elmost 
in the cénter, lengthwise, and sprung slightly. 
Not one of the six bubble tubes, ore single 
lens wes broken. 


Cam you repair this level or would 
it be cheaper to discard it and purchase a new 
one? I hate to do this beceuse the level is 
only so slightly distorted, 


It wes a demonstretion of the splendid 
qualities you build into your levels, and I 
believe hed the level gone to the cley floor of 
the besement that it would not have been damaged, 
Certainly no ordinary fell or jar is likely to 
harm the adgustment of ea Send's level, 


rusting you will favor me with an 
emai n 


eerly vane. I rem 
Sincerely y 8, 
t 
-f Y 














Sell Them What 
They Want 


XPERIENCED craftsmen insist on accu- 

racy in their levels—and they know there 
is no positive way to get it except to have it 
built in at the factory by highly trained ex- 
perts, and made permanent. 


Sand’s Accuracy Universally 
Accepted 


Replacement of broken glasses that involves an adjust- 
ment by the level user doesn’t interest them for this 
reason. There’s scarcely a day goes by that we do not 
have so-called adjustable levels of other makes sent in 
to our factory by the users for accurate adjustment, 
an appreciation of Sand’s Accuracy by level users 
themselves wh-ch speaks for itself. 


Why Sand’s Spirit Tubes Seldom 
Break 


They are made of much heavier and better glass than 
that usually used—a _ special non-brittle kind that 
stands up surprisingly even under abuse—as the above 
fac-simile letter indicates. 


Proof Positive 


Last year our total sale of spirit-tubes for replace- 
ments was less than 1% of the number of levels we 
sold—a record all the more convincing when one con- 
siders there are from two to six spirit-tubes in each 
level. 


If you have the slightest doubt as to what level the 
buyers of the better grade tools prefer, do a little in- 
vestigating of your own. Ask a few carpenters what 
levels they are using and why—that will give you the 
answer. Try it. Then make up your mind to sell them 
what they want. It’s easier than trying to educate 
them to buy something else of questionable value—and 
it is more profitable, for satisfied customers come back. 


SANDS LEVEL & TOOL CO. 


Owned—J. SAND & SONS—Operated 


8639 Gratiot Ave. 


Detroit, Michigan 
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Our New 
Method 
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Our new method of packing and shipping 
screw plates saves Jobbers and Mill Supply 
Houses the usual bother of repacking when 
reshipping to customers. 


en 





The Assortment is placed in a box which is 
protected by a strong corrugated cover. These 
packages are then put into a wooden case 
and the case is shipped containing the vari- 
ous assortments you ordered. 
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In reshipping, simply open the case, take the 
assortment ordered, address a label and 
attach it to the corrugated cover and ship. 
More profits for you through the elimination 
of packing and shipping expense. 


Complete list of G T D Screw Plates shipped in 
this manner, also our No. 46-A Catalog sent on 
request. 
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Do You Know the Complete Line of 


Truscon Steel Windows 


and How They Can Increase Your Profits ? 


Dealers everywhere are taking advantage of the opportunity 
offered by the popular demand for Truscon Steel Windows. 
You too can add to your sales and profits with these products. 


Truscon Copper Steel 
Basement Windows 


Now generally used in modern 
homes. Truscon Basement 
Windows are superior in many 
features. Get the facts. 
Handling only two sizes in- 
sures quick turnover and lower 





investment. 
STANDARD ena i oa Steel 
STEEL DOORS tandard Casements 


Casement Windows are grow- 
ing in popularity. Standard- 
ization and quantity production 
makes possible low prices. 
Truscon Casements are adver- 
tised in Woman’s Home Com- 
panion, Good Housekeeping 
and leading architectural and 
building magazines. 

Only three standard sizes to 
handle. 


For use in factories, warehouses, shops, 
back of stores, public or private garages, 
filling stations, service doors, etc. Fire- 
proof, substantial, eco- 
nomical. Standard 
sizes. 











| Six Popular Types 
= of Sidewall Windows 


The window so _ universally 
used in industrial buildings— 
equally suitable for private and 
public garages—back of stores, 
shops, storehouses, etc. Dealers 
are stocking the six popular 
types and finding ready sales 





for them. 
e 
TRUSCON COPPER STEEL 
USCON COPPER STE Write for Dealer Plan 
Used over any type of window or door. Made in four Whether interested in one or all of these products we will 
standard lengths for all common sized openings: 2’ 6”— gladly send you all information. Return coupon below or 
3° 6”—4’ 6” and 5S’ 6”. write to us on your letterhead. 
N | 
>». TRUSCON STEEL COMPANY 
, “ee, 
my NES YOUNGSTOWN, OHIO 
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Warehouses and offices to serve dealers from Pacific to Atlantic. For 
addresses see ’phone books of principal a. 
Canada: Walkerville, Ont. Export Div.: New York 
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ALLOY STEEL TAPPET WRENCHES 
LONG—THIN—LIGHT 


These wrenches are especially designed for valve tappet adjust- 
ment service, made of highest grade Alloy Steel—the strongest obtain- 
able for the purpose. They cover every size S. A. E. Nut and Cap 
Screw from 1/4 to 11/16 inch inclusive, and care for practically all 
car, truck, etc., motors and are ideal for garage use. 


Williams’ Tappes Wrenches do not depend upon mere bulk and 
weight for their strength. 


Sold singly, or in attractive sets of 6 and 8 wrenches packed in 
canvas rolls and cardboard box for shelving. 


Furnished in either Semi-finished or Nickel-finished condition. 
Literature? 


J. H. WILLIAMS & CO. 


“The Wrench People” 
BROOKLYN BUFFALO CHICAGO 
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“4 Mpeg reason why they should 


be there—just as they are in 
offices, stores, hospitals and public 
buildings. 

The only reason they’re not so 
commonly used in the home is that 
they’ve never yet been sold! 

And now Yale starts the cam- 
paign to help the hardware trade 
take advantage of this profitable 
undeveloped market. 

The objective of the whole sell- 
ing effort is—sales for the dealer, 
rapid turnover, quick profits and 
continued profits—for the Yale 
dealer. 

Every dealer who gets behind 
this effort is going to profit. He 
will sell more door closers—and he 


will find it decidedly profitable to 
concentrate on YALE because 
Yale Door Closers stay sold. 

They are the simplest and most 
efficient door closers on the market. 
They are thoroughly well made and 
last indefinitely. 

People are going to be brought 
into your store—and they are going 
to ask for Yale Door Closers. 

And when a customer comes in, 
don’t let him get away without 
reminding him of at least two more 
doors in his own home that should 
be Yale equipped. That’s your 
part. Write for full details of the 
Yale plan. Let us help you develop 
this great home market that hasn’t 
yet been touched! 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 
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Padlocks, Night Latches, Dead Locks, Builders’ Locks and Trim, Cabinet Locks, Trunk Locks, Automobile Locks, 
Bank Locks, Prison Locks, Door Closers, Electric Industrial Trucks, Chain Biocks, Electric Hoists, Trolleys 
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Meeting Public 
Demand. with 


STANLE Y| 
Four-Square | 


Household Tools | 


And Telling 4,000,000 Families with | 


The buying of 
all good mer- 
| |, chandise—such 
/!; as Stanley Four- 
\! Square House- 
hold Tools is 
practically con- 
fined to 5,000,- 
000 families in 
this country. 




















The full-page 
color advertis- 
ing on these 
tools will reach 


: | ee over 4,000,000 
WW families of the 
HK 0. _ best g rou p— 
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30c. 75c. 





60c. 


20c. = 


STANLEY 
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The 32 STANLEY FOUR-SQUARE Household Tools 


Awl Bit Brace Pry Bar 
Vise 34-inch Chisel Pipe Wrench 
Hammer 14-inch Chisel Boxwood Rule 


34-inch Chisel 
l-inch Chisel 


Try and Mitre Square 


“Zig-Zag” Rule 
Hand Axe 


Flat Mill File 
Slim Tapering File 
Saw 
Level 
Block Plane 
Jack Plane 
Putty Knife 
14-inch Auger Bit 
3g-inch Auger Bit 
14-inch Auger Bit 
¥,-inch Auger Bit 
34-inch Auger Bit 
l-inch Auger Bit 
114-inch Screw Driver 
214-inch Screw Driver 
4-inch Screw Driver 
5-inch Screw Driver 
Pliers 








Every One a Household Tool 











Proved Purchasing Power About Them 


every five families that have proved purchasing power to 
buy any quality article. 

Appearing in The Saturday Evening Post and The Literary 
Digest these advertisements are distributed at two week in- 
tervals. They have already been bought on a non-cancellable 
basis for a full year. 


Eight out of every ten of your best customers will soon asso- 
ciate the name Stanley Four-Square with good tools for 
home use. 


Every one of them has a need for one or more of these tools. 
Some need ten of them; others, six; some need them all. 
Stanley Household Tools marked with the red Four-Square 
are for everyday household use. Individually packaged and 
price tagged. You now can offer your customers the first 
complete line of tools—32 in all—made definitely for such 
service. 


In so doing you will bring in additional dollars because of 
more rapid turnover. 


NEW BRITAIN, CONN.,U.S.A. 


THE STANLEY WORKS THE STANLEY RULE & LEVEL PLANT 
























35c. 








What 4,000,000 Families 
Means 











an 


Yale Bowl , — | 5 — "New Haven, Conn. 


The People of 4,000,000 Families Are Enough 
to Fill Over 250 Such Bowls 


| fe: a The introduction of Stanley Four Square Tools opens up a new possibil- 
ity in the tool business of retail hardware dealers. For here is a line of 
32 tools made purposely for household use-——nationally advertised—bear- 


Ce = ing the name Stanley, that for over eighty years has marked dependable 
quality tools. 


Four-Square Household Tools offer you greater selling possibilities than 
ordinary tools—because you can build up a rea/ business where formerly 
you have made only incidental sales. 


Every one of your customers is a prospective purchaser of Stanley Four- 
Square Tools, and it does not mean the sale of’ one tool alone, but a con- 
tinuous buying of the tools comprising this entire household line. 


And by the advertising appearing in the Saturday Evening Post and 
Literary Digest, Stanley Four-Square Household Tools will be directly 
presented to over +,000,000 worthwhile families. 


Think of the tremendous value that you can get from this advertising 
right in your own locality. 


Consider your community as a little bowl—take the number of families 
in it and figure that 80 per cent. of the best families (the families which 
have the proper purchasing power) are being forcefully appealed to by 
Stanley Four-Square Household Tool advertising. Then, and then only, 
can you determine the big opportunity that awaits you in pushing and 
selling this line of tools. 


4,000,000 Families of Proved Purchasing Power will read about 
Stanley Four-Square Household Tools and will do so continuously 
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The merchant 


with an early stock of 
“X Xth Century” Coolers 


Wins 


N these days of competitive skirmishes, the 
merchant wins who has a good battalion of 
“XXth Century” Coolers lined up on his floor. 
He is ready for the full directory of Smiths, 
Jones, et als—when the first sweltering days 
bring them hurrying to his store in search of 
coolers. He is sure of his profits and their con- 
tinued good will—for prompt service is the 
keeper of the cash register. 


There’s always a ready sale for “XXth Cen- 
turies.” They are known throughout the 
country as the most sanitary, durable and 
economical coolers made—and sell quickly to 
offices, banks, apartments, large business 
houses, factories, hospitals and homes. They 
move out with the heat wave—when other 
stocks suffer from the inertia of slow demand. 
But be sure you have a sufficient stock to meet 
your customers’ needs. 


Sanitary and economical 


Water in “XXth Century” Coolers is cooled but never 
touched by ice. The patented faucet and seamless 
construction prevent them from leaking—and they are 
easily cleaned and kept clean. Their distinctive de- 
sign and neat all-white, art green or mahogany finish 
blend well with the best office and home furniture. 
Now, more than ever, office and business managers 
are realizing the necessity for installing these con- 
venient, good-looking coolers in their offices. 


Write for prices 


BEGIN early to plan for a prosperous cooler season— 
for “XXth Centuries” always sell and yield a good 
harvest of profits. Don’t wait until demand overwhelms 
you, but write today for prices and your copy of “XXth 
Century Book of Coolers.” Most jobbers carry “XXth 
Century” Coolers, but if you cannot get them from 
yours, address Cordley & Hayes, 10 Leonard Street, 
New York City. 


"XXT™ CENTURY’ 
COOLERS 

















“XXth Century’’ 
Coolers 


One of 33 models that meet 
every cooler need. This style 
is excellent for offices, hotels, 
lunch rooms, cafeterias, hos- 
pital. factories, etc. “XXth 

entury”’ Coolers are made 
in art green, all-white and 
mahogany finishes. They are 
great ice savers—no ice 
comes in contact with the 
liquid. 





IT LASTS! 


Umbrella Stand 


Because it is made of “Fi- 
brotta”’’ it has many different 
uses. Excellent for use near 
water coolers as a waste 
aper cup receiver—will not 
jeak and drip water about 
the floor. Lasts for years. 





For Dishwashing 


“Fibrotta”’ Keelers have done 
away with the clatter and 
bang of dishwashing. Do 
mot scratch or mar silver- 
ware—lessen the danger of 
chipping or cracking dishes. 
Excellent for washing silks 
and laces. 
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Patent 
Pending 


EVERY WORK BENCH 
NEEDS A YOST UTILITY VISE 


WORK bench is not complete with- Removable Pipe Jaws make the Yost a pipe 
out a vise. vise in two seconds. Holds pipe % to 1% 


inches. 
The Handy Man Around the House— 
the Autoist—the Mechanic—the Farm- The Yost has crucible steel jaws, welded, 
er—in fact every man who likes to “tin- | deeply corrugated for gripping power, hard- 


ker around” is a prospective Yost Util- ened and drawn in oil. Jaws are 3 inches 
ity Vise Buyer wide and open to 3! inches. 





@ The Swivel Base Plate protects the bench 
when the Yost is being used as a swivel 
base vise. 


You can get a good percentage of this 
business by selling the Yost Utility Vise 
because :— 


@ The Yost has steel beam, screw and handle, 
weighs fourteen pounds and is packed in 
attractive individual cartons—size 4x6x12 


@ The Yost gives more to the buyer than any 
other Utility Vise. 


@ The Yost has a patented feature—the Re- inches. 
newable Nut—which gives it renewed life . 
times without number. @ Lists at $5.00 


Manufactured by 


YOST MANUFACTURING COMPANY 


Meadville, Pa., U. S. A. Post Office Box No. 443 


Yost Utility Vise 


ee 
HOUSEHOLDS-FARMS-PRIVATE GARAGES 
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The First Name | 
Wrench Buyers Think of 


Suppose a man came into your store and 
said: “I want a COES wrench.” 


Just what would saying COES mean— 
granted you had the COES in the size 
wanted? 


Invariably it means a SALE. Because 
the first screw wrench on the market was a 
COES. It is only natural, therefore, that ent gag se Knife- 

: ° andie eis are 
the COES being the first screw wrench is teeny ta the. fellowina 


the first thought of and asked for. sizes: 6, 8, 10, 12, 15, 
18 and 21 inch. 


And there is this much about the COES 
wrench—it has been bought and used by 
millions of people for the past eighty-three 
years. 


We have received letters from customers 
who have tried to wear out a COES, but 
after forty years of continuous service they 
still have the wrench and respect for its 
conduct. , 


The demand for the COES is already 
created. Now-a-days it is simply a matter 
of keeping stocked on the best selling sizes. 
That’s easy to do thru your regular Jobber. 


Distributed by 


J.C. McCARTY & CO., 29 Murray St., N. Y. 
J. H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


“In Business Since 1841” 


Worcester Mass. 
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JOB WANTED! 


(Experienced Wrench Salesman) 
NO SALARY NO COMMISSIONS NO DAYS OFF 





Hire this salesman with your next order of Walworth Stillson wrenches. 
Steady worker. Wants permanent position somewhere in your store. 
Ready to start work the day your order arrives. Can furnish best 
references from past experience with leading retailers. 


Just tell your jobber or regular supply dealer that you want this 
Walworth silent salesman with the order listed below. 


WALWORTH MANUFACTURING CO., BOSTON, MASS. 
Sales Units and Distributors in all Principal Cities 









One*of these stands 







INSIST ON AS A will be furnished free to 
THIS TRADE MARK PLEDGE OF QUALITY ee ee 
Ask for it. 





Two 6-inch Wrenches 
Three 8-inch Wrenches 
Three 10-inchWrenches 
Three 14-inchWrenches 
One 18-inch Wrench 
(Steel Handle) 

















WALWO RTH 
STILLSON WRENCH 
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Now I Know Why 


the Boss Has Confidence in Jones 


When an especially particular job comes in, the BOSS 
sends for Jones. Whyr Because he knows that PERFEC- 
TION depends upon ACCURACY, and for ACCURACY 
he can depend on JONES. 


But without the finest and most accurate tools Jones could 
not attain his Accuracy. Jones knows this, and his choice 
every time is “Brown & Sharpe.” 


Mechanics the world over know Brown & Sharpé tools are 
the tools it pays to put in their tool kits. They have confidence 
in Brown & Sharpe tools, and the dealer who sells them feels 
satisfied in having given his customers the best. 





BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 


BROWN & SHARPE TOOLS 


‘‘The Standard of the Mechanical World’’ 
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MADE IN ALL SIZES 
6 to 14 Inch in Wood Handle—6 to 48 Inch in Steel Handle 





OSWEGO STILLSON WRENCH 








FIDELITY 


When selling the OSWEGO 
Stillson Wrench,—you are 
practically selling Dan 
Stillson’s original Stillson 
Wrench 


We have resisted all tempta- 
tions to cheapen or “‘improve”’ 
the original. Itis still acknowl- 
edged to be a perfect Wrench. 





OSWEGO TOOL CO. 


Factories—Oswego, New York 
Salesroom—45 Warren St., New York 
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It Is Easy to Sell Pexto Screw Drivers— 


The Pexto No. 3 Solbar Screw Driver, illustrated above, is 
of solid steel construction, the bar extending its entire length. 
The wood handle is fluted and fits the hand perfectly, giving 
a positive continuous grip. 





The Pexto line consists of styles for the electrician, car- 
penter, cabinet maker, machinist and the handy man around 
the house. 


Our dealer helps consisting of window cards, display fix- 
tures and booklets will help increase your sales. 





| EXPANSIVE COMPASSES ww ~% $2 MONKEY WRENCHES ~ . GENE 

= DRAWING 4-2 @ DIVIDERS a x SS ANGLE WRENCHES woncne a 
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| THE PECK STOW & WILCOX CO. Southington, Conn.USA 
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We are reachi: wey 
possible user of, of files 


Through Advertising---powerful and 
consistent Advertising---we are telling 


the world of. NICHOLSON Files. 


---Emphasing the importance of the right 
File for every filing purpose. 































--Pointing out the supremacy of the =a. a Lo 


NICHOLSON Brand. 


---Directing buyers to YOU for Files 
and other good tools. 


through Publications 


Hitting Each Type of Buyer E> a 
Sig 
they Read ! 


The Saturday Evening Post, 
backed by a nation-wide cam- 
paign in influential daily news- 
papers, is bearing our message 
to the millions---among whom 
will be found thousands of 
buyers of good tools in all 
walks of life. 


Through Country Gentleman 
we are opening up the vast 
agricultural market---for YOU. 
ef ; Through the Popular Science 

pe eat obo Monthly we are hitting a spec- 
more ressive Way ialized tool-buying field. And 
than EVER before through a select group of 
leading trade papers we are 
reaching .the shops. 


NICHOLSON FILE CO. 


Providence, R.1., U. S. A. 
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NICHOLSON FILES 


“a File for somal Purpose 
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answer your question 


about quality. 








cAnd this 1s what the stenographer 





























Why you can conscientiously guarantee 


this kind of quality— 


F you could step from behind your counter 

into one of our factories for a single mo- 
ment you’d understand exactly what Ed. 
Jennings was driving at. 


Red Seal quality is not the product of a 
clever salesman’s imagination—nor some 
utopian thing that sounds good to talk 
about but hard to put your fingers on. 


It’s more than that. 


Red Seal quality starts the day we give 
some far-away mining company our order 
for the best manganese that money can buy 
—it starts the day that our purchase order 
for zinc reaches some large smelter with 
specifications requiring the very highest 
quality. And it ends when the last in- 
spector has taken his amperage reading and 
passed the battery with his official O. K. 


This kind of quality is definite — tangible 
—you can recommend it with absolute 
confidence. It’s the kind of quality that 


makes a friend of every customer—and 
brings him back to the same old store. 


“More than half way” 
—the Red Seal Advertising Policy 


Every case of Red Seal batteries that 
leaves our factory carries with it our obli- 
gation to help you sell it. And not until 
the money is in your cash register do we 
consider the obligation discharged. 


The Red Seal Advertising Plan calls for 
more than the ordinary amount of sales co- 
operation—it goes more than half way to- 
ward helping you build a profitable battery 
business. Window cutouts, counter cards, 


‘ display racks, posters, signs, are but a few 


of the many attractive advertising articles 
that are placed in your hands to help you 
sell more batteries. 


If you want to use this powerful material 
be sure to insist on “Red Seals” the next 
time your jobber’s salesman calls. 


Seal —the All-purpose Dry Battery 














Your name and address, please? 


Between the covers of this book will be 
found the answer to many a question that is 
puzzling you right now. 


It’s not a text book— it doesn’t preach. It 
merely describes in a simple, understandable 
way some direct and easy-to-operate methods 
for increasing your battery sales. First of all, 
it shows you the battery market that exists 
right in your city. Secondly, it gives you the 
inside manufacturing story, written in a way 
that you'll understand—and finally, it outlines 
a plan that will increase the battery sales of 
every dealer who adopts it. 


It took thirty-two years to procure the in- 


formation found in this book—it will take 
thirty-one minutes to read it. 

Send for your copy now—there’s no obliga- 
tion, of course. Just write your name and ad- 
dress on the back of a postal card and ask 
for ‘‘How to Make More Money Selling Dry 
Batteries.” 


MANHATTAN ELECTRICAL SUPPLY CO., Inc. 
17 Park Place, New York City 


ANHATTAN 







NEW YORK 
ST. LOUIS 


CHICAGO 
SAN FRANCISCO 








Mar 











ELECTRICAL SUPPLY CO. INC. 
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HAMMERS 


THE WORLD’S STANDARD 


. The sale of Maydole Hammers is 
not confined to any one trade—they 
are made and sold for every pur- 
pose. 


And no hammers are better 
known—that slogan: “Your ham- 
mer since 1843,’’ means everything 
to the mechanic or layman who 
wants a thoroughly dependable 
hammer—one that will help him 
to do a good job and conserve time 
and labor. 


A big point in their favor—one 
which materially helps in their 
sale—is that, quality considered, 
the prices of Maydole Hammers are 
always reasonable. 


We shall be pleased to send com- 
plete catalog to any dealer. 


The DAVID MAYDOLE HAMMER Co. 


NORWICH, N. Y., U. S. A. 


Every Purpose 
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Here Is a Complete Line 
That Has No Dead Ones; 








MEN’S AND 
BOYS’ AXES 


Marion 





VERY ‘member of the Crecoite family has been 
kK developed to fit a special need. Weight, design 

and price have all been carefully considered. 
The result is that every Crecoite Steel Tool is a rapid, 
steady seller. There are no slow moving numbers. 
This keeps down your investment and keeps up your 
profits by speeding turnover. “Stickers” in any line tie 
up capital, consume space and slow up turnover and 
profits. 


The investment required to handle Crecoite Steel 
Tools is less than half what is needed to stock other 
lines of equal quality and completeness. Every cent 
invested in Crecoite Tools earns you a profit. No idle 
capital, no slow movers! Start with this good line 
NOW. 


Ask your jobber for complete infor- 
mation or write us for catalog H. 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company 
30 Years of Steel Making 





CRECOITE STEEL mere 


PRONOUNCED CRE-CO-ITE 








Indiana 
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GUARANTEE 
We guarantee this tool to be free 
From defects and will cheerfully replace 


should it prove defective. We stand 
back of our product in every way 


MOORE DROP FORGING CO. 
SPRINGFIELD, MASS. U.S.A. 








MORCO 


STILLSON WRENCH 
THE ORIGINAL STILLSON PATTERN PIPE WRENCH 















GUARANTEED 


So sure are we of their 
superior construction ; so 
positive that every part is 
flawless; so confident that 
their quality is depend- 
able; we attach our 
infallable guarantee. 





The little tag on every 
MORCO Stillson Wrench 
is your protection against 
defects and is your 
customers assurance of 
complete satisfaction. 


MOORE DROP FORGI NG CO. 
Sprin¢field,Mass.US.A 


New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 30-34 Rue Locquenghien 
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THE TOOL IN CONSTANT USE 


Make It a Constant Reminder 
of the Quality of the Tools You Sell 


| Whether a man’s a mechanic or just mechanically inclined, his 
monkey wrench is generally within reach. 


If it’s the kind that gives him more service and wear than he 
bargained for, he won’t forget where he got it. 


| Make sure of his good will. Sell him a TRIMO. 


The TRIMO Monkey Wrench has an extra quality of mate- 
rials, design and workmanship that mark it as a superior wrench. 
The stationary jaw and handle are one piece—drop forged. The 
movable jaw extends outward instead of toward the handle, increas- 
ing the leverage with the size of the nut. The nut guard assures 
permanence of adjustment. 


It pays to sell this really fine wrench to your customers. ‘They 


never fail to appreciate the quality of TRIMO TOOLS. 


TRIMONT MFG. CO. 


Roxbury Mass. 
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Is this on Your Shelves? * 





CASEMENT 












HARDWARE 





This is a model of Whitco Case- 
ment and Transom Hardware 
which we send without cost, to- 
gether with literature and display 
cards, to Hardware dealers who 
wish to put themselves in position 
to supply the demand for this 
epoch-making departure from the 
old-fashioned systems of case- 
a0 window and transom con- 
trol. 
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STANDARIZE ON WHITCO HARDWARE FOR CASEMENTS AND TRANSOMS 
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You should be ready to supply the bas ee 


demand for 
WHITCO 


Casement and Transom 
HARDWARE 


The above package, 1” square and 8” long, contains a complete 
set of Whitco Hardware for either a casement window or a.transom 
of any size. Compare this with the space occupied by all the neces+ 
sary adjusters, butts, rods, chains, etc., of the old-fashioned kind 
which Whitco Hardware takes the place of. One size fits all sash, 
and as Whitco Hardware is entirely concealed, all special finishes 
are eliminated. Each set may be used either right or left hand. 
Consider the saving in shelf space—and in stock investment! There 
will be no left-overs or odd lots as dead stock. 





Whitco Hardware is nationally advertised in the best publications | 
reaching the architect, builder and home owner. Get your share of 
the profits of this advertising. 


Retail price, per set in $2 25 


In Rust-Proof Steel 
Solid Brass . . ” seeeen aie “ig $1.75 


Brass trimmed . 


Whitco Hardware is sold only through the retail hardware trade. 
We Protect the Hardware Dealer 


Write for discounts and for information about the mounted model 
and literature which we send without charge. 
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DWARE 
SAN FRANCISCO, CAL. 
CALEDONIA, N. Y. 





Western Distributors: Eastern Distributors: 


VINCENT WHITNEY CO. H. E. HOLBROOK CO. 
365 Market Street 444-447 Mass. Trust Bldg. 


San Francisco Boston 


Send orders and inquiries to nearest distributor. 
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It holds work and 
makes customers 


This man is one of your prospects. 

He's a man who wants to fix his auto, or build something use- 
ful for his home, or construct a radio set. He needs a vise as 
a ‘helper’ to keep his two working hands free. 


The only reason why many of your prospects haven't bought a 
PRENTISS VISE is because you haven't reminded them that they 


need it. 


We offer you this attractive stand FREE with your order for 
PRENTISS VISES needed to fill it. 


Here’s a silent sales maker that serves as the reminder needed 
to clinch many sales that you should make, and that you're los- 
ing now, simply because your prospects don’t SEE the vise they 


need. 
Almost every person who enters your store is a possible buyer. 


Write your jobber or mail your order direct. 


PRENTISS VISE COMPANY 
106-110 Lafayette Street New York City 


PRENTAISS 


The Vise That Makes More Customers ® 
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225 WEST RANDOLPH ST., CHICAGO, 


Stove Bolts 
Tire bolts 
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GRAY-WICK | 





























SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 























































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
































































































































Wickwire Brand Hex N ettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 13873 INCORPORATED 1892 
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The Buckeye Aluminum Company 
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The items illustrated represent only a few 
of the many numbers of “BUCKEYE 
REAL SOLID”? Aluminum Cooking 
Utensils. 


A new catalog covering the entire line will 
be mailed on request to those interested. 





Wooster, Ohio 


cAlso manufacturers of the popular “‘EUREKA”’ 
Brand cAluminum Ware 
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Aocks & Hardware abet 
Sell the absolute security 
_ of Sargent Padlocks 
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SARGENT 


wats 28: So 
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This is assortment No. 501. 
Steel panel is 914 x 22 inches. It is 
finished in mahogany color. It is 
furnished with screw eyes for at- 
taching to the sides of fixtures 
behind the counter or to a wall or 
post. Order padlock assortment 
No. 501 to-day. 


SARGENT 


Hardware Manufacturers 





New York: 92-98 Centre St. 
CHIcAGO:. 221-223 W. Randolph St. 


HE automobile has devel- 
oped one of the biggest 
fields for good padlocks. How 
much of this business do you 
get? 




























To help you sell your share 
of padlocks for garage doors, 
tool-boxes and spare tires we 
are furnishing the-~display 
panel shown here. It contains 
twelve assorted padlocks. It 
is attractive. It invites in- 
spection by your customers. 


You can guarantee the secu- 
rity of these Sargent Padlocks. 
The cylinder type is as im- 
pregnable as the Sargent Cyl- 
inder Lock for house doors. 
Pry it, twist it, beat upon it! 
Only the key will openit. The 
lower priced subcylinder type 
is unequaled in its class, and 
provides a measure of protec- 
tion great enough, for most 
purposes. All are of finest ma- 
terials, expertly made. 


Sell Sargent Padlocks for 
stables, barns, factories, tool- 
houses and chests. There isa 
style for every use, a price for 
every purse. Interesting fold- 
ers on padlocks, imprinted 
with your name, will be fur- 
nished for mailing and counter 
use. 


& COMPANY 
| NEW HAVEN, CONN. 
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The Windows of the Land 
are Screened with Opal Brand 


After weaving OPAL is coated with a 
heavy, uniform, solid layer of pure elec- 
trolytic Zine, the best known protection 
for steel against weather exposure. (Mire 
fabric is rigid and firm, perfectly woven, 
supreme in durability, appearance and all 
other details of quality and value. 


NEW YORK WIRE CLOTH CO. 


233 Broadway, New York i100) d <a 0) Oe ae 
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= Poultry 


INCH 


- Netting 


The magnifying glass reveais great evidence of strength and - 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and-baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 


factors in reaching full cost to the consumer. 

U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 

Don’t, through force of habit, order just poultry netting but insist upon U. S. 


Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 


as an account opener and trade satisfier. 
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U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 
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CAN NON BALL Features Guarantee 
Profit and Permanency 


ue Every garage door hung on Cannon Ball 

; =e Track and Hangers will open and close 

[. Hhgwn ee smoothly and easily as long as the garage 

(Tle wee . stays up. That means satisfied customers, 

4 and you know they mean more business 

: and more profits. Moreover, it means per- 

. manency—a good, assured hanger business 

as long as you handle the Cannon Ball 

- Line. Short-lived lines cost money to han- 

- dle; long-lived lines like Cannon Ball make 
both money and prestige. 




















Cannon Ball 
Beats’em all —o 


Cannon Ball Hangers No. 384, Ball 
illustrated, and many other Steel 
styles, have dozens of features tee 
you should know more about. Ball 
Send for booklets giving de- 

Wheels 


tailed information. 
Always 





Hunt, Helm, Ferris & Co. 


Harvard, Illinois nal 
San Francisco Minneapolis ) Bear, 


Albany Los Angeles 
Wear, 


and Run 
Evenly 








Equipment 


QUINTA MMMM 
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Ravel the End of Sash Cord and 


Look at the Centre 


There is sash cord on the market containing a large loaded 
or doped centre. When you buy this kind of cord, 20 to 
40% of your money is paid for cheap weighting material 
at the price of honest cotton sash cord. It either in- 
creases the weight of the cord or replaces an equal weight 
of cotton yarn. In addition it stiffens the cord, and 
greatly decreases its durability. 


(pa ee 


Samson Spot Sash Cord 





Sachem Sash Cord 


These cords do not have loaded centres to increase the 
weight and decrease the wear. They are real cord all] the 
way through, each the best of its respective grade. 


We also manufacture clothes lines, shade cord, awning 
lines, mason’s lines, garden lines, solid braided rope, 
cotton twines, etc., etc. 


Send for catalogue, samples and information. 


SAMSON CORDAGE WORKS 


Boston, Mass. 
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TAILORED-TO-FIT 


-_ = 


HAND-ME-DOWNS 


O place other than a Dietz Globe in a 

Dietz Lantern and call it a “fit” is akin 

to outfitting oneself in a suit of “hand-me- 
downs,” consoled by the thought that the pants 
bottoms are fairly intimate with the shoes and the 
abyss between coat collar and neck will not let m 
the rain provided one stands up very straight. 


The flame in a Dietz Lantern is just as uncomfort- 
able and inefficient in a globe whose “middle” has 
had no consideration as you would be in clothes 
chosen with like disregard for your girth and 
shape. 


In brief, Dietz Globes have an exclusive design 
which facilitates combustion, contributing in no 
small measure to the high illuminating power of 
Dietz Lanterns, which is unequalled by kerosene 
lanterns of any other make. 


Other advantages of Dietz Globes are the exclu- 
sive, patented Loc-Nobs, which prevent breakage, 
the few styles that it is necessary to carry in stock 
in order to fit all Dietz Lanterns and the fact that 
Dietz Globes are ALL FIRSTS. There is no 
such thing as a “Second” or “Pot Luck” Dietz 
Globe. 


Last but not least, the 1924 price of Dietz Globes 
merits attention. 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World 
Output Distributed Through the Jobbing Trade 
FOUNDED 1840 
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Chicago in 1834. From 
an old wood cut. 
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oe 
grew with the Country 


A small group of wood buildings, built on a ground that required an 
artificial foundation—that was Chicago in 1834. But it was the foundation 
of a city which we number among the great cities of the world. And it 
grew because the people who gave it birth had in them the spirit and the 
indomitable will that has made America. 





“Cleveland” Grindstones were then too making their beginning and like 
Chicago grew because the spirit that founded The Cleveland Stone Com- 
pany was identical with the spirit that made Chicago grow to a large city. 


The name “Cleveland” on a grindstone in those early days was a hallmark 
and an assurance to every man who used it that he was using the best 
grinding tool available and he knew that with its help the tools of his 
labor would be kept in shape and make it possible for him to do his bit 
in the great undertaking of making a nation. 


“Cleveland” Grindstones need no argument nor introduction. The buyer 
knows the name “Cleveland” and what it stands for. And it means to him 
what it meant to his grandfather—the highest in dependability and grind- 
ing excellence. All of which is of inestimable value to the hardware 
dealer. STERLITH (THE STONES 


The Cleveland Stone Company 


Cleveland, New York and Boston 
The Sterling Grinding Wheel Co. Division, T ffin, Ohio, and 30 N. Clinton Street, Chicago, Ill. 





A Complete Source of Supply: “Cleveland” Grindstones, power or 


hand operated; mounted or unmounted; iron or wood frames. Com- Sterlith scythe stones are made 
mutator stones. Oil stones, etc. Sterling abrasives; Sterlith from pure grains and bonds by 
scythe stones. Sterbon Star round knife sharpeners; Sterbon abra- the electric furnace process— 
sive files; Sterlith Sterbon, Vitrified, Silicate and Elastic wheels of in every way made to uphold 
every size and shape, and Sterling bricks. the good name “Cleveland. 





STERLING ABRASIVES 





AND STERLING GRINDING MACHINES 
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Ladd Egg-Beater HANOLES AS ON oe 


IMPROVEMENTS Cy 6& 


BEATING 

GOOD NEWS TO THEIR MANY FRIENDS,— ~BLAUES 
THATS EVERYBODY. In March we shall begin 

shipping LADD BEATERS Nos. | and 2 with 

CHANGED FRAME HANDLES. These are larger 

and so constructed that the users must naturally put 

their left hand around the handle hold—an easy 
grasp— instead of through the loop. 


ANOTHER: Nos. 0, | and 2 will have an added 
device to prevent possibility of Beaters being pulled 
out of mesh in counter display boxes where they are 
hauled about, and in user's hands. 


After many years, we consider these two improve- 
ments to cover every possible feature leading to per- 
fection. We ask dealers to thoughtfully consider them, 
then PLACE IMMEDIATE ORDERS. 


JOBBERS the world over and US. 








CRAGO CLUTCH TRAP 


(for animals ) 
Here is a NEW and much better one than 


. _e those well known for 75 years. It assures 
——— POSITIVE ACTION and a SURE CATCH. 
Nearly 50% less in weight than others, it 
lightens the trapper's load. Designed by one 
who has trapped for 30 years all over the 
Rocky Mountain region and Alaska. 

DON'T MISS FIRE and best of all, PRICED 
FAIRLY to give distributors suitable profits. 
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This trap has been tried out for 3 years in all kinds of weather 
and under all conditions. Pronounced perfect by old-timers and 
amateurs. They claim “NOTHING GETS AWAY” from rats 
up. MOST INTERESTING: WRITE US IMMEDIATELY. 


1133 Broadway New York / 
| ) 
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et these free sales helps 
sell casters for you. 



















Electrotypes for your 
local newspapers. Dif- 
ferent from the usual 
dealer electrotypes. 
They feature you and 
your store. Sent free to 
dealers handling the 


line. 


Counter display is 144 in. wide by 
13 in. high. Casters of four types in 
three sizes are shown in full color. 
Places at either side to show actual 
casters for demonstrating sockets and 
top-bearing principle. Sent free to 
dealers handling the line. 
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Literature for mailing and 
counter use. Tells the story 
of furniture and floor pro- 
tection, and shows why dif- 
ferent kinds of casters 
should beused for different 
purposes. Sent free to deal- 
ers handling the line. 


Make Your Caster Business Pay 


Ask us about the Bassick dealer 
proposition No. 25 which includes 
these sales helps that have in- 
creased caster sales from 50% to 


200% for Bassick dealers. The sales 


helps cost you nothing. Your name 
andaddress written on this page and 
mailed to us will bring youcomplete 
information. Check the name of 
your jobber on the back of this insert. 


THE BASSICK COMPANY, BRIDGEPORT, CONN. 


For thirty years the leading makers of high grade casters 
for the home, office, hospital, warehouse and factory. 


BaSSick Casters 
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These Leading Jobbers Stock the Bassick Trademarked Line 


ALABAMA 
Montgomery 
G. W. Barnett Hdw. Co. 
ARKANSAS 
Fort Smith 
Speer Hardware Co. 
CALIFORNIA 
Los Angeles 
Harper & Reynolds Co. 
Simmons Hardware Co. 
San Diego 
Western Metal Supply Co. 
San Francisco 
Baker ,Hamilton&PacificCo. 
Dunham ,Carrigan&Hayden 
Hulse-Bradford Co. 
D.N. & E. Walter Co. 
Simmons Hardware Co. 


COLORADO 
Denver 
Tritch Hardware Co. 
Pueblo 
Holmes Hardware Co. 
CONNECTICUT 
os ee 


Simmons Hardware Co. 
GEORGIA 
Atlanta 
Crumley-Sharp Hdw. Co. 
King Hardware Co. 
Simmons Hardware Co. 
ILLINOIS 
Chicago 
Bullard & Gormley Co. 
Marshall Field & Co. 
L. Gould & Co 
Hibbard, Spencer, Bartlett & 
Co 


Lussky, White & Coolidge 

Geo. C. Mages Co 

E. Silverman Sons 

Simmons Hardware Co. 
Decatur 

Morehouse & Wells Co. 
Joliet 

Barrett Hardware Co. 
Peoria 

Isaac Walker Hardware Co. 
Quincy 

Tenk Hardware Co. 

INDIANA 

Decatur 

The Schafer Co. 
Fort Wayne 

C. C. Schlatter & Co. 

Wayne Hardware Co. 
Indianapolis 

Van Camp Hdw. & Iron Co. 

Vonnegut Hardware Co. 
Richmond 

Jones Hardware Co. 

Miller Bros. Hardware Co. 

IOWA 

Burlington 

Chittenden & Eastman Co. 

Drake Hardware Co. 
Cedar Rapids 

Harper & McIntire Co. 


BaSssick Casters 


Des Moines 


Brown Camp Hardware Co. 


L. Harbach’s Sons Co. 

Luthe Hardware Co. 
Ottumwa 

Harper & McIntire Co. 
Sioux City 

Simmons Hardware Co. 

KANSAS 

Atchison 

Blish, Mize & Silliman 

Hardware Co. 

Salina 

Lee Hardware Co. 
Topeka 

W. A. L. Thompson Co. 
Wichita 

Simmons Hardware Co. 

KENTUCKY 

Lexington 

Van Deren Hardware Co. 
Louisville 


Herman A. Schildt & Co. 
LOUISIANA 
New Orleans 
A. Baldwin & Co. 
Shreveport 
Lee Hardware Co. 
MARYLAND 
Baltimore 


Eastern Hdw. > Supply Co. 
J. R. Adam 


John Duer & a 
MASSACHUSETTS 


Boston 
Atlantic Coast Hdw. Co. 
Bigelow & Dowse Co. 
Decatur & Hopkins Co. 
Geo. S. Harrington Co. 
W. T. Hight Co. 
Simmons Hardware Co. 
Fitchburg 
Fitchburg Hardware Co. 
Springfield 
Bigelow & Dowse 
MICHIGAN 
Bay City 
Bay City Hardware Co. 
Jennison Hardware Co. 
Detroit 
Buhl Sons Co. 
Harry J. Dean Co. 
Standart Bros. Hdw. Corp. 
Grand Rapids 
A. F. Burch Co. 
Foster-Stevens Co. 
Michigan Hardware Co. 
Kalamazoo 
Edwards & Chamberlain 
Hardware Co. 
Port Huron 
Beard Campbell & Co. 
Saginaw 
Morley Bros. 
Saginaw Hardware Co. 


MINNESOTA 
Duluth 


Kelley-How-Thomson Co. 
Marshall Wells Co. 


Minneapolis 
Bintliff Mfg. Co. 
Hall Hardware Co. 
Janney, Semple, Hill & Co. 
Simmons Hardware Co. 
St. Paul 
Farwell, Ozmun, Kirk & Co. 
MISSOURI 
Kansas City 
Richards & Conover HdwCo, 
Simmons Hardware Co. 
Townley Metal & Hdw. Co. 
St. Louis 
Geller, Ward & Hasner 
Hardware Co. 
es Ramsey Mfg. C 
Geo. A. Rubelman Hdw. Be 
Schroeter Bros. Hdw. Co. 
Shapleigh Hardware Co. 
Springfield 
Rogers & Baldwin Hdw. Co. 
NEBRASKA 
Omaha 


Lee-Coit-Andreesen Co. 
Wright & Wilhelmy 
NEW YORK 
Albany 


Albany Hdw. & Iron Co. 
Buffalo 
Buffalo _— Hdw. Co. 
Weed & C 
New York City 
Chas. Cordts & Co. 
Hammacher, Schlemmer & 


Co. 
Masback Hardware Co. 
Putnam & Co. 
Rothbaum & Leinwand 
Sargent & Company 
Underhill, Clinch & Co. 
Schenectady 
Clark ‘Witbeck Co. 
Syracuse 
Burhans & Black 
Utica 
Roberts Hardware Co. 
OHIO 


Canton 

Canton Hardware Co. 
Cincinnati 

C. L. Greeno Co. 

Kruse & Bahlman Hdw.Co. 

Kruse Hardware Co. 

Kuhlman Hardware Co. 
Cleveland 

The W. Bingham Co. 

The Luetkemeyer Co. 

Geo. Worthington Co. 
Columbus 

Columbus Uphol. Supp. Co. 


The Mithoff Hardware Co. 


Smith Bros. Hardware Co. 
Dayton 

Hadler Hardware Co. 

Geo. W. Tischer Hdw. Co. 
Portsmouth 

Hibbs Hardware Co. 
Toledo 

Bostwick Braun Co. 

Stollberg Hdw. & Paint Co. 

Simmons Hardware Co. 
Youngstown 


Stambaugh-Thompson Co. 


Ask their Salesmen about it 


OKLAHOMA 
Oklahoma City 
W. J. Pettee & Co. 
OREGON 
Portland 


Marshall-Wells Co. 
Simmons Hardware Co. 
PENNSYLVANIA 
—— 
Y. Schelley & Bro. 


G. 
Philadelphia 
Chas. M. Ghriskey’s Sons 
Noblit Bros. 
Simmons Hardware Co. 
Supplee Biddle Hdw. Co. 
Pittsburgh 


American Hdw. & Sup. Co. 


Hukill Hunter Co. 
— Leathe. & Glue 


J. A. Williams & Co. 
Jos. Woodwell Co. 
RHODE ISLAND 

Providence 

Barker, Chadsey & Co. 
. Belcher & Loomis Hdw. Co. 

TENNESSEE 

Memphis 

Orgill Bros. & Co. 

TEXAS 

Beaum 


E. L. Wilson Hdw. Co. 
Dallas 

Huey & Philp Hdw. Co. 
Galveston 

Black Hardware Co. 
Houston 

Bering Cortez Hdw. Co. 

UTAH 


Salt Lake City 


Zion’s Cooperative Merc. Ins. 


VIRGINIA 
Richmond 
Watkins-Cottrell Co. 
WASHINGTON 
Seattle 
William Volker Co. 
WISCONSIN 
Green Bay 


Morley Murphy Hdw. Co. 


Milwaukee 


Wm. Frankfurth Hdw. Co. 


Phillip Gross Hdw. Co. 
Jno. Pritzlaff Hdw. Co. 
Upholstery Supply Co. 
CANADA 
_ SRE EA 
Edmon 


Marshail- Wells Alberta Co. 
Ltd. 


BRITISH COLUMBIA 
Vancouver 


Marshall-Wells, D.C., Ltd. 


MANITOBA 
Winnipeg 
Marshall-Wells Co. 
ONTARIO 
Toronto 


Aikenhead Hardware, Ltd. 
H.S. Howland Sons & Co. 


Rice Lewis & Son, Ltd. 
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Bigger Wash Boiler Business 


Starting February 20th, a million You can make a profitable tie-up 
or so women will be reading the jn your local advertising by using 


Rome Copper Wash B oiler adver- the appropriate newspaper mats 
tisement in the March issue of 


: free 
EEPING . which we'll gladly send you 
ena niinore e of cost. Return coupon for proof 


It’s bound to be a big wash boiler Sheet, or better still, just say: 
month for the dealer displaying “Send suitable mats for advertis- 


Rome Boilers. ing Rome Copper Wash Boilers.” 





Mail this 






ADVERTISING DEPT. 
ROME MANUFACTURING CO. 
ROME, N. Y. 


Send proof sheet of cuts for advertising 
Rome Copper Wash Boilers. [J 
Send, without cost, newspaper mats suitable for 
advertising Rome Copper Wash Boilers. [] 


ere ae eo Oe CTE Le OCR Maes 8.5.6 C6-E. 6 OS OS 68 E OHS 006 666466066000 6O seo Cee 





























48 HARDWARE AGE March 6, 1924 















































Y/ 
= 
72 = & 
~~ 
<i ws? . 
-_ 





Packed separately in 
3-color cartons. 
Twelve cord-sets in an 
attractive counter -dis- 
play container. 





* 
-ELECTRICJ CORD SET 


AT LAST! A cord-set with an UN- _ Bakelite makes it easy to connect and dis- 
BREAKABLE plug! Unbreakable be- —_ connect the appliance. 


cause it's all-steel! Cant chip, crack, crum- = A quick seller at $1.75 complete—nickeled, 
ble oF break. And it fits practically every _all-steel plug, 6 ft. of highest quality heater 
appliance—irons, toasters, percolators, etc. cord, green Bakelite grip and Bakelite lamp- 


The ever-cool Ball Grip of beautiful green socket plug to match. Liberal discounts. 
Che Simplex All-Steel Plug is Standard Equipment on Simplex Irons 


Simplex Electric Heating Co. 


85 Sidney St.---Cambridge, Mass 


120 WEST 32*DST.,NEW YORK CITY 15 SO. DESPLAINES ST., CHICAGO 








with plug that wont chip, crack, crumble or breako. 
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The NEW Simplex-Spartan Iron gives you selling | 
points you never had before in any iron; and at 
a price to astonish your customers. 








New ornamental, air-cooled terminal guard and an air- 
cooled rest-stand that can’t scorch. 


New cord-set with an UNBREAKABLE plug of ; 
nickeled steel—can’t chip, crack, crumble or break. Its peepee = 


ever-cool Ball Grip of green Bakelite provides an easy 4 
means of connecting and disconnecting iron. The cord ‘on manufactuers. We offer 

















is highest quality heater cord. you the best in appearance and 
= oan The Simplex-Spartan finish, appearance and the faithful- _ all-round quality that we know 
e - - A ly built-in quality are unsurpassed in any iron at any pnce. how to make. At the new 
ae Corr rr i low price and with the hberal 
Sid nn Ome The Simplex-Spartan will make good on every discounts, you never bought a 

FC carrcece count with every customer and to your profit. value like it. 

SIMPLEX ELECTRIC HEATING CO., CAMBRIDGE, MASS. 

120 WEST 32D ST., NEW YORK CITY 15 SO. DESPLAINES ST., CHICAGO 





Simplex Spartan 


ELECTRIC IRON 
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memori¢ LET THIS ADVERTISING HELP is a labor 
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request for the 
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varnishes prove a mighty profiteble bich and 


| Qnvestment --- if you 
Color card, and sami 3 \ ish Products are 


* 667" with names of | ‘ ; oF pauincers, specified by architects and 
vicinity will be glag yon. EO sold by leading paint and hardware dealers, 





Pratt & Lampert-Inc., 114 Tonawanda St., Buffalo, N. Y. In Canada, 20 Courtwright St., Bridgeburg, Ontario 


PRATT G LAMBERT VARNISH PRODUCTS 
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reesthis Load of Sales Helps 


National advertising of the Nesco Perfect 
Oil Cook Stove is carrying the fame of this 
remarkable popular-priced stove to every 
city, town and hamlet. 


Progressive dealers are alert to capitalize 
on this prestige—in the form of ready response 
—quick turnover. Also, Nesco Perfect wins 
friends for your store; it satisfies. 


For you to identify your store this year 
with the compelling advertising of the Nesco 


HARDWARE AGE 
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Perfect Oil Cook Stove in leading women’s 
and general magazines, also National and State 
farm papers, will benefit you greatly through 
increased sales. 


Use the material we supply and increase 
your profits. Life-size cutout, beautifully 
colored cards, booklets, newspaper electro- 
types, etc., have been prepared especially for 
Nesco Dealers to make Nesco. selling easier. 
Ask your jobber or write. 


Address: National Enameling & Stamping Co., Inc. 
Advertising Department, Section N Milwaukee, Wis. 


NATIONAL ENAMELING & STAMPING CO., Inc. 


St. Louis Granite City, Ill. 
Chicago 


Baltimore 


New York Milwaukee 
New Orleans Philadelphia 


Licensed Canadian Manufacturers: 
Dominion Stove & Foundry Co., Penetanguishene, Ontario, Canada 


NESCO PERFECT 
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LEVEL EMPIRE 








EMPIRE ALUMINUM LEVEL EMPIRE ALUMINUM LEVEL 


EMPIRE ALUMINUM LEVEL 
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The Man Behind the Level Counter 


Johnson Sales Co. 
Pittsburgh, Pa. 


Appreciates the Empire 


The man behind the level counter gets the 
real “‘dope’’ on levels. He knows that the cus- 
tomer looks for accuracy in a level and that is 
why the Empire usually makes the sale. The 
appearance of the Empire Level gets the buy- 
er's confidence right off the bat. It has all the 
ear marks of quality— it IS quality. 


Take an Empire Aluminum Level, with the 
replaceable Vial Cases, in your hands; ex- 
amine it closely; notice the highly polished 
leveling edges; notice the fine, even casing; 
see how the glasses are held in place by the 
metal rings; notice the quick acting bubble 









and the “hair line’ 
leveling you can do 
with it. Then  no- 


tice the replaceable vial 
cases and you will ap- 
preciate, like the man 
behind the counter 
does, why the Empire 
Aluminum Level is the 
most popular Level on 
the market. 


Empire Level Mfg. Company, 


Sprake Sales Co. 
Portland, Denver, San Francisco 
Los Angeles 


: 









They Solve 
the Problem! 


The Empire Re- 
placeable Cases 
offer an oppor- 
tunity for easy re- 
pair of broken 
glasses. Cases 
come packed one 
ina box. A half 
dozen on _ your 
shelf relieves you 
of any bother in 
connection with 
broken glasses. 





Milwaukee 
Wisconsin 


Jobbers Sales Corp. 
New Orleans, La. 
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The New Champion Lamp Demon- 
strator. A Sure Sales Getter—Sent 
to Dealers on 60 days trial 






Especially at this time you should insure the future of your lamp 
business by handling a fully licensed, well-established line. 


Champion Lamps have been manufactured for 20 years. They 
offer you a complete line, a 24 hour shipping service, a high stand- 
ardized quality, and advertising helps that bring in the business. 


CONSOLIDATED ELEctric Lamp Co. ; 
DAN VERS 208 Maple St. MASS. 
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FOR SURE REPEAT BUSINESS 
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Look into this 
Lively 
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Carpet Sweeper Business 


Examine a Bissell, notice its pat- 
ented improvements that make for 
easier running and longer life—try 
it for lightness—see how handy it 
is, how easily and effectively it 
gathers dust, lint and surface litter. 


Investigate in your own home its 
many-sided convenience and see 
for yourself why the vast majority 
of housekeepers prefer it for the 
daily or several-times-a-day sweep- 
ing, no matter what else they own. 


Nationally advertised, always sala- 
ble and yielding you a good mar- 
gin, why not let the spring demand 
find you amply prepared for profit- 
able Bissell Carpet Sweeper selling. 


As an aid to such ne we will be 
glad to send you—Single Sweeper 
Displayers (illustrated below) ‘Irre- 
sistible’ Display, show and price 
cards, envelope size folders, co-op- 
erative newspaper cuts and picture 
show slides. Write for copy of 
Spring Offer Announcement. 


The Single Sweeper Displayer 


Effectively displays a single sweeper 
on counter, shelf or in a window. The 
soft green front panel harmonizes with 
and sets off a sweeper of any finish. 


This clever and substantial Displayer 
is created from a single piece of strong 
cardboard which is folded to form in 
a jiffy. 

Bearing a price card and at this invit- 
ing angle the sweeper is a constant 
silent salesman for itself. 


wu BISSELL 





New York Office 
46 West Broadway 


CARPET SWEEPER CO., GRAND RAPIDS, MICH. 


Carpet Sweeper 
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RI ingers are what you want. 


When you sell an old 
style churn, it’s like throwing a 
horseshoe near the peg—it 
counts only one, 


But luck is always with you 
when you sell a Dazey. It’s a 
‘ringer” good for five sales and 


then some. 


Cee LY Pe EP, ee me tae 


Tyhs a, . 


pte 


Ps 


7 i 
ey 


---OVeEr 





PRINTED IN U. S. A. 


4 


| 
| 
| 1a 
oe 


rrr reo 


DAWA DAG Uta 





_ 


aN — 
DAZEY CHURNS 
* we | 





When you sell a Dazey, you 
don’t start an argument for 
yourself, you start a discussion 
for others. 


Nobody who ever buys a Dazey Churn ever 
fails to say something about it to her neighbors 
—for there’s something to say about the Dazey. 


That’s why every Dazey sale sells others. The 
news spreads. And you profit. 


That explains why the Dazey Churn is the 
largest selling churn in the world—over two 


million having been sold—and 


All Sold Through Dealers Always 


The Dazey policy of distribution through es- 
tablished jobber and retailer channels has never 
varied from the beginning of the Dazey business. 


Such a policy with such a product has made 
the Dazey Churn the greatest profit maker of 
its kind for live retailers everywhere. 


The Dazey sells “tings” around any other churn 
made, You can make ringers with it right along. 


Write today for catalogue and prices. 


DAZEY CHURN & MFG. CO. 
Carter and Warne Aves. . . . . St. Louis, Mo. 
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Your Customers 


expect satisfactory service from the cards 
you sell them 





HIS is why most of them ask for Bicycles. 

This is why it is to your interest to offer 
Bicycles to any who ask for just “a pack of 
cards.”’ 








No matter what the price may be, you cannot 
expect to sell a second deck of unsatisfactory 
cards to the same person. 


{o%e/ 
joes 


The long wearing qualities of Bicycle Cards 
are being featured in The Saturday Evening 
Post,Literary Digest, RedBookand American. 


You can get the benefit of this advertising 
and identify your store as headquarters 
for dependable playing cards by featuring 



































Bicycle Cards in your window, 





Window display mate- 
rial free. Send for it. The U.S. Playing Card Co., Dept. 11 , Cincinnati, O., U.S. A. 


Please send me free and postpaid your new window display 
material featuring 


THE U. S. PL AYING C ARD CO. —— Bicycle pinta, =r Ee soe agg Playing Cards 
Department 11, Cincinnati, Ohio, U. S. A. rn 

















| City State 
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Growing Profits in 











There will be a growing use of OFF’N’ON Chains — 
for these two reasons: 


The Positive Lock 


This patented lever lock makes it easy 
to put them on and to take them off. 
It takes up slack; thus saves wear on 
tires and chains alike. No more lost 
chains—no more loose chains. 





The growing use of these chains means that profits to dealers 


will multiply. 


Get in on this profit maker now. Order today from your jobber. 
Buy spare cross chains because you cgn sell a set of extra cross 


links with every chain. 


Write us for circular and price list, giving the name of your jobber 


PYRENE MANUFACTURING COMPANY 


Makers of Pyrene Fire Extinguishers 


Branches: CHICAGO—17 So. Jefferson Street 
ATLANTA—164 Spring St. 





Te ae a LL 


The Slip-On Link 


This patented slip-on link makes it 
easy to take off the old cross chain 
and put on a new one. 

A child can do it. Yet they cost 
no more. 


520 Belmont Ave., Newark, N. J. 


KANSAS CITY—2010 Grand Avenue 
SAN FRANCISCO—977 Mission Street 
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Make pay day in the Jones home your nal order in that slip holder, and every one of 
recognition day as the University Market has them is a statement in full to the date of the 
done. It is then that Jones and wife deter- order shown.” 


mine just what bills shall receive recognition 


from the two weeks’ earnings. This is but one of the many ways the Mc- 


Caskey Credit System saves and earns for every 
What Mrs. Jones has to say counts: “John, we kind of retail credit business. 
won't need to pay that Brown Co. clothing bill 


now, because they haven’t sent us a statement yet. da at Past rreneedine. porns : tea 
That White Dry Goods statement isn’t right; I y ’ 


know we don’t owe them that much. Weill just eliminates endless recopying and the errors 


hold that up until they take steps to fix it as it which result. It prevents neglect to enter 
should be charge accounts. It makes it easy for cus- 


tomers to pay you. 

“But that University Market bill we might 
as well pay in full. Every time we receive 
goods from them a carbon copy of the origi- 


For your own particular kind of business you 
will find a McCaskey System especially adapted. 


nal order comes with our account brought up Use that coupon today! Let the McCaskey 
to date. We know there can’t be any mistake earn for you while yoy pay for it! Do not 
because we have a carbon copy of every origi- put it off, for putting off costs money! 


The McCaskey Register Co. 


ALLIANCE, OHIO 
Galt, Canada Watford, England. 





COUPON 
The McCaskey Register Co. 
Alliance, Ohio. 


Please send me information on 


C C AS Key the McCaskey System 


TILT ARLE 


aC? op for credit business [ ] (which) 


SY. STE. S for cash business - (check) 
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Thousands Are Planning to Tour or Camp 


H*. the fun of vacations lies in anticipa- 

tion. Hundreds of thousands are already 
making plans now, and beginning to select and 
buy their equipment. 


Folding furniture is one of the essential items, 
and Gold Medal exactly meets the need. Last 
year it was popular everywhere; this season it 
will be in bigger demand than ever. So pre- 
pare now to get your share of the sales and 
profits this famous line promises you. 


Gold Medal Folding Furniture is light, yet 
extremely strong. It packs compactly and 
stores or carries with the utmost convenience. 
Opened up it is comfortable, good looking and 
practical. No wonder it has been the leader 
for more than thirty years. 


How easy and satisfactory Gold Medal is to sell is clear from 
be letter, typical of the many we receive from progressive 
ealers. 


Nationally Advertised! 
advertised this 


zines. 
early. 


January 19th, 1924. 
Gold Medal Cam <jpnememeanes Mfg. Co., 
Racine, Wisconsin 
Gentlemen: 
Following your favor under date of the 4th instant. 
The statement made by us, copy of which you sent us, 
and which copy is being returned to you herein, signed 
by the writer, simply reflects our candid sentiment re- 
garding ‘‘Gold Medal’’ —— furniture, born of associa- 
tion and knowledge extending back over some twenty 
years or more. If any statement made by us, either 
heretofore or now, is of any value to you, you are en- 
tirely welcome to use it 
We did not suppose there were any who did not agree 
with us, but if you find some ‘‘Missourians’’ to whom 
you wish to sell, and anything we say will help them 
get acquainted with your product, they will peanenniiy 
thank us for our teserenabanani in causing the pur- 
chase of an article, whose superior merit will soon be 
manifested to them. 
(This dealer’s name and address 
furnished upon request.) 


It will pay well. 
Write for full particulars of Gold Medal plans at once. 


GOLD MEDAL CAMP FURNITURE MFG. CO. 


1706 Packard Avenue 


Racine, Wisconsin 


‘GOLD MEDAL 


TRADE MARK REG. 


FOLDING FURNITURE 


For 31 Years the Recognized Standard 








Gold Medal is being nationally 
year on a scale beyond anything in the past. 
Watch the SATURDAY EVENING POST and Outdoor Maga- 


Get your displays of this attractive furniture in 
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This Reliable Jack Seller 


will make ’em buy! 


You know how unreliable the average jack is. How 
it is always getting out of order just when the motorist 
needs it most. 

Then why not sell more good, profit-making jacks? 
It’s easy with the new Reliable Jack Seller! 

Just put this new display stand near your big front 
door so that your jack cussing customers can see 
some real jacks. 

The Jack Seller will make a lot of profitable sales for 
you this way. Your customers will try out the Jacks 
right on the stand and buy the ones they like best. 

Don’t let these extra sales and extra profits slip by 
you. We have your Reliable Jack Seller all packed up 
ready to ship to you free as soon as you send in your 
order for a standard assortment of 12 of the fastest 
selling Reliables. 


Write for yours now. Just give your name and your 
jobber’s and we will send the Jack Seller at once. 






The Reliable Jack Seller will be sent free upon receipt of an 
order for a standard assortment of 12 Reliable Jacks, consist- 
ing of 4 ofthe popular No. 9 Pressed Steel Jacks,2 each of the 
No. 5-A Ball Bearing Jack, the No. 10 Jack with flip cap, the 
No. 11 Jack with long handle, and the No. 46 Jack with ad- 
justable foot. Order one now! 


ELITE MANUFACTURING COMPANY 
Dept. HA-3, Ashland, Ohio. 


Northwest Branch—G. A. Ashton Co., St. Paul, Minn. 


(Complete stock carried in Ashton Building.) 
Southwest Branch—Carroll & Company, Dallas, Texas. 


(Complete stock carried in Carroll Warehouse.) 
Representatives: 
Motor Products Co., 149 Church St., New York. 
L. E. Spencer Co., 704 Stahlman Bldg., Nashville, Tenn. 
A. E. Mohrig, 1454 Pine St., San Francisco, Cal. 


RELIABLE JACKS 
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Trade 
Mark 


GRISWOLD Reversible Steel 
Spindle Dampers lock 
at either end 


GRISWOLD DAMPERS are reversible. No matter which end of the 
plate you insert the spindle, it will lock securely. 

The spindle is one piece of solid steel. Its sharp point will 
pierce any stovepipe. A positive lock is insured by the hump on 
the spindle, which drops into a notch in the 
plate by turning handle either way. 

Griswold Dampers are made in all sizes 
from 3 to 18 inches, inclusive; also oval pat- 
terns. Send for latest prices. 

Have you received the new Griswold trade 
mark window and counter display card in 
four beautiful colors to identify your store as 
headquarters for Griswold cooking utensils? 
Free for your asking. 


THE GRISWOLD MFG. CO. 





Erie, Penna., U.S. A. The GRISWOLD 

Makers of the Bolo Oven, Extra Finished DAMPER CLIP and 
Iron Kitchen Ware, Waffle Irons, Cast Alumi- Tail Piece provide 
num Cooking Utensils, Food Choppers, dampers for any size 
Reversible Dampers and Gas Hot Plates. pipe in the easiest, 
; . ; : most economical way. 

The Line That’s Fine at Cooking Time Made of heavy steel, 


non-breakable, wit 

non-breakable_ steel 
spindle. To be used 
with or without 
rivets. Also 
two sizes made 
im cast iron. 
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Every Week a Convention in Your Office 


‘‘T am a profound believer in hardware conventions. As 
a hardware traveling salesman for fifteen years and being 
connected with the association work for two years I have 
seen men of small and large stores apply ideas in their 
business that they had ‘picked up’ at conventions.”’ 


This recent expression by Mr. 
Charles L. Unger, secretary of 
the Oklahoma Hardware & Im- 
plement Association, contains a 
vital truth—that trade conven- 
tions bring together many minds 
whose opinions and experiences 
are often of tangible value and 
benefit to other hardware mer- 
chants. 


But not all hardware dealers can 
get away to attend conventions 
nor is it practical to personally 


interchange ideas with fellow- 
merchants every day in the year. 
But through HARDWARE AGE 
you can hold a convention in 
your office every week. New 
selling ideas, current informa- 
tion, price quotations, etc., such 
as you obtain from a convention, 
are brought to your desk every 
week by HARDWARE AGE. In 
its pages is presented in compact 
form a ‘“‘weekly digest’’ of ideas 
on merchandising by the best 
minds in the country. 
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ARPENTERS, Builders, Contractors, Ma- 

sons, Farmers and others buy this practical 
tool, when shown its advantages. Light, strong, 
simple in operation, it is useful on a wide range 
of work such as leveling foundations, locating 
batterboards, pouring concrete floors, ditching, 
draining, etc. 


Priced very attractively at only $25.00. This in- 
cludes Telescope, Long Legs and Ground Level 
Vial. No. 101, with Plain Sight Tube and Plain 
Level Vial, at $15.00. 


It’s a good number to push 


Write for Catalog No.22A andthe Supplement describing the 
new Starrett Tools. 


THE L. 8S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS 


STARRETT 
LEVELING INSTRUMENT 


No. 101-C 
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Are You Ordering Garage Hardware? 
Remember NA TIONAL Serves You Direct 


Take advantage of National Service—It’s direct from factory to you. 
Eliminate the middleman and you immediately benefit by increased 
sales profit and prompt shipments. 





Worth considering. Is it not? As to Quality, the name “National” 
used in connection with Builders Hardware always assures you of a 
superior product. Customers will soon be buying Garage Hard- 
ware in your town—make it National and you make it profitable. 


National Mfg. Co. Sterling, Illinois 


No. 800 Garage Door Set 


This Garage Door Set has proven an 
exceptional sales builder. It meets 
the demand for an economical yet 
practical and attractive set. Packed 
in neat strong carton complete with 
screws and contains the following: 

3 Pairs No. 840 Reversible “T” 

Hinges (8 or 10 inch) 
1—No. 820 Chain Bolt. 
1—No. 830 Foot Bolt. 


1—No. 5 Door Pull. 
I—No. 29 All-Steel Latch. 


Can be furnished in the following 
finishes: Japan, Dead Black Japan, 
Sherardized, and Sherardized and 
Dead Black Japan. 





A complete line of Builders’ Hard- 





National products are guaranteed free ware is illustrated and described in 
from any defects. Only the best qual- the National Catalog. Request it to- 
ity of material and workmanship enters day and tie up with the National 
into their manufacture. Line. 








Natig nal 


Garage Hardware 
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Where the Business 


It was significant, however, that every merchant who 
condemned the commission system advocated higher 
salaries for clerks. A man who is underpaid, they said 
in substance, is inefiicient. He cannot be expected to be 
enthusiastic about his work. It is always false 
economy to underpay men and women. A business can- 
not grow when the soil upon which it is planted nourishes 
the thorns of discontent, disloyalty and indifference. 


Hardware Age, April 27, 1922, page 65. 





amore E. JONES, speaking on the reduction of 
costs, said: “Don’t begin with the payroll; it is false 
economy.” Many good clerks are asking for positions 
as traveling men because they can’t get enough in the 
store. The majority of dealers throughout the country, 
Mr. Jones declared, are not paying clerks enough so that 
they can earn an honest living, maintain their families 
and educate their children. It is important to encourage 
good salesmen, Mr. Jones said, and to train them to know 
and to sell merchandise. 

“As dealers you put money into business, into fixtures, 
into goods, but not into men. That’s where it’s needed 
most. We should recognize the fact that labor is worthy 


of its hire. Hardware Age, July 5, 1923, page 103. 
¢ (THE Sales Manager”: The greatest mistake that most 

sales managers and salesmen make is in talking t 
much themselves. They never listen to what the other 
fellow has to say; they do not know what he thinks, and, 
as a matter of fact, they live in a world all their own 
with all of their own preconceived ideas as fences built 
around them shutting them in from almost every impres- 
sion from the outside world. 


Hardware Age, July 19, 1923, page 51. 








4 Mew most important thing in business is not price, nor 
stock, nor turnover, nor credit, nor any system you 
have ever heard of—it is men, and the influence of men 
upon money and of money upon men. Business is a con- 
stant balancing of men and money upon the scales of 


change. Hardware Age, July 26, 1923, page 41. 





ENNIMAN & SON HARDWARE CoO., Fort Scott, 

Kan.: “We need some method of compensation that 
will reduce to a minimum changes in our sales force, that 
will keep the clerks’ interest centered in their work and 
that will not raise sales costs.” 


Hardware Age, Aug. 2, 1923, page 49. 
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Searchligh ts Point 


AMP WILLIAMS: “My plan (profit sharing) works 
to my benefit in that it distributes profits for ser- 
vice rather than sharing them through investment.” 


Hardware Age, Aug. 23, 1923, page 51. 





AUNDERS NORVELL: “Simplification should start 

at the top. If you need to curtail the personnel, 

eliminate high salaried vice-presidents, not office boys.” 
Hardware Age, Oct. 25, 1923, page 160. 





PEAKING on wages, Samuel M. Vauclain, president 

of the Baldwin Locomotive Works, Philadelphia, Pa., 
said: “One part of the nation cannot prosper unless 
prosperity comes to the other part. It is said that high 
wages today prevent business. Don’t believe that. Forty 
years ago when we had low wages, when the average 
earning power of men in our factory was about $12 a 
week, the labor cost per unit of product was 25 per cent 
greater than it is today. Even though we pay 2) times 
the wages per capita that we paid forty years ago, it is 
not what you pay your laborer, gentlemen, but it is what 
the unit costs—what the cost of labor is per unit of your 
manufacture. 

“In other words, if forty years ago your labor cost was 
35 per cent of your sales and today at twice the price 
for labor the cost is only 26 to 28 per cent of the prices 
of your sales, I cannot see where you are suffering any 
loss. By this general prosperity throughout the country 
you all have been advanced to a higher sphere of ac- 


tivity. Hardware Age, Feb. 28, 1924, page 69. 





OBERT MURRAY, Honesdale, Pa.: “In controlling 

costs of operation I do not believe in reducing sala- 
ries or wages, on the contrary, I believe in increasing 
them, and in making everyone, particularly the bosses, 
earn more either‘with their brains or muscle.” 


Hardware Age, Feb. 28, 1924, page 70. 





IN his address to the association, Hamp Williams told 
of his experiences in the retail hardware business, 
outlined his profit-sharing plan, quoted the late Andrew 
Carnegie to the effect that “most people make the mis- 
take of meddling too much with their assistants,” and 
declared that “hired men and women are running the 
country,” and that the hired men and women should get 
a fair share of the profits they help to make. 


Hardware Age, Feb. 28, 1924, page 65. 
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Window tH 


By W. N. 


ARDWARE for doors is usually considered of 

more consequence than that for windows, and 

there may be some justification in this for the 
reason that doors were used in buildings at a much 
earlier period than windows, and again because doors 
are more frequently opened and closed. Windows are, 
however, of much importance in our modern buildings 
since their sole use is to admit light and air—two 
most essential elements in our lives. While windows 
are not opened and closed as often as are doors, it is 
still very necessary that they operate easily and silent- 
ly and close tightly. It is for these reasons that they 
require hardware. 


‘Several Types of Windows 


There are several types of windows in general use, 
the commonest being “double-hung,” “casement,” 
“French” and “pivoted”—and the most common of 
these is the “double hung.” This consists of an upper 
and a lower sash in the same opening, sliding up and 
down in grooves. In very cheap houses these are held 
in position by what is known as “window spring bolts” 
(Fig. 127), a bolt placed in the sides of the sash and 
having a spring that keeps the bolt thrust through 
the sash into the side of the groove. This prevents 
the sash being raised or lowered without first pulling 
out the “window spring bolts.”” The sash may then be 
adjusted to the desired position, and the bolts released 
to find their places in small holes that have been 
bored in the side of the groove. 

This is quite an effective way of holding the sash in 
position, but there is little to be said in its favor when 
ease of operation and convenience are considered. 


“Double Hung” Windows 


In all but the cheapest construction “double hung” 
windows are counterbalanced on weights so that they 
may be raised and lowered with much ease and so 
that they will remain in any position without being 
fastened. The window frames are built with boxes 
at the sides. At the top on either side a pulley with a 
grooved wheel is set flush into the frame. These are 

- known as “sash pulleys” (Fig. 128), sometimes “axle 
pulleys.” A cord or chain is fastened to each side of 
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Fig. 131 
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the sash, run over the pulley, and down into the box 
where it is fastened to a “sash weight.” The two 
weights, one on either side, weigh just as much as 
the sash after the glass has been put in, thus evenly 
balancing it. This type of window is very popular 
and effective. It is the most easily made and is easily 
kept weather-proof. 


The Nature of “Sash Pulleys” 


“Sash pulleys” are made with cast iron or steel 
cases. The cast iron cases are heavier and sturdier 
and are usually the most satisfactory. The “face” or 
that part which shows when the pulley is set in place 
is sometimes left plain iron to be painted with the 
window frame, the least expensive way. Sometimes it 
is ground smooth and plated brass or bronze. In the 
best grade of pulleys, however, it has a sheet of solid 
brass or bronze the exact size of the face and secured 
thereto. This overcomes any tendency to rust. The 
wheels are made of cast iron, brass or bronze, and 
steel where the cases are of steel. The face is grooved 
(Fig. 129) to receive the chain or cord—this grove is 
usually rounded, rather deep, and slightly flattened in 
the bottom, so it will accommodate equally well either 
cord or chain. This type is known as the “universal 
groove.” 

A few years ago pulleys were made with a different 
shaped groove for chain than for cord, but the groove 
described above eliminates the necessity for the two 
stocks being carried. In the better grade of sash 
pulleys the wheels are made 2 in., 214 in., 21% in., and 
3 in. in diameter. The size to be used depends on 
the average weight of the sash in the building. The 
proper size will allow the weight to swing clear in the 
center of the box and not drag against the sides. The 
heavier the sash is, the heavier the weight must be 
and the larger the box must be to accommodate the 
weight. In less expensive dwellings the 2 in. pulley 
should be large enough. In better dwellings and public 
buildings 2% and 214 in. must be used, and for 
extra large and heavy windows it is sometimes neces- 
sary to use the 3 in. wheel, although the 214 in. and 
21% in. wheels are most commonly used. They should, 
however, be large enough so they will run easily 
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and so the cord, if cord be used, will not cut out on 
the edges of the groove. The wheels run ordinarily 
on a steel axle, which is frequently made “roller or 
ball-bearing” (Fig. 130). This adds considerably to 
the life and easy running of the pulley. When brass 
or bronze wheels are used, it is strongly recommended 
that they be roller or ball-bearing to insure their 
wearing well. 

All wheels should have the hub drilled and the 
groove turned true so that they will run smoothly and 
evenly. 

A good, properly turned iron wheel will give good 
satisfaction—brass and bronze wheels have the ad- 
vantage of being rust resisting. 


Overhead Sash Pulleys 


When windows are arranged in groups of two, three 
or four, with no boxes between them, but with boxes 
for the sash weights at the sides of the entire group, 
a kind of sash pulleys is made known as “overhead 
sash pulleys” (Fig. 131). These are placed over the 
sashes and arranged in such a way as to carry the 
cord or chain over to the side boxes. The boxes are 
made large enough and divided to accommodate the 
number of weights necessary to balance the number 
of sash in the group. 

There have probably been more different kinds of 
fasteners for double hung sashes made and put on 
the market in former years than any other item of 
hardware, each one having its own peculiar merit, 
but none of them entirely satisfactory. About twenty 
years ago there was a sash fastener put on the market 
by W. & E. T. Fitch and known as the “Fitch sash 
fastener.” It quickly grew into great popularity, be- 
cause when operated it drew the upper and lower 
sashes tightly together both laterally and vertically, 
as it had a double eccentric movement, at the same 
time being particularly simple in construction. Other 
manufacturers at once recognized its worth and made 
it with a modification which in no way sacrificed the 
desirable features of the original. This type of sash 
fastener (Fig. 132) has continued to grow in popu- 
larity because of its merit—now it is probably more 
nearly standard throughout the trade than any other 
item of builders’ hardware. The original “Fitch sash 
fastener” is no longer on the market. They are made 
of cast iron, brass or bronze and in as many as five 
sizes ranging from a small size for very light sash in 
the most modest cottage to a very heavy size suitable 
for the largest and heaviest windows in public build- 
ings. The middle size is standard for ordinarily good 
work. 


Taking the Rattle Out of Windows 


Sashes sometimes fit so loosely, especially in old 
buildings, that they rattle annoyingly when there is 
a strong wind. In order to overcome this there is 
made what is known as a “side sash fastener” (Fig. 
133) having a decided eccentric movement. It may be 
placed on either the sash or on the stop bead. When 
the small lever is turned it binds the sash in such a 
way that it cannot rattle. For extra security there is 
a small “sash bolt” (Fig. 134) made to be placed on 
the top of the lower sash. The bolt may be projected 
into a flat strike on the side of the upper sash so that 
neither sash can be moved from its position. There 
are usually three strikes with each bolt to be placed in 
different locations. This allows the sash to be slightly 
opened at top or bottom; at the same time they cannot 
be opened beyond the point fixed upon by the location 
of the strikes. 

Windows are occasionally made with but one sash 
to slide up into a box at the top. Teo fasten these there 
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is a combined “sash lift and lock” (Fig. 135) made 
to be placed on the bottom rail of the sash and hook 
into a strike on the sill. The hook at the top serves 
to unlock the fastener and at the same time as a lift 
by which to raise the sash. A somewhat similar de- 
vice is made to be mortised into the lower rail of the 
sash (Fig. 136). These are intended for higher grade 
work but are seldom required and being, in a way, 
more complicated, it seems good judgment to recom- 
mend the simpler rim style shown in Fig. 135. 

There is much talk about “burglar proof” sash 
fasts. Some are more difficult to open or to break 
from the outside than others, either because of their 
style of construction or because of their sturdy build, 
but the idea of any of them being “burglar proof” is 
not very acceptable. Most any of them will keep out 
the ordinary sneak thief, but if a real live burglar 
wants to get in it will be difficult to find a sash fastener 
that will keep him out. The “standard” style shown 
(Fig. 132) is the nearest approach to a burglar proof 
sash fastener of any on the market. 

The lower sash of a double hung window is held 
in its place by strips at the sides, sometimes at top 
and bottom also. These are known as “sash beads.” 
They should be held in position by screws, as they 
must be removed if for any reason it is necessary to 
take out the sash. For this purpose and to more easily 
adjust them to make the sash fit, there are several 
styles of ‘“‘screws and washers” made. Some are simply 
No. 8 screws 1 in. or 1% in. in length with a plain 
washer (Fig. 137). Another type (Fig. 138) has a 
sunken washer with an elongated hole for the screw. 
With this kind the stop-bead can be adjusted slightly 
by loosening the screw a little, which permits the stop 
bead being moved one way or the other. These are 
quite convenient. All styles come in iron, brass or 
bronze, as required. An ordinary window should have 
four screws on each side and if the head and sill 
stops are movable they should have three each. As a 
rule, however, the head and sill stops are secured with 
nails and are not intended to be movable. 


Sash Pull Plates 


The upper sash being high and out of convenient 
reach is often fitted with a plate known as a “sash pull 
plate” (Fig. 139) with a hole in the center into which 
a hook on the end of a pole known as a “sash pull 
hook” (Fig. 140) may be placed to raise or lower the 
sash.’ These are very commonly used in public build- 
ings, but not so much so in dwellings. An oak pole 
about 11% in. in diameter of suitable length 4 ft., 
5 ft. or 6 ft., according to the height of the window, 
with sash pull hook attached, is supplied for each 
room. In order to insure the pole being at hand when 
needed a “sash pole plate” (Fig. 141) having a suitable 
hole in it is supplied for each pole and usually fastened 
in an inconspicuous place on the wood work near the 
window. The pole is hung into this when not in use. 

For convenience in raising the lower sash several 
styles of “sash lifts” are made to be secured to the 
lower rail. ‘‘Hook sash lifts” (Fig. 142) to be screwed 
onto the surface; “flush sash lifts’ (Fig. 143) of de- 
sign to match the remainder of the hardware in the 
building, to be mortised in flush. Some flush sash 
lifts have a lip on the upper side of the opening to 
give an extra hold for the fingers (Fig. 144). Then 
there are “bar sash lifts” (Fig. 145) of several styles, 
to be screwed onto the surface. These afford the best 
hold for the hands if the sash is at all heavy. For 
uarrow sashes one lift is enough, but for medium and 
wide sashes it is customary to use two lifts. 

Hardware for other types of windows will be taken 
up in the next article. 
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By Saunders Norvell 


Chapter VII (Continued)—I Become Sales Manager 


R. SIMMONS carried on a voluminous corre- 

spondence. He was a remarkably fluent and 

convincing letter writer. He wrote a beauti- 
ful hand and before the days of stenographers labori- 
ously wrote long letters to customers and salesmen by 
hand. Sometimes, if the case justified it, his letters 
were very long. He never spared paper or words, 
when it was necessary, to convey his ideas. He did 
not seem to have much use for the short, formal busi- 
ness letter. He used letter-writing as a means of 
personal contact with his correspondents. His letters 
were always brimful of individuality and human na- 
ture. When stenographers came in he dictated very 


rapidly. Every month he wrote a comment by hand 


on the statement of each salesman and also a long 
monthly general letter about the business. -He kept 
track of every territory and knew intimately what was 
being done. He personally O.K.’d each salesman’s ex- 
pense account. On every salesman’s visit to the house 
he had a long talk with him about his work, his cus- 
tomers, what he needed in goods, prices, etc. He con- 
stantly wrote merchants fixing up difficulties, recover- 
ing lost accounts and helping the salesmen get new 
accounts. He seemed never to become tired and never to 
lose his enthusiasm. As I said above, I never remem- 
ber his touching the wrong note with a customer. He 
was always optimistic, sympathetic and encouraging. 
He said over and over again that “encouragement” is 
the only way to develop salesmen. 


He signed his letters without re-reading them and 
then they were turned over to me to read carefully the 
last hour before closing. Reading Mr. Simmons’ daily 
corfespondence was one of the bright spots in my life. 
If I did not like a letter that he had written, I would 
hold it over until the next day, tell him what I ob- 
jected to and very frequently he would change his let- 
ters. At first he had me read his letters in order to 
post me fully in regard to all of his correspondence 
with customers and salesmen. These letters were a 
very panorama of business life at that time. They 
were on every conceivable subject—trying to persuade 
salesmen to mend the error of their ways, trying to 
collect money from delinquent customers, trying to get 
other dealers to give us more of their accounts. Then 
of course all kinds of wild and weird propositions were 
made to Mr. Simmons to put money into various 
schemes. Many of these letters that another man 
would have thrown in the waste basket Mr. Simmons 
answered at some length. He consumed a tremendous 
amount of energy in this correspondence, but he was 
very fond of letter-writing and I think he enjoyed this 
part of his work to the fullest extent. He was very 
fond of using homely expressions in his correspond- 
ence. One of his favorites was—‘“Molasses catches 
more flies than vinegar.” That was frequently com- 
ing up, especially in writing to salesmen about their 
customers. 

‘On one occasion he wrote a salesman—“It’s easy to 
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get married, but it’s h— to keep house.” I held this 
letter over until the next day. ‘“What’s the matter 
with the letter?” said Mr. Simmons when I handed it 
back to him. “Qh, nothing,” I answered, “except that 
this salesman got a divorce from his wife last month.” 

Another one of his mottoes was—“Promptness is the 
essence of all good business’’—and he himself was al- 
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“The barber handed Mr. Simmons the razor” 


ways prompt. You could always count on a prompt 
answer to your letter and also a satisfactory one. 
Another motto was—“Promises are thin ice and 
dangerous.” 
Mr. E. C. Simmons originated the house motto— 
“The recollection of quality remains long after the 
price is forgotten.” At a hardware convention I once 
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heard him tell how he happened to think of this motto. 
He spent his summer vacation in Oconomowoc, Wis. 
It seems on a certain occasion he went into a barber 
shop in Oconomowoc and he was especially pleased 
with the good shave he received. He remarked to the 
barber—“You have an excellent razor. Let me see it.” 
The barber handed Mr. Simmons the razor, and after 
inspecting it Mr. Simmons inquired—‘“‘What did you 
pay for this razor?” The barber answered—“I do not 
remember the price, but I will never forget the qual- 
ity.” Leaving the shop, these words rang in Mr. Sim- 
mons’ ears. Out of them he evolved the house slogan 
—‘The recollection of quality remains long after 
the price is forgotten.” This slogan was first put into 
a little booklet gotten out by me, called “That Devil: 
Doubt.” In this booklet it is placed in the form of a 
question—‘“Is not quality remembered long after the 
price is forgotten?”—but Mr. Simmons afterward im- 
proved the slogan by making it a statement instead of 
an inquiry. 

The name of the booklet is rather a curious one and 
came about in an odd way. This booklet was written 
during a very hard year. I think it was in 1898. 
The first title I intended to use was “The Reflections 
of a Retail Merchant in Hard Times.” The book had 
just been finished and the manuscript was lying on my 
ilesk when Sam Disston, the great saw manufacturer 
of Philadelphia, dropped into our office. I showed him 
the book and he was very much interested in its con- 
tents. “But,” he remarked, “I do not like the title 
of your book. Why remind the merchants that times 
are hard? I suggest you change the title.” I put 
the problem up to Shallcross McCallum, a printer 
of St. Louis, and he suggested the title, “That Devil: 
Doubt’’—because the booklet was simply a series of 
questions and Mr. McCallum thought that the title 
would attract attention. It did and the booklet, I am 
glad to say, made quite a hit with our customers and 
salesmen. 


Displaying Tools in a Novel Way 


/ 


T is impossible to visit hardware playing the different kinds of tools. sighted merchandising thought on 


stores and find that all of them 


More tool display racks of this the part of this concern, and judging 


are merchandising in exactly the kind could increase sales for hard- from reports they are not sorry they 
same way. The accompanying illus- ware dealers. It shows a little keen- made the change. 


tration of the tool display rack used 
by Rowland Bros., Houston, Minn., 
shows how this hardware store mer- 
chandises its line of tools. As one 
enters the store the eye is attracted 
to the right-hand counters, which are 
full of hardware that is in ready de- 
mand. Behind the counters are the 
wall cases, but slightly different than 
seen in most stores. 

One can see some of the merchan- 
dise on the counters and directly be- 
hind this is the tool display rack. 
The base of this rack is made up of 
drawers for saws and kindred items, 
with the merchandise sampled on the 
outside. Above these drawers is a 
series of steps. The levels are nar- 
row and are made with holes for dis- 
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A Glimpse of the New Home 
of the Belknap Hdwe. & Mfg. 


‘Lc. Belknap Hardware & Mfg. 
Co., Louisville, Ky., has recently 
completed an additional unit to its 
jobbing plant. This twelve-story build- 
ing of fireproof, reinforced steel and 
concrete, brick and stone exterior with 
pent house may be seen from distant 
parts of the city. A canopy front gives 
it an inviting look. 

The floor area is over 750,000 sq. ft. 
The twelfth floor is for recreation pur- 
poses exclusively. Table and chair 
space for 300 is provided for those who 
bring lunches. A cafeteria, completely 
equipped to serve 500, takes a large 
part of this floor and food is served 
here at cost. A spacious room with 
talking machine and piano is provided 
for dancing and there is also a long 
space with easy lounging’ chairs 
handy for those who desire to read, 
sew or chat during the spare period 
of the lunch hour. The emergency hos- 
pital in charge of a capable matron is 
also on this floor. 

Each floor has adequate toilet facili- 
ties and washrooms for both men and 
women. The air throughout the plant 
is washed in sprayed water which re- 
sults in a complete change of air every 
ten minutes. Heat is ob- 
tained from the exhaust areuniqy: 
steam from the company’s amon) 
new power plant. Indirect 
heating equipment is used 
in the offices 
drafts or uneven heat. 

The eleventh floor is used 
for the office staff and ex- 
ecutive offices. The buyers 
are on this floor. A big 
sample room is on the floor 
below and here one finds 
all types of displays includ- 
ing harness, saddlery, bath- 
room fixtures, furniture, 
sporting goods, general 
hardware, builders’ hard- 
ware and the model retail 
hardware store which inter- 
ested the entire 1924 Ken- 
tucky retail convention. 

In the plumbing section 
there are four model bath- 
rooms. These have been 
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installed complete even to the detail 
of water connections. It is possible to 
flush the lavatory, fill the tub or basin 
with hot or cold water, operate the 
shower—in a word it is really four 
bathrooms in actual operation. 

The same practice is followed in the 
electrical fixtures department. Two 
hundred or more styles of fixtures are 
displayed here—each has its complete 
quota of bulbs and is connected to the 
current line and may be illuminated. 

Belknap does a big furniture busi- 
ness. In this department forty-eight 
model rooms have been decorated with 
suitable rugs, furniture suites, and 
extra pieces that make a room more 
cozy. 


The Model Store 


Getting back to the tenth floor and 
to the Blue Grass model hardware 
store we find that this is a finished 
product in every detail. It has a real 
plate glass store front and its window 
displays are changed each week while 
regular goods are sampled and dis- 
played inside. There are glass counters 
bearing manufacturers’ display cards 
upon them. In every respect it is a 
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William Heyburn, 
president Belknap 
Hdwe. & Mfg. Co. 


genuine retail hardware store. The 
wrapping counter, office in the rear, 
and portable step ladder at the side 
made Kentucky convention delegates 
homesick for their own stores. 

There is but little basis of com- 
parison between this new building and 
the original three-story brick building 
in which W. B. Belknap was located 
when he started out in the heavy hard- 
ware business. Mr. Belknap left Pitts- 
burgh in 1840. For twenty years he 
labored with this business as its prop- 
rietor and sole owner. In 1860 the 
business became known as W. B. Bel- 
knap & Co. In 1880 the firm was in- 
corporated, W. B. Belknap retired to 
the board and his son, William R. Bel- 
knap, became president, an office which 
he held until his retirement in 1910. 
Six years following the incorporation 
William Heyburn, the present execu- 
tive head, came from Pittsburgh to act 
as a director and buyer. He _ sub- 
sequently rose to the office of treasurer 
and then to vice-president, succeeding 
to the presidency in 1910. 

During these years the firm gradual- 
ly developed into a general hardware 
jobbing business. 

Instead of a one man es- 
tablishment there are now 
1500 employees, 240 travel- 
ing salesmen and a list of 
customers which averages 
somewhere between 35,000 
and 40,000 hardware deal- 
ers. 

Working hours are from 

4i; 8 a.m. to 5.30 p. m. with 
age; an hour for lunch. Satur- 

m™ day the firm closes at 1 
o’clock. 

The Belknap plant is like 
a young city. It has its 
own power plants to fur- 
nish water pressure, heat 
and power, its own print- 
ing plant larger than some 
very successful small city 
newspaper plants. The 
printing department is 
equipped with type casting 












Exterior of the Belknap Hdwe. & Mfg. Co., Louisville, Ky. 


machines. The company’s 
customers’ catalogs are set 
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Exterior of the Blue Grass model hardware store in the Belknap building 


up, proofs read and sent out for elec- 
trotyping from this plant. Everything 
is done in the place except the press 
work and binding. 

A pneumatic tube service similar to 
the tube system used in large depart- 
ment stores, keeps various departments 
and the several buildings in almost in- 
stant communication with each other; 
some of these lines are 800 feet long. 
This system does the work of 30 office 
boys. About once in five years the 
system is laid up for repairs and it 
requires 30 boys to carry the mes- 
sages with considerably less speed. 

A relay station in one of the build- 
ings takes care of the movement of the 
message tubes between buildings. 

The multigraph room has equipment 
and staff sufficient to conduct an inde- 
pendent multigraph business. This de- 
partment handles the distribution and 
preparation of special sales letters and 
literature. 


Receiving and Shipping 


The receiving and shipping depart- 
ments are equipped in every detail. 
Daily loadings average from thirty to 
forty cars. Space under cover houses 
about thirteen cars and the tracks run 
directly into the plant. Ten additional 
cars can be spotted on the company’s 
own tracks serving various warehouse 
doors. 

For city and nearby deliveries and 
other short hauls sixty-five mules and 
twelve large motor trucks are used to 
handle the loads. The firm has its own 
smithy shop to shoe the mules and make 
forge repairs on wagon and truck 
parts. 

In the shipping room one finds spiral 
gravity conveyors, 282 packing booths 
where each order is' stacked and 
wrapped separately. A mechanical 
weighing device tells the weight of each 
piece as it is removed. All weights are 
registered and checked. 


Firm Has Eight Buildings 


The company now maintains eight 
buildings. Its territory extends from 
Great Lakes to the Gulf, from Dela- 
ware to Arizona. Lines carried are 
mechanics’ tools, agricultural and con- 
tractors’ teols, mill, mine, factory and 


plumbing supplies, builders’ and 
cabinet hardware, electrical supplies, 
household supplies, paints, toys, cutlery, 
sporting goods, silverware, auto acces- 
sories and tires, harnesses, saddlery, 
buggy supplies, field fencing, heavy 
hardware, horseshoes, building paper, 
furniture, rugs and floor coverings. 


The Company’s Officers 


The official organization consists of 
William Heyburn, president (thirty- 
seven years of service), who supervised 
plans and construction of the build- 
ing and plant. John W. Price, first 
vice-president and general sales man- 
ager (forty-two years); Harry S. 
Perkins, second vice-president and man- 
aging buyer (thirty-two years); Rich- 
ard I. James, third vice-president 
(thirty-eight years); Joseph H. Scales, 
treasurer (twenty-nine years) ; Charles 
W. Allen, secretary and general man- 
ager (twenty-two years); Frank Cas- 
sell, assistant secretary and_ sales 
director (nineteen years); Wiley B. 
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Bryan, assistant treasurer and sales 
director (twenty-five years); D. E. 
Cross, comptroller (nineteen years) ; 
Arthur D. Allen, Luther R. Stein, sales 
director (fourteen years); W. C. Gib- 
son, superintendent (twenty-four 
years) ; R. E. Hinman, buyer (fourteen 
years); Charles B. Price, buyer (thir- 
teen years); Charles R. Bottorff, buyer 
(seventeen years), and Henry B. Hey- 
burn, buyer (eleven years). 


Continuity of Organization 


The company particularly prides it- 
self on the continuity of its organiza- 
tion in all its principal departments 
over a long period of years. The or- 
ganization is made up largely of men 
who have been successively promoted 
from one position of responsibility to 
another and the term of service of each 
is long. 

As an example, all of the board of 
directors are in the employ of the com- 
pany, with the exception of A. D. Allen, 
who is president of the Mengel Com- 
pany, but started his business career 
with the Belknap company. They have 
been with the company an aggregate 
of 356 years, or an average of twenty- 
four years each. 


Long Training Essential 


The same conditions prevail in the 
various departments, so far as the 
company can influence continuity oi 
service, as the management attributes, 
in no small degree, its success to the 
personal interest and long service of 
those who have been with it for many 
years. In the ever growing complica- 
tions of modern commerce and indus- 
try, a high degree of training and long 
experience seem to be essential factors 
to the work of so complicated a ma- 
chine as this enterprise has become. 





Interior view of the Blue Grass model hardware store 
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Brunner Boosts 


Sales of 


Socket 








N May 1923, H. J. Brunner Hard- 
ware Co., Kansas City, Mo., pur- 
chased a line of socket wrenches. 

As the result of some intensive mer- 
chandising methods coupled with the 
aid of the manufacturer, this store 
increased its sales 1000 per cent at 





Wrenches 


1000 Per Cent 
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A display that brought the customers into Brunner’s store 


chases for seven months averaged 


$70.43 per month. 
A Profit-making Display 


The illustration shows how one of 
the Brunner windows was trimmed 
in a way that helped create unusual 
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Sales sheet showing the month to month increase 


tion of the manufacturer’s sales sheet 
shows how the sales steadily in- 
creased from month to month. It 
will be noted that actual sales were 
slow in starting as the first purchase 
was made in May and the next order 
was not received until thrée months 
later in August. It really took until 
November for the ball to get started 
and December sales showed a real 
business in the line. 


A Record That Helps 


This record of sales should serve 
as a verye good guide to a merchant 
because with its aid it is possible to 
accurately study the growth of sales 
and their possibilities. It would be 
well for the retailer, particularly on 
new lines, to devise*some such stock 
record which he can keep on his desk 
in the way of a memorandum for 
frequent perusal. Many things will 
come to light in the way of stock 
turnover, investment, increased sales, 
etc. It would seem such a plan would 
be much more. satisfactory than put- 
ting a line in stock and then not 
knowing just how it was going. From 
these records of the growth of the 
sales in this one line, it would seem 
that the Brunner Hardware Co., 
found a market ready to be supplied 
and from the way it has consistently 
increased its sales, month by 
month, that purchases were made 
frequently enough to warrant the 
maximum stock turn which means 
additional net profit. 
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Do You Know 


ECENTLY I read with interest an article in 
R The American Magazine by an anonymous 

writer under the heading: “Why I Never Hire 
Brilliant Men.” It is an article well worth reading 
and there is a good deal of truth in it. However, the 
real trouble with the brilliant man in the story was 
not on account of his brilliance, but he did not have 
that rarest of all qualities—just ordinary common 
sense. 

Again I am reminded of the answer of a certain 
college professor when he was asked the question, “Is 
the college education a good thing for a young man?” 
His answer was illuminating. He said—“A college 
education makes neither wise men nor fools; it 
simply develops them.” 

Common Sense Essential 

Now, if a man has a brilliant mind, if he has been 
well educated and if he has a great store of general 
knowledge, but if he has not common sense, he is a 
very dangerous man to have around the place. 

Not very long ago I hired a man to take charge of a 
certain department. The man who had had charge of 
this department had not handled it very well. His 
buying had not been done with good judgment. We 
were short of many items that were good sellers and 
we were overstocked on many other items that were 
very slow sellers. The morale in the department had 
been allowed to run down. In fact, it was a real man’s 
job to get this department into shape and running 
properly. The first thing that our new manager 
busied himself about was not studying the inventory 
of the department. He did not go into steck so as 
to familiarize himself at first hand with just the quan- 
tities and the character of goods we had on hand. He 
did not make it a point to become personally acquainted 
with and gain the friendship and good will of the em- 
ployees in the department. 

What he did do, however, was first to buy himself a 
large, showy and expensive desk. I watched him 
spend a great deal of time getting this desk properly 
organized. He was very particular about the swivel 
chair in which he was to sit. He had to buy some 
handsome, expensive steel files. He had a number of 
interviews with printers and engravers—what about? 
A new letter-head with his name prominently engraved 
at the top as the manager of this department and a 
business card beautifully engraved with his name as 
manager of the department. Then, of course, he de- 
voted a great deal of his time to selecting a stenog- 
rapher, and when she was installed beside his hand- 
some desk he proceeded to dictate letters to his friends 
on his new letter-head, telling them all about his new 
position, 

In the meantime, after taking a birds-eye view of 
him seated in all his glory at his shining desk, I would 
walk back in the packing room of his department. 
There I saw the clerks nursing papers and wasting 


their time in long conferences with each other about 
the things that happened to them the night before. As 
I walked through his department I glanced at the 
shelves and the goods. I noticed the shelves were 
dusty and there were many broken boxes and valuable 
articles lying around loose. 

Afterward I had a personal interview with this new 
manager. I told him in sympathetic but plain lan- 
guage that the first thing he needed to do was to clean 
up his department, to find out just what goods he had 
on hand and to study the “shorts” and the overstocks. 
It was his duty to immediately place orders for the 
goods short and to take up with his salesmen the ques- 
tion of quickly selling our overstocks. Then I asked 
him how he had systematized the work in his depart- 
ment, whether certain employees had been given 
charge of certain parts of the stock and whether he 
had told them he proposed to hold them personally re- 
sponsible for the physical condition of the section of 
shelving under their direction. Of course, he replied 
that he had not yet had time to go into all these things, 
but that he had them in mind and he would soon get 
at it. 

I could not help telling him how much I admired his 
beautiful desk and also the lovely engraved letter- 
heads with his name and title. I could not help sug- 
gesting to him that all these things might have waited 
—that possibly if he had devoted a month to his de- 
partment without having any desk it might have been 
very much better, and also that it might have been 
just as well to have thoroughly familiarized himself 
with the stock and the working of his department and 
the people in it before he invited his outside friends 
and customers to call to see him in his new job. 


Conceit First—Work Last 


Of course, back of this story is just plain human 
nature. Our friend was puffed up with the idea that 
he was a manager. He felt that he must act the part 
of a manager, but he was acting the part at the super- 
ficial end of the job, the fancy letter-head, the fancy 
desk, the fancy letters. The real part of his work 
was to get his department in line just as quickly as 
possible to function and to make money. This, how- 
ever, was the last thing on his list. He simply lacked 
common sense. 

Now, when I think of the Treaty of Versailles, I 
believe the high and mighty gentlemen from all the 
different nations who took part in that farce were in 
exactly the same state of mind as this poor depart- 
ment manager. In the first place, they had their 
meeting in the magnificent Hall of Mirrors of the 
Palace of Versailles. As I remember this room, it 
has mirrors everywhere except on the floor. You can 
see yourself reflected from one mirror to another in a 
thousand reproductions. The chandeliers are tremen- 
dous masses of crystal pendants. When the light falls 
on them the colors are reflected in a hundred shades. 
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the Facts. 


Now, while I was not present on this occasion, from 
what I have read of this glorious meeting every man 
present said to himself—‘“I must be a very great per- 
sonage or I would not be here on this occasion.” Can’t 
you see..the various distinguished gentlemen bowing 
to each other with the greatest formality and cour- 
tesy? Can’t you hear the various papers read and the 
speeches made in different languages? I may, of 
course, be all wrong, but it does seem to me that on 
this grand occasion everybody present was thinking 
what a wonderful man he was personally and how 
great he was to have been sent by his country to take 
part in this historical occasion and what wonderful 
other men from all the nations there were around him. 
Nobody thought of the overstock in the shelves of 
some kinds of ideas and the shortage of the ‘stock in 
the shelves of other ideas, and all of the world dust 
coming down through the centuries that had settled 
on the world. 

In other words, just ordinary common sense was 
conspicuous by its absence from the conferences over 
the Peace Treaty at Versailles. As a result of this 
lack of common sense, this thought of the ordinary 
common people in the world who do not eat filet of sole 
for luncheon and dress themselves up in medals and 
gold lace, all these distinguished gentlemen thought 
about was themselves with their names being flashed 
by cable all over the world. What they did not think 
about were the hopes and aspirations and the human 
nature of the common people in all of their countries 
that they were supposed to be representing. 


Abraham Lincoln’s Idea 


If there had been just one common individual 
present with ordinary common sense on this occasion, 
how different it all might have been! Suppose, for 
instance, that Abraham Lincoln had been there and 
had made a little speech, not over five minutes, some- 
thing along the lines of the Gettysburg Address. 
Lincoln suggested at Gettysburg that the great 
occasion with all the great men present did not amount 
to very much unless these great men would solemnly 
dedicate themselves to finish the work of those who 
had died for a certain cause. 

Now at Versailles how many thought about those 
who had died. No wonder a celebrated English 
painter when he was asked to paint a picture of the 
Peace Conference treated the British public to a 
picture reproducing the Hall of Mirrors with three 
dead British soldiers in place of the be-feathered and 
gold-laced delegates to the Peace Conference. 

It is a curious thing when I study business how 
much I find in common in the principles underlying 
the daily contacts of just ordinary business with the 
great affairs that are taking place in the world. 
Exactly the same principles that control and direct 
one seem to control and direct the other. Both the 
great and the little suffer from the same follies. 
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A certain oil concern with a great force of salesmen 
supposed to be covering the entire United States be- 
came interested in certain problems in regard to the 
distribution of their product. Their directors met, 
sat around a mahogany table and learnedly discussed 
the question of their sales. Finally a sales expert was 
called to their meeting. He was asked certain ques- 
tions. He replied frankly—‘“Gentlemen, I do not 
know. I can not answer your questions.” Then he 
was asked certain other questions. To these he re- 
plied—“I can not answer these questions without the 
facts. Do you know the facts?” The directors did 
not know the facts. Finally this sales expert rather 
disappointed the gentlemen present by remarking— 
“To all these questions that you have put to me your 
guess as to the answer would probably be just as 
yood as my guess, but if you will give me sixty days 
I will make an investigation in regard to your sales 
and I think when I get the facts that the answer to 
your problem will probably be very clear. I find that 
most problems are cleared up very quickly when the 
actual facts are obtained.” 


He Knew the Faets 


At the end of sixty days this expert appeared ayain 
at the board meeting. He showed a chart made up 
from the reports of all their salesmen and the reports 
of the number of people in the United States in busi- 
ness who carried their line of goods. This chart 
simply indicated without any question of doubt that. 
their salesmen, notwithstanding the great number of 
them, were only calling on a very small proportion of 
the number of merchants in business who were selling 
their lines of goods. When these facts were ascer- 
tained the answer was simple. Some means had to 
be adopted to bring the product of this company 
directly to the attention of the retail dealers in the 
country who were selling the goods. That was the 
problem of this company and it was worked out. 

Personally, I have always been very much interested 
in the problems of the local jobber in this country. It 
has always seemed to me that logically the local jobber 
should practically control the business in his line and 
in his territory. However, in actual working out 
the facts in the case I am often surprised to find that 
the local jobber misses a great deal of the trade in 
his territory, and one of the main reasons that he 
misses a great deal of the trade in his territory is 
because his salesman does not call on all the dealers 
in his territory selling his lines of goods. 

The situation with the local jobber is very often 
just as it was with the oil company quoted above. 
How can they expect to sell the goods when their sales- 
men do not call on the dealers? Why do they not call? 
That is probably a question I had better discuss in 
another article. It is well worth investigating. 


THE SALES MANAGER. 
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Seven Years of Backed-Up Business 


Something to Think About When You Sell 


T probably will be surprising to 
| know that enough fence is pro- 
duced each normal year to reach 
around the world ten times, or, in 
other words, for approximately 
250,000 miles. But for seven years 
the demand for fence has been slight 
in comparison, and that means that 
retailers are facing a backed-up de- 
mand seven years old. | 
Everyone knows that our present 
good times are due in a _ large 
measure to the backed-up demand 
for building which, when it did break 
loose, piled up records of almost un- 
believable figures. 


Seven Years’ Demand 


The fence’ situation is in a similar 
condition. ‘Here is seven years’ de- 
mand"'to: be satisfied. Consider if 
you will that the average farm of 
160 acres requires 1050 rods of fenc- 
ing in order to properly serve the 
tenant. It requires about 5 per cent 
of this amount, or 50 rods, each year 
in the way of replacement. The 
sales for the past seven years have 
been running close to 15 or 20 rods. 
By studying these figures and realiz- 
ing that there are close to 7,000,000 
farmers in the United States, any 
merchant can realize just what a 
large field there is waiting to be 
cultivated. 

A dealer has a 
that a farmer would 
something else than fencing. 


right to think 
rather buy 
He 


Minnesota 


ry. HE following letter sent out by 
Oleson & Co., Isanti, Minn., 
brought real results. 

“Owing to conditions during the 
past three years, for us to continue 
in business it has been necessary for 
us to make certain arrangements. 
These arrangements are for us to 
turn over all accounts to wholesale 
houses for them to collect and apply 
on our accounts. On Oct. 25 all ac- 


counts, including yours of........ 
will be turned over to wholesale 
houses and you will have to settle 
with them. On Nov. 1 they will have 


Wire Fence to Your Customers 


knows that modern life has made 
some of our luxuries and labor-sav- 
ing devices step into first considera- 
tion when purchases are made. 
Furthermore, the farmer has only 
a limited amount to spend and some 
have felt they should sell the things 
that are wanted. 

However, it must not be lost sight 
of that fencing is an absolute 
necessity to any farm. No farm is 
properly equipped unless it is cross- 
fenced, and even the value of the 
land alone is increased by good fenc- 
ing. 

These are some of the sales argu- 
ments that dealers could use in con- 
vincing farmers to buy more of the 
absolute necessities than the _ so- 
called luxuries. The usual argu- 
ment is that a farmer does not have 
the necessary money to make these 
expenditures. While it is true that 
farm conditions have been deplorable 
and in some sections are not yet 
back to normal conditions, yet it is 
freely admitted that as a class the 
farmer’s condition is improving 
financially. The big point is that 
he does have a certain amount of 
money to spend, and the dealer who 
gets to him first with a good selling 
talk on the necessities he needs is 
the fellow who is going to get that 
money and deliver the merchandise 
which will help the farmer. 

It is well to remember that for 
every rod of fencing sold a post is 





a representative here to collect or 
make settlement. If you are unable 
to make settlement at once, call on 
us and make arrangements to meet 
this representative. 
“Your truly, 
“OLESON & Co., 
“Tsanti, Minn.” 


It sounds drastic but means busi- 
ness. The point has been reached 
by many hardware dealers in coun- 
tries depending upon one-crop con- 
ditions, where it is necessary to take 
drastic action. This does not apply 


required. Somebody will sell the 
posts and it might just as well be 
done when the fence is bargained 
for. Selling fence without posts is 
a good deal like drinking coffee with- 
out either cream or sugar. Each is 
necessary to the other, and yet it 
would not be far from wrong to say 
that a very large amount of fence 
is sold without any attempt being 
made to get the post business. 


Sell on a Quality Basis 


Dealers should select quality goods 
and sell on that basis. A little study 
into the subject of fencing will show 
that there are points worth talking 
about on this subject, especially 
when it comes to mail-order com- 
petition. The gage of the wire should 
be watched. The method of attach- 
ing the stay wires or the lock should 
be investigated because poorly locked 
fence and that made of under-gage 
wire will not give the service. Good 
galvanizing is a most important fea- 
ture. The well advertised brands 
are known for their long years of 
service and they offer less sales re- 
sistance. 

Now is the time to canvass the 
farmers and get the fence orders be- 
fore the money goes into something 
which will not benefit the land 
owner in like degree. Remember 
seven years’ sales are backed-up and 
the selling should be easy for the 
man who gets out after the business. 


Dealer Employs Collection Letters 


to hardware dealers alone. Mer- 
chants in other lines have the thing 
to face in just the same way. 
Conditions have at times been un- 
favorable in many sections, particu- 
larly those devoted to agriculture, 
and some merchants seem to have 
been usurping the réle of banker in 
their communities by virtue of the 
credit they have extended. Oleson 
& Co. has decided that it is poor 
business to let accounts pile up with- 
out any serious attempt upon the 
purchaser’s part towards “settling.” 
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Horace P. Aikman, 
president 


in bold relief at the twenty-second 

annual convention of the New 
York State Retail Hardware Associa- 
tion, Feb. 19 to 22 at the Hotel Mc- 
Alpin, New York City, were the follow- 
ing: 

1—The retirement, by his own re- 
quest, of A. E. Marshall, Lyons, N. Y., 
first vice-president of the association 
to the board of directors, and the elec- 
tion of Horace P. Aikman, Cazenovia, 
N. Y., as president to succeed R. J. 
Atkinson, Brooklyn. E. D. Baker, 
Andover, was elected first . vice-presi- 
dent; B. E. Martin, Elmira, was re- 
elected second vice-president, and John 
B. Foley, Syracuse, and Frank E. 
Pelton, Herkimer, were reelected secre- 
tary and treasurer respectively. 

2—An attack by Roy F. Soule, editor 
of the Hardware Dealers Magazine, ‘on 
the alleged practice of large paint man- 
ufacturers who, Mr. Soule said, are 
establishing and operating special paint 
stores either directly or through 
agents, in competition with hardware 
retailers. 

3—A plea by Herbert P. Sheets, 
secretary of the National Retail Hard- 
ware Association, for the hardware re- 
tailers to indorse the simplification of 
paint and to urge manufacturers to 
confine their production to not more 
than twenty-four colors and white and 
black. 


Sargent on Decimal System 


The convention was opened Feb. 19% 
at the McAlpin, R. J. Atkinson, pres'- 
dent, presiding. Murray Sargent, New 
Haven, Conn., chairman of the execu- 
tive committee of the American Hard- 
ware Manufacturers Association, spoke 
on general conditions in the hardware 
business and advocated the adoption 
of the decimal system of pricing and 
packing. Mr. Sargent said in part: 

“There is no question that the ten- 
dency to adopt the. decimal, method is 
steadily increasing. There seems to 


MONG the things that stood out 
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State Dealers 


Invade 


Manhattan 


Jobbers Charged with Overlapping; Dealers 


Accused of “Passing Buck’ 


be no reasonable doubt but that we 
shall see its general adoption on build- 
ers’ and shelf hardware as well as 
many other items in the hardware 
field in the next few years. There are 
ways in which the hardware merchant 
can prepare himself for the change by 
gradually changing over that part of 
his stock not already changed to the 
decimal plan. There is a way that 
the hardware merchant can assist the 
progress of the system by specifying 
on all his orders that goods should be 
priced decimally. 

“Once convinced of the merits of 
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the decimal plan we find, as I did, 
that what seemed like serious obstacles 
are not difficult to overcome. It all 
depends on the attitude of mind. 

“The farsighted and open-minded 
merchant and manufacturer studies the 
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E. D. Baker, 
first vice-president 


trend of events on their economic 
merits. If his judgment tells him 
that a method is sound, based on com- 
mon sense, he will adopt it as rapidly 
as conditions permit. The reactionary 
finds that he falls behind in the pro- 
cession, instead of blocking progress. 
There is no use trying to keep a good 
thing down.” 


Williams on Organization 


Hamp Williams, president of the Na- 
toinal Retail Hardware Association, in 
his address discussed his own experi- 
ences in business and stressed the 
necessity of organization. 

“The main point of success in a 
retail hardware business,’ said Mr. 
Williams, “lies in the organization— 
the supervisor, the buyer, salesmen, 
stock clerks, and delivery boys—the 
men who do the work make success 
if properly organized. 

“The railroad trains in this country 
are not run by the stockholders, but 
by hired men thoroughly organized and 
trained. 

“The ships on _ the 


seas are not 


- manned by people who own them, but 


by hired men who know how and are 
to be trusted. If one becomes _ in- 
capacitated there is another on the or- 
ganization to take his place. 

“Most of us who are in the retail 
hardware business were once hired 
men. Hired men and women are run- 
ning this country, and none of them 
will work without pay, and some won’t 
work for pay. If my business is a 
success [ must trust others to run it, 
and I do.” 

Herbert R. Conner, chief of the New 
York Hardware Boosters, spoke on the 
hardware traveler, and referred to the 
hardware salesman as a man doing a 
necessary work. He urged hardware 
buyers to give the traveling man more 
prompt attention when he calls. 

Following Mr. Conner, L. H. Bron- 
son, Bronson & Townsend, New Haven, 
Conn., discussed some of the problems 
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of distribution, and insisted that dis- 
tribution problems can only be solved 
by the cooperation of manufacturers, 
jobbers and retailers. He referred to 
wholesale distributors as only pipe lines 
in the modern system. Hoover's prin- 
cipal of cutting out the unnecessary, 
Mr. Bronson said, should be carried 
into all branches and departments of 
modern business. The only way, he 
said, that the consumers’ critical at- 
titude toward prices can be met is by 
all branches of the trade cooperating to 
reduce the cost of distribution. 


Jobbers Overlapping 


George W. Tucker, Skaneateles, 
N. Y., spoke on the same subject from 
the retailer’s point of view. Mr. 


Tucker declared that one of the many 
reasons for’ the present high costs of 
distribution is that jobbers are over- 
lapping on one another’s territories 
and are maintaining too many travel- 
ing men on the road. 

“But the fault,” Mr. Tucker said, 
“does not lie entirely with manufac- 
turers and jobbers. The retail trade 
is, in a large measure, responsible for 
many of the unnecessary costs that 
exist today. The practice of all three 
branches of the trade in passing the 
buck to one another prevents the ap- 
plication of corrective measures. 

“There are altogether too many re- 
tail stores, especially in the larger 
cities,” Mr. Tucker said. “The con- 
tinued duplication of effort, service and 
expense by an unnecessarily large num- 
ber of retailers is one of the funda- 
mental problems which must be con- 
sidered in any discussion of this 
subject.” 

At the February 20th session reports 
of officers and committees occupied 
most of the attention of the conven- 
tion. John B. Foley, secretary, in his 
report outlined the activities and ac- 
complishments of the secretary’s office 
during the past year. 

Herbert P. Sheets, secretary of the 
National Retail Hardware Association, 
in his address advocated simplification 
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Martin, 
second vice-president 


Burton E. 


in the paint industry; declared that 
“a careful study of the selection of 
colors for the use of consumers has 
shown us that 75 per cent of all house 
paint jobs call either for white or 
some one of eight shades.” Mr. Sheets 
said, “I believe that every hardware 
man who has studied or who will study 
his record of paint sales will agree 
that he can easily get along with 
twenty-four colors, especially if no 
more appear on the color card.” 

Following Mr. Sheets, John N. Wil- 
liams, secretary of Fayette R. Plumb, 
Inc., Philadelphia, Pa., outlined the 
work that has been accomplished by 
his concern in the simplification of its 
products. 

C. M. Carpenter, East Rochester, 
N. Y., advocated the retention of the 
half-gallon can, the elimination of 
which he said would not be to the ad- 
vaniage of all branches of the hard- 
ware business. Because of the late- 
ness of the hour discussion was limited, 
and no vote was taken. 

At the Feb. 21st session, the subjects 
were: expense, margin and _ profits. 
Martin Van Dussen, Rochester; Wil- 
liam H. Gieseler, Brooklyn, and E. A. 
Mahoney, Schenectady, led the ,discus- 
sions. 

The gist of the matter was: that the 
keeping of records is necessary for 
the successful conduct of a modern re- 
tail store. 


Christianson on -Fundamentals 


B. Christianson, Stevens Point, Wis., 
assistant secretary of the Wisconsin 
Retail Hardware Association, spoke 
at length on business fundamentals. 
Mr. Christianson said in part: 

“If all the problems in your business 
today were being reduced to ‘Income, 
‘Outgo,’ and the ‘Why, of every ex- 
pense, you would find them delightfully 
simple. A problem often looks com- 
plex while viewed as a whole, when a 
mere statement of the facts that make 
it up, would offer the solution. For 
instance, the question, ‘Is my business 
paying a profit?’ would be answered 
by a statement of the totals of your 
sales, cost of sales. margin and ex- 
pense. The figures representing these 
items would immediately answer your 
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question. Study your business in its 
parts. 

“Do not let anyone persuade you 
to believe your business is different 
from any other. Say rather to your- 
self, no two businesses are wholly un- 
like and what has benefited others may 
help me.” 

Roy F. Soule, editor Hardware Deal- 
ers’ Magazine, following Mr. Christian- 
son, denounced the alleged practice of 
paint manufacturers in opening spe- 
cial paint stores throughout the coun- 
try in open competition with hardware 
retailers. Mr. Soule also urged that 
convention speakers be given a specific 
time limit for the delivery of their 
address. 


Window Displays 


Arthur Freedman, president, Einson- 
Freedman Co., New York, and formerly 
advertising manager of Macy & Co. 
and Gimbel Bros., in his address on 
window displays urged intensive con- 
centration of merchandise and enumer- 
ated five rules: 1, They should be 
changed frequently; 2, They should 
have sales appeal (that is what people 
want, not what the dealer wants to 
sell); 3, They should be timely; 4, 
They should hook up with manufac- 
turers’ advertising; 5, They should ap- 
peal to the imagination. 

Mr. Freedman declared that an ad- 
vertisement in the Saturday Evening 
Post is valuable to a manufacturer 
only in proportion to the extent that 
retailers hook up with it in their win- 
dow displays, advertisements and sales 
talks, 

On the evening of Feb. 21 the an- 
nual banquet of the association was 
held in the ballroom of the Hotel 
McAlpin. 

H. Edmund Machold, speaker of the 
New York State Assembly, addressed 
the association at the final session. 
Mr. Machold urged the necessity of 
business men taking a greater interest 
in politics, because, he said, it is im- 
possible to disassociate the word 
politics from the business of govern- 
ment. 





Frank E. Pelton, treasurer 
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Simplification and Standardization 
New England’s High Spots 





W. C. Fuller, president 


fication were among the principal 

subjects of discussion at the 
thirty-first annual convention’ and ex- 
hibition of the New England Hard- 
ware Dealers Association held in Me- 
chanics Byilding, Boston, Feb. 20, 21 
and 22. Prices and future business 
also occupied considerable time on the 
program. Exhibits and _ entertain- 
ment were of a high order and all in 
all the convention proved to be one 
of the best on record. 

Arthur C. Lamson, Marlboro, Mass., 
a director of the National Association, 
spoke several times on standardization 
and simplification and obtained a large 
number of signatures in favor of a 
reduction in the number of colors pro- 
duced by paint manufacturers and the 
elimination of half-gallon containers. 
Isaac Black, New Britain, Conn., 
President of the American Hardware 
Manufacturers’ Association, said his 
firm has been working two years on 
elimination and standardization, and 
many others spoke for and against 
simplification. Mr. Black, who is 
strongly in favor of both standardiza- 
tion and simplification, frankly told 
the retail dealers they can help as 
much as anybody in attaining the de- 
sired results by not demanding of the 
manufacturer those things they desire 
to have eliminated. 


Prices Also Discussed 


G ication were among and _ simpli- 


The questions of prices and of fu- 
ture business attracted fully as much 
discussion as any others on the pro- 


Distribution, 
Prices and 
Labor Also 

Featured 
at Boston 


Convention 


gram. And because the convention was 
not top heavy with a large number of 
addresses, the members of the associa- 
tion themselves had a greater opportun- 
ity to express views and experiences 
than they had enjoyed at most of the 
former conventions. 

It was demonstrated that the retail 
dealer in New England, while confident 
regarding future prosperity, has some 
misgivings regarding the wisdom of 
advancing prices at this particular 
time. Previous to the opening of the 
convention it was quite generally be- 
lieved a general advance in manufac- 
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retiring president 





Joseph H. Williams, 
first vice-president 


turers’ prices has taken place and that 
further appreciations are in the mak- 


ing. 


Interesting Figures on Prices 


Mr. Black gave some _ interesting 
figures on prices covering a wide range 
of industries for the purpose of demon- 
strating that values are based on facts. 
Labor has to be taken into considera- 
tion, for labor is the merchant’s cus- 
tomer. The average hourly earning of 
labor in, December, 1923, was 55.9 cents, 
or 11.1 per cent more than in December, 
1922. Average weekly earnings were 
$26.94, an increase of 7.2 per cent. 
Average weekly working hours in 
1923 were 47.4 hours or 4 per cent 
less than in 1922. ~ Therefore, labor in 
1923 working two hours less than in 
1922 received 11.1 per cent more in 
hourly wages and 7.2 per cent more in 
weekly wages. The purchasing power 
of wages naturally was less. 

A general average higher level of 
prices was held to be unavoidable 
under these circumstances, and it was 
said that the question of an advance 
in prices is beyond the control of the 
manufacturers. Manufacturers’ prob- 
lems are in labor, not in raw materials. 
Mr. Black said that he felt that 1924 
offers the greatest opportunity on 
record for sales, but he also assured 
those present that they may expect 
stiff prices on hardware. 

There is no getting away from 
strong prices on anything that enters 
into building activity, at least. Manu- 
facturers have no surplus stocks and 
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cannot keep up with sold order busi- 
ness. Mr.. Black, to illustrate this 
point, said his firm for the past year 
and a half has operated at capacity 
on sold orders only. 


The Wholesaler’s Viewpoint 


In relation to prices, Mr. Bronson, 
Bronson & Townsend Co., New Haven, 
Conn., also gave some _ interesting 
statistics. His firm maintains what it 
terms a weighted price index covering 
sixty lines of merchandise that com- 
pose 70 per cent of its annual business. 
The peak in prices last year came in 
May, when the index showed 941/35 per 
cent. Then there was deflation, which 
stopped at 93.6 per cent. On Feb. 1, 
this year, the price index was 93.7 per 
cent or 1/10 per cent higher than the 
1923 low point. In other words there 
have been practically enough price de- 
clines to offset the advances, but the 
retail merchant is inclined to forget 
the declines. Mr. Bronson is of the 
opinion that prices may advance this 
spring to show 95 per cent and pos- 
sibly 95% per cent on his index, but 
on any such basis they will be below 
what his firm believes to be the 
danger point. 

Mr. Bronson’s remarks were in an- 
swer to the question of the 1924 busi- 
ness outlook from the wholesaler’s 
viewpoint. W. C. Fuller, the newly 
elected president, discussed the sub- 
ject from the retail dealer’s viewpoint. 
His opinion was that business gener- 
ally would be good during the first six 
months of this year. He would go no 
further than that and admitted that 
his opinion was based largely on those 
expressed by banking institutions and 
statistical organizations. Both sources 
point out that there is plenty of money 
in the country which is being loaned at 
cheap rates. 

In so far as New England is con- 
cerned Mr. Fuller said: “These opin- 
ions regarding prosperity should be 
viewed in national scope. You and I 
know that business for us is going 
to be poor the first six months. The 
tendency among manufacturers to 
boost prices may change all this, and 
the political situation may also have 
something to do with it. But at least 
50 per cent of New England’s basic 
industries are operating at less than 
50 per cent of capacity, and it is not 
reasonable to expect good local busi- 
ness under such conditions.” 


Hamp Williams on the Farmer 


National President Hamp Williams, 
Hot Springs, Ark., was scheduled to 
speak Washington’s’ Birthday, but 
owing to illness was forced to leave the 
convention the day before. The mem- 
bers, however, enjoyed an informal 
talk by Mr. Williams on Feb. 21 dur- 
ing one of the question box periods. 
Mr. Williams said the cost of building 
a house in terms of eggs, chickens and 
hogs was one reason why farmers turn 
moonshiners. According to him it takes 
sixty-two and a half dozen eggs, 744 
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of them, to pay a plasterer for one 
days’ work; seventeen bushels of 
corn to hire a bricklayer for a day; 
twenty-three chickens, each weighing 
3 lbs., for a painter’s day labor; 42 
lb. of butter for a plumber, the out- 
put of fourteen cows for twenty-four 
hours; and a hog weighing 175 Ib. 
which in some parts of the country 
takes a year to fatten to weight, for 
a day’s work by a carpenter. Those 
present were urged to do something for 
the farmer and help him make a living 
for himself. 

A $1,000,000,000 retail hardware 
business has become a fact, he stated, 





George A. Fiel, secretary 


and went on to urge the hardware men 
to build up sound organizations. He 
also emphasized the need of good, con- 
tented and well paid clerks upon whom 
executives can place responsibility. 

Methods of distribution came in for 
its share of discussion during the con- 
vention. In quite a few instances it 
was shown by retail dealers that ad- 
vantage should be taken of the coopera- 
tion offered by manufacturers of 
hardware, for by so doing sales and 
profits can be increased. 

It was also brought out that busi- 
ness methods have changed. The day 
has passed, it was said, when the mer- 
chant can fix up his store attractively, 
maintain wonderful window displays 
and sit back and wait for business to 
come to him. We are living in a 
period when business is obtained by 
going and getting. A certain amount 
of business, of course, will come in the 
front door, but it will not continue to 
unless the merchant is just as active 
as his competitor or more so. 


Excellent Exhibits 


The exhibit was the largest ever 
staged by the association, there being 
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close to 150, exhibitors occupying prac- 
tically every inch of floor and balcony 
space available. The arrangement was 
excellent, there being plenty of room 
between the exhibits, allowing large 
numbers to inspect displays without 
discomforting crowding. Exhibitors re- 
ported satisfactory business in every 
instance. 

When radio first attracted attention 
the association arranged with a local 
station for an exhibit of receiving. 
This year broadcasting was in progress 
throughout the convention, and in ad- 
dition Chandler & Farquhar Co., Bos- 
ton, maintained an excellent exhibit of 
sets, the first time a wholesale hard- 
ware firm has made a radio showing at 
a retail hardware dealers’ convention. 

The Massachusetts Agricultural Col- 
lege extension service, Amherst, Mass., 
under the direction of L. S. Dickinson, 
conducted lawn mower demonstrations 
that attracted a large following. The 
general adaptability of each individual 
make of machine to the operator and 
to the required work was the first con- 
sideration, and detailed information re- 
garding construction and parts, as well 
as minor important details. The idea 
of the college is to teach the hardware 
merchant the best selling points of the 
various lawn mowers on the market, 
and to cooperate with the manufacturer 
in the perfection of his product. 


W. C. Fuller President 
W. C. Fuller, W. C. Fuller Co., 


Mansfield, Mass., was elected president 
of the association for the ensuing year; 
Joseph H. Williams, Burditt & Williams 
Co., Boston, is first vice-president, and 
R. P. Adams, Elwood Adams Estate, 
Worcester, Mass., second vice-president. 

Directors elected for a three-year 
term were: A. H. Winslow, Benning- 
ton, Vt.; W. A. Clough, Clough & Pills- 
bury, Rumford, Me.; Roy E. Lewis, 
Lewis Brothers, Lebanon, N. H., and 
F. A. Farrar, Foster-Farrar Co., 
Northampton, Mass. W. S. Kaulback, 
Malden, Mass., was elected a director 
for one year to fill the unexpired term 
of Mr. Adams, who was made second 
vice-president. 

Retiring directors are: A. S. Tucker, 
Warren, Mass.; B. E. Harvey, Bangor, 
Me.; N. S. Love, Barre, Vt., and C. P. 
Stevens, Franklin, N. H. President 
Fuller, L. Waldo Thompson, retiring 
president, and George A. Fiel, secre- 
tary of the association, were appointed 
delegates to the San Francisco con- 
vention. They will, during their trip 
to the coast, be guests at the Southern 
California Association convention at 
Los Angeles. 

Officers of the New England Hard- 
ware Association were elected as fol- 
lows: Fred W. Armor, Chadwick-Bos- 
ton Lead Co., Boston, president; Alonzo 
M. MacMurray, Wadsworth-Howland 
& Co., Boston, vice-president; Bernard 
A. Burke, Corning Glass Works, Bos- 
ton, treasurer, and George A. F. Perry, 
Decatur & Hopkins Co., Boston, secre- 
tary. 
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President A. J. Rankin 


IVERSITY in the _ program, 
1) heavy attendance and general 
participation in discussions 
were the outstanding characteristics of 
the thirtieth annual convention and ex- 
hibit of the Michigan Retail Hardware 
Association held in Grand Rapids, Feb. 
12-15. Business sessions were con- 
ducted in the assembly room of the 
Hotel Pantlind. The exhibits, 215 
in all, were at the Klingman Furniture 
Exchange Building. Registration ex- 
ceeded 1600, and the total attendance 
hovered above the 2000 mark. The 
average attendance at the sessions was 
575 delegates. When the convention 
opened there were 1685 members in the 
association. Before the congress closed 
there were more than 1700 members. 
Simplification, more efficient store 
methods and better merchandising were 
the dominant subjects throughout the 
discussions and addresses. The con- 
vention was*‘surely a success, giving 
one the impression that the Michigan 
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association not only leads all other 
States in size, but is one of the most 
progressive hardware organizations in 
the entire country. 

In addition to the usual convention 
songs there were special songs written 
to Hamp Williams, the city of Grand 
Rapids and the officers of the State 
association. 


A. J. Rankin Leads for 1924 


Officers for the coming year are A. 
J. Rankin, Shelby, president, succeeding 
J. Charles Ross, Kalamazoo; Scott Ken- 
drick, Flint, vice-president; Arthur J. 
Scott, Marine City, was re-elected sec- 
retary; William Moore, Detroit, re- 
elected treasurer and Charles F. Nel- 
son, Marine City was re-elected field 
secretary. 


The executive board has the follow- 


ing new members: J. Charles Ross, 
Kalamazoo; Warren Slack, Battle Axe; 
H. C. Waters, Paw Paw; George Kidd, 
Detroit, and F. S. Felton, Engadine. 
These men will work with the five re- 
maining members of last year’s board 
who are: Charles A. Sturmer, Port 
Huron; L. J. Cortenhof, Grand Rapids; 
George W. McCabe, Petoskey; Herman 
Digman, Owosso, and L. D. Puff, Fre- 
mont. The new members will serve for 
two years. The term for the other 
five members expires at the next con- 
vention. It will be noted that the new 
executive board consists of ten mem- 
bers; whereas, previous boards have 
had eleven members. 

The formal opening of the congress 
was Tuesday afternoon, Feb. 12, Presi- 
dent J. Charles Ross called the meeting 
to order. Treasurer William Moore 
gave the invocation. Field Secretary 
C. F. Nelson led in the singing of 
“America.” Hon. Julius Tisch, mayor 
of Grand Rapids made an address of 
welcome, which was responded to by 
Vice-President A. J. Rankin. 

Charles A. Sturmer, Port Huron, 
past president, paid tribute to the work 
of President Ross, and on behalf of the 
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Retiring President J. Charles Ross 


association presented him with a gold 
emblem ring. 


Ross Reviews Results 


President J. Charles Ross reviewed 
the progress of the organization dur- 
ing the past year. He told, of sixty- 
five new members bringing the mem- 
bership to 1685; of the distressing fire 
at Marine City which destroyed the 
records of thirty years, the fine at- 
tendance at group meetings, number of 
members purchasing accounting and 
paid a fine tribute to the loyal coopera- 
tion which had built the association to 
its present size and power. He ex- 
pressed particular appreciation for the 
untiring efforts of Secretary Scott and 
Field Secretary Nelson. 

He touched upon the simplification 
of wire fence and paint and told of the 
recent formulation of the Retailers’ 
National Council, which is a combine 
of various retail associations. 

Commenting on business conditions 
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in Michigan, Mr. Ross was inclined to 
view the situation in a favorable light. 
He said that Michigan farmers have 
shown a relatively larger improvement 
than had other farmers throughout the 
country. This he thought should re- 
flect in better hardware business 
throughout the State. Building looks 
better and auto plants have large pro- 
grams for new buildings and equipment 
he said. Dealers were urged to change 
methods, employ modern tactics and 
hold their own in spite of mail order 
competition, and the encroachments of 
the drug trade. 

“Personally,” said the president, “I 
believe 1924 will be a good year for 
the hardware man who has an efficient 
store.” 

Alvin E. Dodd, manager domestic 
distribution department of the Cham- 
ber of Commerce of the United States 
was the next speaker. He paid homage 
to trade associations which he said 
would be a great factor in handling a 
greater scope of modern distribution 
with its attendant problems. He urged 
the adoption of a budget system in the 
trade. 

The concluding talk of the session was 
delivered by H. N. McGill, director of 
commodity department, Babson’s Sta- 
tistical Organization, who fairly bris- 
tled with figures indicating that Amer- 
ica was basically prosperous. 

Tuesday night the annual theater 
party was held at the Empress Theater, 
the management of which had sched- 
uled an extra fine bill, 1050 delegates 
and guests were present. 

Wednesday morning the second busi- 
ness session was called at nine. Charles 
H. Sutton Howell, urged definite regu- 
lation of collections, and credits. 


Cater to Ladies, Says Cornell 


Walter L. Cornell, Grand Rapids, 
was the second speaker. In part he 
said, “We do not consider the cus- 
tomers’ viewpoint sufficiently, when 
buying or selling. We must paint our 
stores to sell paint; our stores and our- 
selves must be clean and neat. We 
must cater to the ladies’ trade. 

“In our store for a period of two 
weeks we asked every woman if she 
used wax. If so how did she apply it? 
If she used her hands for the work we 
sold her a waxer and we turned over 
a good stock of them as the result of 
suggestion.” 


“Hired Men Run The Country” 


The feature of the session was the 
chummy and inspiring talk given by 
Hamp Williams, Hot Springs, Ark., 
president, N. R. H. A., who was intro- 
duced as a “lover of mankind.” “Suc- 
cess comes with effort. Failure comes 
without it,” said Mr. Williams. “The 
main point of success in the hardware 
business is the organization which be- 
gins at home. With every man who 
has given trouble in my store I found 
something in his home wrong. If you 
don’t pay them enough you will have 
trouble. 

“Organize your business so that it 
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will run without you. Directors, stock- 
holders and owners do not operate 
trains, ships or banks—hired men, 
skilled in their work, do that. 

“If it were not for hired men we 
would not have police or fire depart- 





Vice-President 
Scott Kendrick, 


ments. Hired men run the country. 
You fellows are here having a good 
time, while the boys at home are show- 
ing the proper initiation to carry on 
your business. 

“Work closely with jobbers § and 
manufacturers. Send them a state- 
ment—play your cards face up—don’t 
wait for Dun’s or Bradstreet’s to give 
you a rating. 

“If you only have one clerk—take 
him into the business—if he is worth 
it. If he isn’t get one who is. Read 
your trade journals and participate in 
your conventions. 

“Take an annual dividend and invest 
it outside your business, assuring your 
family of comfort in case of a _ busi- 
ness calamity or death.” 

The national president gave many 
anecdotes of his own experiences, and 
was followed by B. Christiansen, field 





Field Secretary 
C. F. Nelson 
secretary, Wisconsin Retail Hardware 
Association. 
Wednesday evening the first closed 
session was held. Secretary A. J. Scott 
read his annual report following which 





March 6, 1924 


Treasurer William Moore read his re- 
port. The auditor’s report was then 
read by Chairman J. Charles Ross. All 
three were accepted by the congress. 


Paint Simplification 


Chairman Ross told of his recent 
election to the National Board and 
gave a report on N. R. H. A. activities 
particularly in regard to paint simpli- 
fication. He urged dealers to con- 
sider the proposed reduction of paint 
to twenty-four colors. Cards were 
passed out and delegates requested to 
vote as to their opinions on the subject. 
These cards were to be presented to the 
spring conference of paint manufac- 
turers. A rising vote indicated that ail 
but two or three were in favor of the 
proposed reduction. 

The meeting was turned over to the 
question box committee composed of 
Charles A. Ireland, Ionia, past National 
and State president, past president of 
Winchester Clubs and one of the most 
active association men in the country, 
Scott Kendrick, Flint and Herman Dig- 
nan, Owosso, the two latter men are 
both members of the executive board. 

Mr. Ireland outlined briefly the value 
of the question box discussions—called 
for members to enter freely and began 
the discussion on paint. L. F. Wolf, 
Mt. Clemens, said he had checked paint 
invoices for three years and had found 
that sales activity was limited to a few 
colors. He adjusted his stocks, de- 
creased his investment about $400, and 
has made an increased profit with eigh- 
teen colors. He said he had eliminated 
gallon sizes in some cases. 

A vote was taken on the elimination 
of half-gallon sizes. More than 300 
were for the cut, with 6 against it. 


Pure Paint Law Favored 


Discussion followed on the advisabil- 
ity and necessity of a Michigan pure 
paint law. It was generally agreed 
that a bill necessitating analysis of 
contents to be printed on the label 
would be a good plan. The convention 
went on record in favor of such a bill 
and the individual members agreed to 
write their district representatives to 
that affect. 

One member said that there is a de- 
cided weight difference between high 
grade paints and the cheaper variety, 
which of course is a good selling point 
for quality paint. 

Another member complained that 
jobbers were selling washing machines 
and lawn mowers to clerks and book- 
keepers in a local factory because this 
plant bought its mill supplies from 
that jobber. 

It was the sense of the meeting that 
such abuse was not general practice 
among the jobbing trade. The sugges- 
tion was offered that the dealer com- 
municate the facts to the jobber and 
appeal to his sense of fairness. 

On the subject of farm credits it was 
agreed that definite pay days should 
be established and adhered to wherever 
possible. Group meetings were judged 
of great value and it was suggested 

(Continued on page 116) 
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Distribution and Simplification 
Go “Over the Top” in Iowa 


Decimal 
Pricing and 
Packing 


Discussed 


Ww. G. C. Bagley, Mason 
President W. F. Mueller, Fort Dodge; Secretary-Treasurer A. 


tion and exhibit of the Iowa Re- 

tail Hardware Association, held 
at Des Moines, Feb. 12, 13, 14, 15, was 
by far the most successful ever held 
by that organization, both from.a point 
of attendance and interest. President 
C. A. Knutson, Secretary A. R. Sale, 
and the host of other men who have 
worked diligently for the success of 
the association are to be complimented 
upon the splendid showing. 

The following officers were reelected 
for another year: C. A. Knutson, Clear 
Lake, president; W. F. Mueller, Fort 
Dodge, vice-president; A. R. Sale, Ma- 
son City, secretary-treasurer. The 
ladies’ auxiliary also reelected their of- 
ficers for another year, as follows: 
Mrs. F. B. Lomas, Cresco, president; 
Mrs. C. T. Gadd, Des Moines, vice-pres- 
ident; Mrs. C. A. Knutson, Clear Lake, 
secretary; Mrs. F. P. Bolinger, Afton, 
treasurer. 

The following directors were elected: 
District No. 1, Thomas Nichols, Bur- 
lington; District No. 3, George W. 
Healey, Jr., Dubuque; District No. 5, 
C. T. Gadd, Des Moines; District No. 9, 
Albert Bojens, Atlantic; District No. 
11, C. B. Hill, Spirit Lake. 

The ladies had a very interesting 
program and about fifty attended the 
meeting. A large number were also 
present at regular sessions of the con- 
vention. On Wednesday, Feb. 13, the 
ladies held their first meeting and Mrs. 


YT HE twenty-sixth annual conven- 





Officers of the ladies’ augiliary: 


treasurer; Mrs. C. A. Knutson, Clear Lake, secretary: 


Mrs. F. P. Bolinger. Afton, 
Mrs. 





Citu; President C. A. Knutson, 


Lomas delivered the president’s mes- 
sage. They were guests of the Cham- 
ber of Commerce for luncheon on that 
same day and Thursday listened to ad- 
dresses by Mrs. I. H. Tomlinson, Des 
Moines, and Mrs. Max Mayer, Des 
Moines. Alander Karr also talked to 
them on community building after his 
address in the main convention hall. 
On Friday they were the guests of 
honor at a luncheon and witnessed a 
play by the University Players. Numer- 
ous other entertainment features were 
provided during the week. 

The first session was opened with 
the president’s annual address. Presi- 
dent C. A. Knutson announced the em- 
ployment of a field man to look after 
the interests of the Iowa dealers. The 
new field man, A. C. Ryczek, takes the 
title of manager of the store service 
department and will devote his entire 
time to field duties pertaining to the 
services offered by the association of- 
fice. The president also told of the im- 
portance of collections and showed how 
he had been able to liquidate a large 
percentage of his book accounts, 
through the use of personal collection 
letters. Mr. Knutson stated that he 
had sent all of his accounts a letter 
showing the amount of indebtedness 
and asked for cash settlement or the 
return of the note inclosed in the let- 
ter. He stated that he secured a 90 
per cent return to his first mailing and 
while it was necessary to take notes 


F. B. Lomas, Cresco, president 


Clear 
R. Sale, Mason City 


C. A. Knutson, 
Clear Lake, 
Re-elected 


President 


Lake; Vice- 


covering a number of the accounts, he 
and some other merchants in town made 
arrangements with one of the bankers 
to handle the collection. All notes were 
turned over to the banker and not one 
of the dealers borrowed against these 
notes or used them as collateral. This 
made it easy for the banker to follow 
them for settlement. 

Mr. Knutson said that any dealer was 
entitled to a satisfactory remuneration 
only when he rendered service. The 
simplification program was_ indorsed 
and it was the president’s opinion that 
this program would eventually prove 
beneficial to the trade and consumers. 
Attention was also directed to the abuse 
of parcel post orders. It was pointed 
out that small orders to jobbers and 
manufacturers greatly increased the 
overhead as many of them had to be 
put through the house at a loss. The 
code of ethics was read and dealers 
were asked to follow it. 

The first session was in charge of 
L..C. Abbott, Marshalltown, a past pres- 
ident of the National Association, and 
since its inception one of the strong 
supporters of the Iowa association. 
One of the first questions to bring out 
a discussion was the use of price tick- 
ets. The unanimous verdict favored the 
practice. The high cost of merchandise 
also came in for a share of the discus- 
sion. Various statements were read 
from manufacturers and jobbers, stat- 
ing that costs had risen which made the 





J. M. Krewson, Bloomfield; Frank B. Lomas, Cresco, and A. J. 
Hoffman, Murray 
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W. H. Pedrick, Fairfield; Walter Wilson, Creston; H. R. Ritter, Grinnell; N. G. 


Ballantyne, Drake Hdwe. Co., 
charges high, but the argument did not 
seem to be convincing to dealers who 
well appreciated the circumstances 
which made costs higher but not in 
such proportions. 

The expansion of trade territory de- 
veloped some novel schemes used by 
various retailers. Mr. Triplett, of Ven- 
tura, a town of less than 250, told how 
he was able to sell more cream sep- 
arators than any dealer in his district 
because he canvassed for the business. 

It was also brought out 
that many merchants consid- 


ered certain lines’ unprofi- 
table. The credit business 
was discussed quite exten- 


sively. Mrs. K. C. Roberts of 
Oskaloosa said that it was 
easy enough to get a custom- 
er’s name on the books, but 
another matter to get it off. 
Here again the opinion indi- 
cated that large book ac- 
counts were due to the indi- 
vidual dealers and not so 
much to conditions which ex- 
isted. This discussion brought 
forth a number of extremely 
interesting opinions. 

The radio business and the 
hardware store received a very large 
amount of attention. It was surprising 
to those who did not know to what ex- 
tent radio had been taken up by the 
hardware trade. The argument got right 
down to technicalities of manufacture 
and principle. Iowa dealers are enthusi- 
astic radio fans as well as dealers and 
many of them have either secured 
young men from high school to look 
after the business or have mastered the 
intricacy of the game themselves. 

George M. Gray, vice-president of the 
National Retail Hardware Association, 
Coshocton, Ohio, closed the morning 
session with his talk on “Salesmanship.” 
Mr. Gray brought the dealers many fine 
ideas secured during his many years 
in the business. He stressed the im- 
portance of the three “ins” which will 
keep a salesman out, viz: indecision, 
indifference and intolerance. 


Brock Outlines Simplification 


The Wednesday session, Feb. 13, had 
te be changed somewhat owing to the 
inability of both A. E. Dodd, Washing- 
ton, D. C., and G. A. Garver, Strasburg, 
Ohio, to be present. O. A. Brock of the 
Keystone Steel & Wire Co., Peoria, IIl., 
made an excellent substitute. He ex- 
plained the progress of the standard- 


ciation; 
Association ; 


Burlington, and G. C. Masters, Mount Pleasant 


ization and simplification programs and 
outlined the reasons for these programs. 
He made many pertinent statements 
relative to industrial waste which 
helped to make the dealers all the more 
enthusiastic about the programs. Mr. 
Brock said that while the waste by fire 
in this country amounted to $500,000,- 
000 in 1922 it was less than 5 per cent 
of the industrial waste. 

Mr. Brock pointed out that simplifi- 
cation meant fewer items in stock; in- 





L. C. Abbott, Marshalitown, past president National Asso- 
EE. H. Healey, Dubuque, past president National 
Ohio, 


George M. Gray, Coshocton, 
president National Association 


creased turnover; more profit, etc. He 
spoke particularly of the program as it 
had worked out in the fence field. For- 
merly there were 2072 different pack- 
ages and this has been reduced to 138. 
The percentage reduction on packages 
amounts to 93 2/5 per cent while the 
reduction in the number of styles 
amounts to 87% per cent. He also 
asked the dealers to equip themselves 
with sales information on fence to com- 
bat the mail order trade. These houses 
make a strong appeal on price but sell 
the purchaser fence that is inferior to 
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the dealer’s reputable lines and con- 
sumers really pay more for it than the 
lealer would sell it for if he handled 
such material. 

It was contended that farmers bought 
the mail order fence through lack of 
knowledge of good and bad fencing. 
Dealers were told to explain the differ- 
ence in the gages and that standard 
fence, according to the standardization 
program, was exactly what it was speci- 
fied while the mail order fence was 
under gage, and thus permitted the 
maker a great saving in material which 
is not passed on to the customer in 
whole. 


Question Box Discussion 


E. M. Healey, Dubuque, past presi- 
dent of the association and past presi- 
dent of the National Retail Hardware 
Association, took charge of the question 
box at the Wednesday session. The 
question of grocery stores and other 
trades using hardware items as pre- 
miums was discussed at some length. 
It was felt that hardware jobbers did 
not sell this merchandise to 
the grocery stores, but groc- 
ers bought it direct from 
grocery jobbers. 

There was some talk about 
cooperative buying and sev- 
eral inquiries as to different 
firms. Radio again came in 
for considerable discussion, 
and it was apparent that lowa 
hardware dealers are distrib- 
uting a very large amount of 


this merchandise in their 
State. 
The paint simplification 


program came up for discus- 
sion under the leadership of 
P. F. Nichols of the national 
office. A vote was taken by 
the convention and the dealers ex- 
pressed themselves unanimously in fa- 
vor of a simplified program. The new 
field man, A. C. Ryczek, was introduced 
to the convention and he briefly outlined 
the services which the State office would 
be in position to furnish its dealers. 
The Thursday morning session, Feb. 
14, will go down in Iowa records as one 
of the most interesting of its kind. The 
crowd completely filled the convention 
hall of the Hotel Savery and the speak- 


vice- 
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Thirtieth Convention 
a Winner from All Angles 
—C. A. Tope, President 








C. A. Tope, president 


of the Ohio Hardware Association 

was held at Cincinnati, Feb. 19- 
22, and proved one of the most success- 
ful in the history of the association. 
Although the weather was extremely 
unfavorable during the first two days 
of the meeting, the registration of dele- 
gates was fully up to that of previous 
years. The exhibition, held in the spa- 
cious Music Hall, was one of the finest 
on record. All of the space was com- 
pletely filled and the displays were very 
attractively arranged. Orders taken at 
the exhibition were exceptionally heavy. 

The business sessions were interest- 
ing to a degree, the speakers being 
fully alive to the needs of the hardware 
trade, and the discussions brought out 
many valuable points on how to con- 
duct a hardware business. The Hard- 
ware Club of Cincinnati looked after 
the entertainment of the visitors while 
in the city, and the organjzation out- 
did all past efforts in this respect. A 
feature of this year’s convention was 
that the exhibition was opened to the 
public for the first time. 

The opening session was held on 
Tuesday afternoon, Feb. 19, the meet- 
ing being called to order by President 
George Pfarr. The report of the me- 
morial committee was read by Charles 
Rehburg of Cleveland. An address of 
.welcome by W. C. Culkins, of the Cin- 
cinnati Chamber of Commerce, com- 
pleted the session. An address by Paul 
W. Ivey, Ph.D., University of Nebraska, 
on “Creative Salesmanship,’ was the 
feature of the evening. 

Wednesday morning’s session, Feb. 
20, was opened with a question box, 
“The Future of the Small Town 
Dealer,” led by Frank L. Paeltz of Rus- 
sellville. Mr. Paeltz advised dealers 
not to attempt to get extravagant prices 


[ier thirtieth annual convention 





for goods, but to give service and han- 
dle the right merchandise at the right 
prices. He told how he had remodelled 
his own store and advised the small 
town dealer to modernize his business. 
“Have good window trims,” he said, 
“keep the store clean and cater to the 
women and children. Have pride in 
your business and you will succeed even 
though your town is small.” 


President Pfarr’s Address 


At this point President George Pfarr 
delivered his address. The president be- 
gan by reviewing the activities of the 
past year and then passed on to the sub- 
ject of group meetings and commented 
upon the good which may be accom- 
plished as the result of cooperation. 
The subject of the hardware clerk was 
then taken up. Mr. Pfarr said that 
clerks could not be expected to render 
the best service unless some inducement 
was held out to them. Just what this 
inducement should be, he said, should 
depend upon the individual dealer. He 
did, however, sound a warning note 
against the giving of bonuses on gross 
sales. 

Mr. Pfarr then continued by saying 
that the dealer should advertise judi- 
ciously and that he should do more 
mouth to ear advertising than formerly. 
He also stated that special sales should 
be eliminated as far as possible; that 
no outside commissions be paid; that 
the dealers should watch their credits, 
should cut losses and see that stocks 
are arranged to the best advantage. 
He then went on to speak of the small 
prices received by farmers for crops 
and the high prices paid for manufac- 
tured articles. He urged farmers from 
carrying out their threats of decreasing 
production. 

At the conclusion of the president’s 
address Secretary James B. Carson de- 
livered his report which reviewed the 
past and present activities of the or- 
ganization. 





George Pfarr, 
retiring president 


W. H. Farley, National Cash Regis- 
ter Co., therr spoke on “Better Business 
Methods.” He stressed the fact that the 
hardware merchant’s turnover is low 
and advised the dealers to make their 
money work harder. Too many mer- 
chants, he said, concentrate on their 
stores, their systems, or their buying, 
and neglect the vital factor in business 
which is the customer. 

The final address of the _ session 
was by Llew S. Soule, editor of HARD- 
WARE AGE, on “The Retail Merchant’s 
Greatest Problem.” “Professional writ- 
ers,’ he said, “have been telling us 
that 1923 is passed and that we are 
now face to face with the serious prob- 
lems of another year. Unless I am 
greatly mistaken,’ he added, “the 
greatest problem any of us have in 
1924 is ourselves. We have spent too 
much time facing world problems, and 
too little time facing the problems of 
our own business.” He classified deal- 
ers as being of three types, the indif- 
ferent merchant, the doer and the mas- 
ter, and gave the characteristics of each 
class. | 

In closing, he told the results of a 
recent investigation “on retail clerks. 
He illustrated by means of a chart the 
way in which the average retail sales- 
man spends his time in the store. The 
reason the average clerk spends only 
about 15 per cent of the time in selling 
is not his fault, said Mr. Soule, but the 
fault of the merchant who employs him 
and who fails to do his duty by him. He 
contended that it costs a merchant from 
$300 to $1.500 to hire a clerk, keev him 
six months and then have him fail to 
make good. He closed with a plea to 
the members of the association to build 
better men to take their places when 
they should pass on. 

At Thursday’s session, Stanley Sell- 
ers, president of the J. W. Lingo Co., 
Lebanon, Ohio, told how his company 
handled repair parts. Mr. Sellers said 
he could not understand why dealers 
have such an aversion to handling re- 
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pair parts as there is a decided profit 
in them. He suggested that the dealer 
keep catalogs of each manufacturer in 
his store, and stock only replacement 
parts. An essential thing in conduct- 
ing a repair department was to know 
what kind of machines are in use in 
your community, and stock these parts. 

The demand of the previous year is 
usually a pretty safe criterion for stock- 
ing purposes. One of the great obsta- 

















James B. Carson, secretary 


cles to handling repair parts is the 
tendency on the part of customers not 
to call for parts after they come in. Mr. 
Sellers said that his company does 
away with any losses by immediately 
charging repair parts to accounts as 
they come in. No order is accepted for 
less than 25 cents and complete records 
are kept of each order. Mr. Sellers de- 
clared that handling repair parts 
draws other business to the store, and 
the records of repair departments are 
used to advertise other goods. 


Sheets Talks on “Waste” 


“Waste,” was discussed by H. P. 
Sheets, secretary of the N. R. H. A. at 
this session. Mr. Sheets’ remarks were 
based on simplification hearings before 


New Hose Clamp Withstands 
High Pressure 


The new Economy 10-in-1 hose clamp 
manufactured by the Economy Clamp 
Machine Co., 3430 So. Ashland Ave., 
Chicago, is made of cold rolled galvan- 
ized steel. Tests conducted by the 
Armour Institute of- Technology show 
it requires 334 lbs. of pressure to 
break the clamp. It is made in two 
sizes: No. 2% takes from one inch up 
to 2 inch imside diameter hose; No. 
3% takes from 2% up to 3 inch 
diameter hose. The clamps are packed 
50 to the carton and retailers as well 
as jobbers are furnished with counter 
display stands in colors. The idea of 
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the Department of Commerce, and were 
a summary of what had already been 
done to reduce the number of articles 
now being manufactured. He stressed 
the necessity for greater turnovers of 
stock, and said that too much attention 
is being paid to volume of sales instead 
of profitable sales. He referred partic- 
ularly to paint simplification in his re- 
marks, and gave the experiences of some 
paint manufacturers who had reduced 
the number of colors manufactured from 
forty-eight to sixteen, and who had in- 
creased their sales as a result. He said 
that he believed that twenty-four 
shades, white and black, are amply suf- 
ficient, and asked the members to sign 
ecards favoring the reduction of paint 
color cards to that number. He said 
that 85 per cent of house paint sold was 
confined to eight shades besides white. 

Dr. C. O. Ruggles of the Ohio State 
University, then made a plea for better 
support for the University’s program, 
and George Sheridan, Columbus, re- 
viewed the work of the Ohio Council of 
Retail Merchants, particularly with ref- 
erence to the Workmen’s Comvensa- 
tion Act. The O. H. A. is a member of 
this council, and as a result of its ef- 
forts, the new rates for compensation 
insurance, effective July 1 this year, 
have been substantially reduced. 

At Friday’s session, John Sommers, 
Portsmouth, discussed the essentials 
necessary for doing a cash and credit 
business. He emphasized the necessity 
for a good, well arranged, assortment 
of stock, competent and _ courteous 
clerks, fair prices, and constant adver- 
tising if the dealer is to build up a 
cash business. Where credit is ex- 
tended, complete information should be 
sought from the person asking it, and 
statements should be sent out promptly 
if collections are to be successful. A 
first class bookkeeping system, he said, 
is essential to a well conducted credit 
department. Cooperation with other 
dealers in the community, he added, 
will do a great deal to enable dealers 
to avoid bad debts. . 

J. P. Duffy, M. J. Watson, and John 
F. Baker also discussed the crédit sys- 
tems in vogue in their stores, and all 
agreed that it could be managed, with 
care, so that losses from bad accounts 
would be negligible. 


The resolutions recommended the 
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adoption of the ethical code submitted 
at the N. R. H. A. meeting last June, 
and also indorsed the Kelly bill for 
simplification. A resolution was also 
adopted thanking the Hardware Club 
of Cincinnati for its efforts in enter- 
taining the delegates. 

Joseph Fuhr, Williamsburg, brought 
up the question of a permanent associ- 
ation exhibition and office building in a 
central part of the State, and this 

















John F. Baker, treasurer 


evoked favorable comment, but it was 
agreed that this subject was a little 
premature. 

Officers Elected 


The meeting closed with the ‘report 
of the nominating committee as a re- 
sult of which the following officers were 
elected: President, C. A. Tope, Carroll- 
ton; vice-president, Frank R. Conklin, 
Delaware; secretary, J. B. Carson, 
Dayton; treasurer, John F. Baker, Day- 
ton; directors, R. W. Patterson, Cleve- 
land; Jay Stimmel, Columbus; Joseph 
C. Bevis, Harrison; J. Z. Riley, Celina. 
Delegates to the N. R. H. A. meeting at 
San Francisco, the new officers, four 
hold-over directors, and past presidents 
Pfarr and Watson. 


the carton being that there is a large 
market for this class of material among 
motor owners and the display carton 
open on a case or counter will bring 
the merchandise before the purchaser. 
The manufacturer claims the clamp is 
thoroughly covered by patents. 





Drake Issues New Catalog 


The Drake Hardware Co., Burlington, 
Iowa, has just issued a new general 
catalog for distribution to the retail 
trade. The volume contains 838 pages 
and carries descriptive matter, as well 
as illustrations of their hardware line, 
automotive supplies, accessories and 
equipment. 














March 6, 1924 





Standing, left to right: 





Seeeeeneiegrege 


SOURUETLGEECEROaETeitN 


HARDWARE AGE 





H. Robinson, Springfield; E. EF. Voorhees, Blandinsville; J. A. 


seer tite 





W. E. Stauber, Chicago; 8S. J. Kochler, Chicago; A. W. Morse, vice-president, Chandler- 
ville; H. H. Perkins, Elgin; Roy R. Wilson, Decatur; William G. Read, director, Bloomington; Paul M. Mulliken, 
Elgin, 

Seated, left to right: C. 
Springfield; Frank Burke, president, Waukegan; J. F. Deuth, retiring president, Forreston; L. 
treasurer, Elgin. 


Van Nattan, director, 
D. Nish, secretary- 


Advertising, Sidelines and Salesmen Debated 
Upon by Illinois Dealers 


vention of the [Illinois Retail 

Hardware Association held at the 
Hotel Sherman, Chicago, Feb. 19, 20, 
21, has passed into history as‘one of 
the best conventions ever held by that 
organization. 

The question box sessions were con- 
ducted in a new fashion and the dis- 
cussions were very lively. One hour of 
each session was given over to open 
discussion and previous to the meet- 
ing the association executives sent 
questionnaires to the. various dealers 
covering some phase of the question 
to be discussed. These answers were 
all tabulated and when the question was 
up for discussion it was thrown on 
one screen and the answers on another. 
This feature was efficiently handled by 
Paul M. Mulliken and H. H. Perkins of 
the association office. The discussions 
were lead by two different hardware 
dealers at each session. The ladies had 
many things arranved for their enter- 
tainment which included a_ theater 
party. The big banquet and dance were, 
as always is the case, very successful. 


Frank Burke President 


The election of officers and directors 
was as follows: President, Frank 
Burke, Waukegan; Vice-President, A. 
W. Morse, Chandlerville; Secretary- 
Treasurer, Leon D. Nish, Elgin; Di- 
rectors, William G. Read, Bloomington, 
and J. A. Van Nattan, Springfield. 

The first session was opened with 
an invocation by past president, E. E. 
Vorhees, Blandinsville. 

President J. H. Deuth, Forreston, 


[ver twenty-seventh annual con- 


said in his annual address that good 
things were in store for 1924. He 
cited the fact that manufacturers had 
made plans for a big year and said 
that the agricultural machinery man- 
ufacturers were in better shape and 
were anticipating a considerable busi- 
ness this year. He also pointed out that 
the farmer was steadily getting into a 
better buying position. 

Mr. Deuth asked the dealers to take 
the hardware code of ethics into their 
business and said that those who lived 
up to this code would not only prosper, 
but would be community leaders. Store 
arrangement, advertising, price tag- 
ging, etc., were stressed as things need- 
ing attention to increase the number 
of customers. He also emphasized the 
pleasant relations existing between 
jobber, manufacturer and retailer at 
this time and felt that such cooperation 
would do much for the benefit of the 
dealers. 

Philip Lambert, Kankakee, present- 
ed Mr. Deuth with a handsome gavel 
as a token of esteem of the association. 

Secretary Nish briefly outlined a re- 
view of the services which had been 
furnished during the year, and the 
progress which had been made. He 
stated that the dealers’ cooperation in 
the simplification programs had been 
a large factor in placing the hardware 
industry in the leadership of trade or- 
ganizations. 

Paul M. Mulliken, manager, account- 
ing service, gave a talk on “Seeing” 
the National and State association. He 
outlined the growth of the Illinois or- 
ganization from 55 charter members, 


16 of whom are still members, to 
its present size of almost 1600. By 
using slides, Mr. Mulliken placed be- 
fore the dealers some concrete evidence 
of the services which were being ren- 
dered to retail hardware dealers. 

The first afternoon session opened 
with the question box, or as it is called 
in the Illinois convention, “timely 
topics.” W. F. Baldwin, Yeomans & 
Shedd Hardware Co., Danville, and 
Eugene Young, Barrett Hardware Co., 
Joliet, were the leaders. The topic 
was advertising. The results of the 
importance of advertising from the re- 
tailer’s standpoint were shown in a 
tabulation made from the returns. This 
showed that dealers thought window 
displays were their best medium and 
this was closely followed by newspaper 
advertising. Canvassing ranked third; 
personal letters, fourth; demonstra- 
tions, fifth; sales letters and circulars, 
sixth; movie slides, seventh; outdoor 
advertising and calendars and 
venirs, eighth; national advertising, 
ninth. 


SOu- 


S. R. Miles on Better Business 


The principal speaker of the morning 
session was S. R. Miles of the National 


office. Mr. Miles gave a very instruc- 
tive and interesting talk on “Better 
Business.” He pointed out to mer- 


chants the necessity of proper store 
arrangements and the keeping of neces- 
sary records as essential to the pros- 
perous conduct of the business. Mr. 
Miles gave the dealers some very inter- 
esting facts to think over and incor- 
porate into their businesses. 
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The annual meeting of the subscrib- 
ers of Hardware Underwriters was 
held later in the day with C. T. Wood- 
ward, Carlinville, in the chair. 


Profitable Side Lines 


The leaders for the timely topics 
hour on Wednesday morning were Fred 
Swannell, Baird-Swannell, Kankakee, 
and William G. Read, Bloomington. 
The discussion centered around profit- 
able side lines and the usual discus- 
sion of what was hardware and what 
was a side line came up. It developed 
that many of the dealers had some 
particular line in their store, while it 
was really hardware, yet it offered 
them a good return for the amount of 
work they had put on it. Some dealers 
told of their success with washing ma- 
chines, electrical appliances, auto ac- 
cessories, sporting goods, radio, etc. 
There was a genuine interest mani- 
fested in radio. This note, however, 
has been present in the majority of 
hardware conventions this year. One 
dealer told how the radio sales, which 
are the best during the winter months, 
had practically equalled his hardware 
sales, which were usually low during 
January and February. It seemed to 
be the opinion of the convention that 
this line might do much toward taking 
the first two dull months of the hare- 
ware business out of the red side of the 
profit ledger, providing the dealer was 
able to merchandise the line agressive- 
ly and render adequate service. 

Other lines, which could be added to 
the business with profitable results, 
providing some promotion work was 
used, were: oils, kodaks, films, electric 
table lamps, toys, gas engines, milking 
machines, kitchen cabinets, etc. There 
was also considerable discussion on 
china and queensware. Several dealers 
were very enthusiastic over their sales. 

The convention went on record de- 
cisively as favoring a reduction in the 
number of colors of house paint. H. 
R. Beatty, Clinton, outlined the propo- 
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sition in a very efficient manner. This 
question is being taken up at all of the 
conventions this year and signed cards 
will be presented to the manufacturers 
showing the dealers’ referendum vote 
on the matter. 

J. H. Dickbrader, Washington, Mo., 
past president of the Missouri Retail 
Hardware Association, extended a 
cordial invitation to dealers to visit the 
Missouri convention on the following 
week. He also said that dealers should 
give the salesmen more attention, as 
they possessed a fund of information 
that could be used by the dealers profit- 
ably. He also said that jobbers could 
spend money wisely by giving to their 
men a merchandising education which 
would help them in their relations with 
retailers. 

Martin L. Pierce, the Hoover Co., 
North Canton, Ohio, closed the morn- 
ing session with a talk on “Dealers’ 
Profits.” He said that a dealer must 
be able to adapt himself to the cus- 
tomer’s attitude and the human factor 
was one of the biggest things in busi- 
ness. He also said that dealers should 
not lose sight of the fact that women 
are purchasing about 85 per cent of 
the total number of articles and this 
should be taken into consideration by 
any kind of retailer. 

Mr. Pierce said that country dealers 
should make their stores a place for 
women to shop, as surveys had shown 
that women in rural communities pre- 
ferred to shop from store to store, while 
city women were largely influenced by 
advertisements. 

The question of adopting slogans 
also received considerable attention and 
Mr. Pierce told how various campaigns 
had been put across by the use of 
slogans which had an emotional appeal. 
In fact, he told the dealers to put their 
selling plans all on a basis on emotion 
appeal. Advertising copy should also 
be devised to stress use and comfort 
more than quality of merchandise. 

H. W. Geller, president, Geller, Ward 
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& Hasner Hardware Co., St. Louis, Mo., 
spoke very briefly on the price service 
rendered by the firm. He asked for a 
consideration of this form of service on 
the part of the retailer and pointed out 
that while it had been started upon 
recommendation of the associations, it 
had proved to be a good thing and one 
which had been very successful. 


Is the Traveling Salesman Essential? 


The “timely topics” at the Wednes- 
day afternoon session brought out a 
lively discussion. Walt W. Ray, Bel- 
videre, and Harley Mitchell, LaGrange 
Hdw. Co., La Grange, were the 
leaders. The question was “Is the 
traveling salesman essential?” Some 
surprising developments on this sub- 
ject made the dealers listen with in- 
terest. Some dealers condemned the 
traveling man as unnecessary, while 
others maintained that he was a neces- 
sity. Each. dealer had good arguments 
for his views. It developed, however, 
that all the dealers felt some kind of 
representation from their jobbers and 
manufacturers was necessary, perhaps 
in the form of missionary men or 
specialty salesmen. 

One dealer in a town of 10,000 people 
said that eighty-six salesmen stopped 
at their local hotel and by figuring up 
the expenses which that salesman drew 
it staggered the members to think that 
after all the retailer was really paying 
the bill. This same dealer commented 
upon the cartoon in HARDWARE AGE on 
“Who Pays When the Salesmen Wait?” 
and said that there were doubtless too 
many men on the road, whose expenses 
came out of the retailers’ pockets 
eventually. Other dealers told of the 
large number of men who had called 
upon them each day, and how long it 
took to see them and listen to their 
stories courteously. 

The business taken by the catalog 
houses without the aid of salesmen was 
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North Dakota Ass’n Supports 
Plan for Relief of Farmers 


Advertising Problems 
Also Discussed 
at Convention 
Held at Fargo, 
Feb. 20-22 


ROM the first session, Wednesday. 
fre. 20, until the end of the final 

session on Friday afternoon, Feb. 
22, there was every evidence of con- 
centrated attention to the problems of 
the hardware dealer at the convention 
of the North Dakota Retail Hardware 
Association which was held at Fargo. 
Every speaker was accorded excep- 
tional consideration by the dealers and 
the subject he presented was thorough- 
ly discussed before proceeding to the 
next number on the program. 

The exhibit was said to be one of the 
best ever given at a North Dakota con- 
vention. The auditorium at Fargo was 
filled in every corner, even the stage 
having several of the jobbers and 
manufacturers as occupants. The ex- 
hibits were carefully prepared and 
brought good business to the exhibitors. 

There were no convention sessions 
when the exhibition was open, and the 
exhibit hall was closed during the ses- 
sions. This arrangement permitted 
exhibitors and retailers alike to attend 
every session, or to give their full 
attention to the one or the other. 


The First Session 


More than 150 men were in attend- 
ance when the first session opened at 
2 p. m. on Feb. 20. A rousing round 
of songs beginning with the National 
Anthem, and led by Prof. A. J. 
Stephens, put the audience in a recep- 
tive mood. The invocation was given 
by Rev. Dr. Beard of the Fargo Con- 
gregational Church. The address of 
welcome was given by Roy Baker, 
president of the Fargo Commercial 
Club, while the response to the wel- 
come was given by E. L. Garden of 
Souris. 

















Secretary C. N. Barnes 


“The Future of North Dakota” was 
the subject of an address by Dr. John 
Lee Coulter, president of the North 
Dakota Agricultural College, and 
author of the Coulter bill now before 
Congress for aid to the farmers in 
the purchase and development of live- 
stock in the State. The speaker sum- 
marized his views with the statement 
that two things are necessary for the 
progress of the State—scientific de- 
velopment of agriculture, and leader- 
ship. The State is at the point of 
intensive development. There is a 
greater acreage of improved lands in 
North Dakota than in California, 
Washington ‘and Oregon combined, or 
in the States of Ohio and Indiana, 
where there are 450,000 farmers as 
compared with the 75,000 in North 
Dakota. The natural resources of the 
State are great, and if properly de- 
veloped will place the State in the lead 
of many others. The 15,000,000 acres 
of land which bears small grains, if 
proper crop rotation is_ practised, 
will bring the deserved success to agri- 
culture. With the addition of live stock 
to consume the surplus of grains, in- 
stead of shipping them out, prices will 
improve accordingly, said the speaker 
in conclusion. 

Rivers Peterson, editor of The Hard- 
ware Retailer. and representative of 
the National Retail Hardware Associ- 
ation, then gave a talk on “Gobs of 
Paint,” which he has delivered at 
many of the conventions in the West 
during the past few weeks. 


C. H. Blanding, Harvey, 
Retains Office 
of President 
for Another 


Year 


Mr. Twitchell, the largest farmer in 
the State in point of holdings, addressed 
the meeting on the subject of reduction 
of the wheat acreage, briefly explain- 
ing a plan whereby the amount of 
wheat grown in the Northwest can be 
reduced so that exports would not be 
necessary, resulting in a better price 
for the product. 

The appointment of committees for 
resolutions, nominating and transpor- 
tation followed. 


President Blanding’s Address 


In his annual address, President C. 
H. Blanding touched on the important 
place in the affairs of business occupied 
by the National Retail Hardware As- 
sociation, and urged the retailers of the 
State to use the service extended by 
that organization. Commendation of 
the efforts toward simplification, in 
which hardware interests have been so 
active, formed a considerable portion of 
his talk. 

He also touched emphatically on the 
subject of taxes, urging a common 
sense study of the problem, which 
should result in reductions. Resolu- 
tions favoring this procedure and 
favoring also the Coulter bill were sug- 
gested to the proper committee. Mr. 
Blanding also urged the addition of 
allied side lines for additional revenue 
and quick turn to hardware stocks, 
suggesting seeds as a possible addition. 
He urged a reduction of stocks, and 
more extensive and intensive advertis- 
ing on the part of the merchants, as 
a means for larger profits in the 
coming year. 

The secretary’s report of the past 
year showed a slight loss in member- 
ship, due to many stores closing and 


Pi ONAN TTT 








92 


other causes. The finances of the as- 
sociation, however, are in excellent con- 
dition and there is a neat surplus well 
invested. 


Advertising to the Fore 


“Conservation of Advertising” was 
the subject of an address by E. J. Allee, 
divisional advertising director of the 
Pittsburg Plate Glass Co., Milwaukee, 
Wis., in which he urged more rather 
than less advertising for the retailer, 
but a careful and studious use of the 
media by which the advertising is done, 
stating that the sincerest use of con- 
servation possible is making use of the 
opportunities given us. Dealer helps, 
windows, store arrangement, news- 
papers, the mail, and other advertising 
methods were discussed at length, with 
many helpful suggestions as to how 
each method can be utilized to the best 
advantage. 

Proper methods of merchandising of 
glass was the subject taken by R. C. 
Akeley of the Fargo branch of the 
Pittsburg Plate Glass Co. In his talk 
he advised the retailers to use a good 
glass board and to keep it clean, to 
have well arranged and substantial 
glass racks, and in other ways work 
toward the prevention of breakage and 
the attendant loss of profits in this 
commodity. In buying he stressed the 
advisability of watching the “bracketed 
sizes” in order to make a saving in 
the price. 

Advertising from the retailers’ point 
of view by a merchant who has made 
signal success in it was given to the 
meeting in an able manner by J. }. 
Rovig, Mandan, in a short and concise 
manner. Advertising, he said, is more 
than space in a paper. It is keeping 
the name of the store before the people 
at all times—on the awning, display 
cards, shipping tags, parcel stickers, 


Coming Hardware Conventions 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert IP. Sheets, secre- 
tary, Indianapolis, Ind. 
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letter heads, monthly statements, 
specialty advertising. He said that the 
store window is one of the best forms 
of advertising and neat arrangement 
of the store interior is also advertising. 

G. W. Stevenson, Jamestown hard- 
ware man, gave a short talk on window 
trimming, with a dummy window trim 
set up in the assembly hall with which 
to illustrate his points. 

The entire afternoon was given over 
to the exhibitors, until 9.45 p. m., at 
which time the special entertainment 
for the evening, which had been ar- 
ranged at the Commercial Club rooms, 
was scheduled. 

“Business Barometers” was the sub- 
ject of a talk given by Rivers Peterson, 
of the National Association, in which 
he gave in detail the progress made in 
a store in Indiana under the guidance 
and methods advocated by the National 
Association. He took for his text the 
epigram made by Hamp Williams, Hot 
Springs, Ark., president of the Na- 
tional Association, “A man’s judgment 
is no better than his information,” and 
outlined carefully the condition of the 
store when it began to employ the na- 
tional system, and again at the end of 
one year of operation. He followed this 
with some worth while advice on mer- 
chandising. 

T. K. Kelly, president of the T. K. 
Kelly Sales System, Minneapolis, Minn., 
was the next speaker on the program. 
He gave his audience a half hour’s 
talk on the subject of “Sales and Ad- 
vertising.” Salient points in his talk 
covered the necessity of knowing the 
goods, advertising properly, showing 
real values. He advised his hearers 
to put 60 per cent of their advertising 
in newspapers, and 40 per cent in direct 
by mail campaigns, offering the aid of 
his office to the hardware men of North 
Dakota in this respect. About 2% per 
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ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 


HARDWARE 


AMERICAN HARDWARE MANUFACTURERS Bank Building, Charlotte, N. C. 
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cent of the sales should be allowed for 
advertising, he said. 

A short talk was given by Charles 
M. Morgan on the potato growers’ ex- 
change which is being organized all 
over the country, in which he showed 
the results obtained by similar ex- 
changes in other parts of the country 
with other products. Farmer have had 
the wrong kind of leadership, he said, 
and needed the aid of business men in 
organizing. 

Resolutions were passed condemning 
the practice of jobbers selling regular 
hardware lines to garages, blacksmith 
shops, general stores, etc.; indorsing 
simplification; protesting against any 
increase in lignite coal freight rates 
and urging the members of the organ- 
ization to support the Coulter plan 
for the relief of needy farmers. The 
association also extended its appreci- 
ation to those who had helped make 
the convention a success and concluded 
by indorsing the hardware merchants’ 
ethical code. 


Officers Elected 


The nominating committee delivered 
its report with the result that the fol- 
lowing officers were elected: First 
Vice-President, E. L. Garden, Souris; 
Second Vice-President, Paul N. Allen, 
Jamestown. Directors, Mr. Cole, Lis- 
bon; E. R. Jacobson, Minot; C. A. Fair- 
field, Gardena. National represen- 
tatives, C. H. Blanding, Harvey; C. N. 


‘Barnes, Grand Forks. 


C. H. Blanding of Harvey, president 
for past year, holds the office for the 
present year, according to the custom 
of the association. The treasurer, A. 
J. Linn of Sanborn, also holds office 
for another year. C. N. Barnes, who 
for many years has filled the position 
of secretary, will again fill the position 
for 1924. 


The DOREDELEDT  PENOOEROCETET  PEeT erent Te 
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Los Angeles, March 11, 12, 13, 1924. H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 


with the American 


TION, in conjunction 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 19, 


11, 1924. Headquarters, Roosevelt Hotel, 
John Donnan, secretary, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 


bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 

DATES 


March 11-12 
March 11-12 
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Mellon Tax Reduction Bill May Not Pass 


at Present Session 


Congress May Rush Through Resolution Making 25 Per 
Cent Cut in Taxes on 1923 Incomes—New 


(Washington, March 3, 1924.) 


big parties in Congress combined 

with the Machiavellian tactics of 
the House insurgents have made such 
a mess of the Mellon tax reduction bill 
that the most experienced observers 
here have about reached the conclusion 
that the measure will fail of enactment 
before the adjournment of the present 
session and will go over as a legislative 
legacy to the session beginning Dec. 1 
next. This result may be brought 
about by a Presidential veto of the bill 
should it pass both houses before June 
1 next or it may follow because of the 
inability or unwillingness of Congress 
to pass the measure before the Presi- 
dential conventions assemble. 


Pie parties jealousies of the two 


A Silver Lining 


This gloomy outlook is brightened, 
however, by the possibility that all 
parties will combine to speed a joint 
resolution providing for a rebate of 
25 per cent of the taxes payable in 1924 
upon incomes earned in 1923. Such a 
resolution can hardly pass_ before 
March 15, the date of the first payment 
of 1923 taxes, but regulations can easily 
be framed by which one of the sub- 
sequent quarterly payments can be 
rebated or the reduction pro-rated over 
the three remaining payments. 

The administration is no longer will- 
ing to sponsor the hybrid measure to 
which the Mellon bill has been reduced 
as the result of the work of the House 
insurgents. Adopting a program of 
frank bolshevism the insurgents have 
combined with the minority in voting 
into the pending bill estate taxes with 
a maximum of 40 per cent against the 
25 per cent maximum in the present 
law. They have refused to make any 
substantial cut in the maximum surtax 
on incomes and in the face of a clean- 
cut opinion of the United States 
Supreme Court they have forced the 
adoption of an amendnient, probably 
unconstitutional, imposing a heavy tax 
on stock dividends. 

In the effort to “make the rich carry 
the burden” they have still further 
increased the inducement to men of 
wealth to invest their funds in tax 
exempt securities and finally, to reduce 
the matter to an utter absurdity, they 
have encompassed the defeat of a joint 


Champions for Price Protection 


By W. L. CROUNSE 


resolution forbidding the further issu- 
ance by the States of tax-free bonds. 


Will President Veto Bill? 


Whisperings current a fortnight ago 
that President Coolidge would veto the 
Mellon bill if the rates proposed by the 
Secretary of the Treasury were sub- 
stantially altered have now become de- 
finite threats and while the White 
House is silent the best informed ob- 
servers are prepared to see the Presi- 
dent return the bill without his ap- 
proval and with a stinging message 
that will put the tax-reduction question 
squarely up to the people as a cam- 
paign issue next November. 

A few of the long heads in the 
Senate are hopeful that the pending 
bill may be so remodeled by the Finance 
Committee and passed by the upper 
house that the Conference Committee, 
which will be appointed to harmonize 
the diverse provisions of the House and 
Senate drafts, will be willing to agree 
upon a text that the President can sign 
without stultifying himself. Those 
entertaining this hope believe that the 
bolsheviks in the House will content 
themselves with the record made by 
their votes and will be unwilling to as- 
sume the responsibility of insisting 
upon the final passage of a measure 
which the President is certain to veto. 

But half a loaf is better than no 
bread and many a tired business man 
who has hoped in vain for the early 
passage of the Mellon bill will be 
greatly cheered if Congress rushes 
through a joint resolution providing 
for a rebate of 25 per cent of the taxes 
to be met during the current year on 
1923 incomes. 

Let us hope there will be no slip-up 
on this. 


Activity in Price Protection Campaign 


Numerous conferences have been held 
here during the past fortnight at which 
have been discussed the campaign plans 
of the promoters of price protection 
legislation and especially the outlook 
for hearings before the House Commit- 
tee on Interstate and Foreign Com- 
merce. The American Fair Trade 
League, which is wielding the laboring 
oar in this fight, is out in a statement 
that “although tax reduction and the 
oil scandal have absorbed attention at 
Washington for the past few weeks, 


there has been no lessening of activity 
by the sponsors for standard price 
legislation and no lessening of their 
confidence in favorable action by Con- 
gress.” 

Extraordinary political developments 
have, however, seriously interfered 
with the determination of the legisla- 
tive program. For example, the Con- 
gressional committees on _ interstate 
commerce of both houses are still with- 
out definite knowledge of the adminis- 
tration’s policy as to such major prob- 
lems as transportation and coal legis- 
lation for the simple reason that they 
have not been determined. 

Under these conditions it is gratify- 
ing to be able to submit evidence of the 
growth of sentiment among influential! 
leaders in both houses of Congress 
representing widely differing political 
influences and schools of thought. With 
characteristic conciseness of statement 
and clear vision, Senator David A. 
Reed of Pennsylvania, successor to the 
late Senator Boies Penrose, recently 
made the following declaration of atti- 
tude on the price maintenance question: 


Senator Reed’s Words of Wisdom 


“Where prices are not fixed by ar- 
rangement with competitors, it seems 
to me to be no more than justice that 
the mahufacturer should be allowed to 
specify the retail price at which those 
who are in substance his agents shall 
sell to the general public. I believe 
that the price level under such circum- 
stances will be sufficiently held down by 
competition and that it is net to the 
best interests of the country that re- 
tailers shall be run out of business by 
the cut-rate method of some adver- 
tisers.” 

Senator Arthur Capper of Kansas, 
leader of the so-called Farm Bloc, who 
is another notable accession in the 
Senate, has pledged his hearty coopera- 
tion. Senator Capper said: 

“T have given this subject some at- 
tention, and have looked into the merits 
of the Kelly-Stevens Bill. I feel that 
it is a worthy measure and am in 
favor of it. Should it be possible to get 
it out of committee and before the 
Senate you may rest assured of my 
support.” 

In a bulletin to its members, the Fair 
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Oil Burner Mfrs. to Meet 
April 1-3 


The first annual meeting of the 
American Association of Oil Burner 
Manufacturers will be held at the Hotel 
Chase, St. Louis, April 1, 2 and 3, ac- 
cording to announcements recently 
made by the association. A program of 
speakers of national reputation on both 
industrial and domestic oil burners has 
been arranged and the association has 
issued a general invitation to firms and 
individuals in allied industries to at- 
tend these meetings. Exhibits of oil 
burners and oil-burning equipment will 
be shown on the roof garden of the 
hotel. 


Disston Speaks on Care 
and Use of Saws 


The mid-year safety conference of 
the Engineering Section, National 
Safety Council, Chicago Safety Council, 
and Western Society Society of Engi- 
neers, was held at the Morrison Hotel, 
Chicago, Feb. 19. 

S. Horace Disston, vice-president, 
Henry Disston & Sons Co., Philadel- 
phia, was one of the principal speakers 
at the morning session. 

Mr. Disston chose as his _ topic, 
“Safety in the Use and Care of Saws.” 
With the aid of lantern slides, the aud- 
ience was shown the development of the 
modern saw from a very crude flint 
and bronze affair of the early days of 
civilization. There were several pic- 
tures of bronze Egyptian saws, and Mr. 
Disston told his audience that it was 
quite likely when King Tut’s tomb had 
been thoroughly explored they would 
find some of the most cherished posses- 
sions of the Egyptians of 3000 years 
ago were the bronze saws, as they were 
prized very highly by their owners. 

It was pointed out that great care 
should be taken by the workers of power 
saws, and in his talk Mr. Disston de- 
scribed certain practices which were 
very harmful both to the life of a saw 
and the safety of the operator. He 
also stressed the fact that several 
states had legislated against the ev- 
cessive speed at which some circular 
saws are driven, as this speed was not 
productive to the safety of the operator. 





John Bing Co. Now 
The Bing Corp. 


As a result of the recent withdrawal 
of John Bing from John Bing Co., Inc., 
119 West 40th Street, New York City, 
the name of that company has been 
changed to The Bing Corporation. The 
company has succeeded to all the busi- 
ness of the John Bing Co., and will con- 
tinue to act as sole representative of 
Bing Works and affiliated firms for the 
United States and Canada. 

Except for the withdrawal of Bing 
there has been no change in the per- 
sonnel of the company, the present ac- 
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tive managing officers being as follows: 
First vice-president, Heymann; 
second vice-president, E. P. Calder- 
head; secretary, W. A. Finnery; treas- 
urer, H. C. Roemer. 





G. P. Rogers with 
Kant Rust Corp. 


George P. Rogers, for the past six 
years general sales and advertising 
manager of the Pyrene Mfg. Co., manu- 
facturer of safety and fire protection 
devices, 520 Belmont Avenue, Newark, 
N. J., has recently become vice-presi- 
dent and director of sales and advertis- 
ing of the Kant Rust Products Cor- 
poration, Rahway, N. J. : 





National Products Co. Buys 
Aetna Metal Products Co. 


The business of the Aetna Metal 
Products Co., screw-machine products 
and metal specialties, 1421 Olive Street, 
St. Louis, Mo., has recently been pur- 
chased by the National Products Co., a 
Missouri corporation, having its offices 
and sales rooms at 1421 Olive Street, 
where the sale and assembly of Aetna 
screw cabinets will be continued as for- 
merly. The purchaser will operate un- 
der the names of the Aetna Metal Prod- 
ucts Co. and the National Products Co. 





New Sales Agency in Chicago 


The Salescraft Co., 115 S. Dearborn 
Street, Chicago, Ill., has been recently 
organized as a sales agency. The of- 
fice is in charge of H. E. Lushbaugh, 
formerly territorial representative of 
the middle west district for the Ameri- 
can Safety Razor Corporation. 

The Salescraft Co. will act as sales 
agents, as well as direct representatives 
of manufacturers of cutlery lines and 
other merchandise throughout the Chi- 
cago territory. 





Du Bois-Massey Co. Takes Over 
Du Bois, Haevers & Co. 


The business of the Du Bois, Haevers 
& Co., hardware and farm implements, 
Green Bay, Wis., has recently been 
taken over by the Du Bois-Massey Co., 
which will carry on the business in the 
same location. John B. Du Bois and 
Mr. Haevers, proprietors of the Du 
Bois, Haevers Co., have retired and the 
new company being conducted by 
George J. and Eli A. Du Bois and Wm. 
F. Massey. The capital stock is 
$25,000. 





Burlach Issues New Price List 


The Burlach Can & Iron Works, man- 
ufacturer of sanitary bathroom cabi- 
nets, 234 Bridge Street, Brooklyn, N. Y., 
has recently issued a new price list 
covering its line of “Steel Maid” bath- 
room fixtures. 








General Electric Changes 

in Ohio 

The General Electric Co., moved its 
Cleveland sales office from the Ilumi- 
nating Building to the new Union Trust 
Building on Feb. 15. On March 1, the 
district sales office now located at Cin- 
cinnati was moved to Cleveland. A 
Frank Disston, president of the com- 
pany. 

L. T. Rainey, formerly district mana- 
ger of the Cincinnati power and min- 
ing department, will become manager 
of the Cincinnati office which becomes 
a local office under the Cleveland dis- 
trict. L. U. Murray succeeds him in 
his former position, with the tiéle of 
district industrial manager—the change 
in title consistent with the department 
name change. A. J. Davies will suc- 
ceed to Mr. Murray’s former office as 
Columbus manager. P. Worth, who 
has been manager of the supply depart- 
ment in Cincinnati, has been appointed 
district manager of the central station 
department, with headquarters in 
Cleveland. H. N. St. Clair will be dis- 
trict manager of the Edison incan- 
descent lamp department; W. S. Culver, 
district engineer; and F. V. Mantt, 
manager of the railway department. 
These men will move their offices to 
Cleveland. 


H. L. Corey Director 
of John S. King Co. 


Harris L. Corey has been elected a 
director and secretary of the John S. 
King Co., Cleveland. He was formerly 
advertising manager of the Champion 
Spark Plug Co., Toledo, Ohio, and more 
recently vice-president of Wortman, 
Corey and Potter, Utica, N. Y. The 
John S. King Co. is an advertising 
agency handling several hardware ac- 
counts. 








Billings & Spencer Co. 
Shows Progress 


Although the results of 1923 business 
show a loss, F. C. Billings, president 
Billings & Spencer Co., Hartford, in 
his report at the stockholders’ meeting 
held Feb. 18, stated that the loss is 
much less than that shown in the years 
immediately preceding 1923, and de- 
clared that the prospects at the present 
time are brighter than they have been 
since 1920. 

The stockholders reelected the board 
of directors by a unanimous vote. At 
a directors’ meeting held Feb. 21 Ar- 
thur W. Fox, vice-president and general 
manager of the Johns-Pratt Co., Hart- 
ford, was elected vice-president and 
general manager of the Billings & 
Spencer Co., to take office March 1. 
F. C. Billings, president; J. B. Sehl, 
vice-president and treasurer; E. H. 
Stocker, secretary, and F. H. Stocker, 
assistant secretary, continue as officers 
of the company. 
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Baseball Week April 
4 to 14 


Awards totaling $3,000 for the best 
window trims of sporting goods are to 
be a feature of National Baseball Week 
to be held April 4-14. The awards, 
which are offered by the Sporting 
Goods Dealer, will be divided into three 
groups, with an equal amount for each. 





Marion Tool Works 


to Register Trademark 


The Marion Tool Works, Inc., Marion, 
Ind., has made application for registra- 
tion of its tradmark, which features 
the word “Creocoite.’” This mark has 
been used on a line of steel tools since 
June, 1922. 


Tappan Store Co. Features Home 
Service Department 


Miss Elsie Hinkley has been ap- 
pointed director of the newly created 
Home Service Department and Tappan 
Cooking Schools of the Tappan Stove 
Co., Mansfield, Ohio. Miss Hinkley 
will work in conjunction with dealers 
at their stores giving demonstrations 
and cooking lessons as a sales stimulant 
and a service feature. 





P. J. Gibbons Handling Sales 
for Toy Firms 


P. J. Gibbons, Cleveland, Ohio, is now 
handling sales for the American Na- 
tional Co., Toledo, and the Sheybogan 
Coaster Wagon Co., in Cleveland dis- 
trict. Mr. Gibbons recently resigned 
from the Kirk-Latty Co., Cleveland, 
after twenty years’ service with that 
concern. 





A. C. Matthews with F. S. Tryon 


Frank S. Tryon, who conducts a hard- 
ware business at Union Springs, N. D., 
has recently taken into partership 
Alonzo C. Matthews, of Poplar Ridge, 
N. D., who has been identified with the 
hardware business for more than nine 
years. The name of Mr. Tryon’s busi- 
ness has been changed to Tryon & 
Matthews. 
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Auto Accessories Display 
at Life. Extension Show 


A national Outdoor Life Exposition 
is to be held at the Coliseum, Chicago, 
May 12, as a result of the increasing 
popularity of auto camping. An edu- 
cational exhibit will be arranged in the 
form of a typical auto camp where the 
visitors to the exposition will be able to 
see practically every type of modern 
auto camping equipment, which will 
include automobile bungalows with all 





the comforts of a modern city apart- 
ment; gypsy cars, touring bungalows; 
camp trailer cars and houses on wheels. 

Some of these gypsy outfits contain 
the comforts of the modern homes: kit- 
chenette, bath, hot and cold running 
water, folding beds, drawing room, ob- 
servation platform which corresponds 
to the sun parlor of the city apartment, 
also space for storing foods; radio out- 
fit; portable typewriter; outboard mo- 
tor and folding boat. Every conceiva- 
ble type of auto camping equipment, 
except the cumbersome nasse kind will 
be shown in actual use on the various 
makes of pleasure cars. 

There will also be numerous other 
exhibits. 


Hoffman Hdwe. Co. Moves 
to Larger Quarters 


The Hoffman Hardware Co., Inc., 
has recently removed to larger quarters 
at 88-90 Reade Street, New York City, 
in order to secure more adequate facili- 
ties for its rapidly growing business. 


H. A. Shier Joins Disston 
Sales Force 


H. A. Shier, district sales manager at 
Pittsburgh for Onondaga Steel Co., 
Syracuse, N. Y., will on March 1 sever 
his connections with that company to 
take up the duties of district sales 
manager at Pittsburgh for the Steel 
Sales Department of Henry Disston & 
Sons, Inc., Philadelphia, Pa. Mr. 
Shier has been representing the Onon- 
daga Company for eight years, and 
prior to that was with Bethlehem Steel 
Co. in the Tool Steel Sales for eight 
years. 


Stanley Four Square Tool 
Catalog Ready 


The Stanley Four Square Household 
Tool Catalog is the title of a new cata- 
log recently issued by The Stanley Rule 
& Level Plant (The Stanley Works), 
New Britain, Conn., in which its new, 
popular priced line of “Four Square” 
tools is described and illustrated. 

The new line of tools has been de- 
signed to meet the demand for tools 
made especially for household use, and 
bears in addition to the name, Stanley, 
four red squares as a mark of identifi- 
cation. The line has been developed as 
the result of a survey undertaken by 
the company with a view of studying 
the tool requirements of the average 
householder. In order to assist the re- 
tailer and conserve his store space the 
line is limited to 21 tools, each tool be- 
ing packed in an attractive individual 
container. 

In the new catalog. the various tools 
are illustrated in color, a page being 
devoted to each. It is of a convenient 
size and attractively printed, and con- 
tains the retail price of each tool. 








E. B. Roberts Dead 


Vice-President and Secretary Henry 
Diston & Sons Succumbs to 
Pneumonia 





Edmond B. Roberts, a vice-president 
and secretary of Henry Disston & Sons, 
Inc., manufacturer of saws, tools and 
files, Philadelphia, Pa., died at his home 
in Philadelphia Feb. 22. 

Mr. Roberts’ health had been failing 
for some time, but he had been at his 





Edmond B. Roberts 


desk only three weeks _ previously. 
Death was caused by bronchial pneu- 
monia. 

The career of Mr. Roberts constituted 
a romance of modern business. In 
1890 he came to the Disston organiza- 
tion’ as an office boy, at the age of 15 
years. His ability soon won for him 
a position, assisting the secretary of the 
company, where his efficiency brought 
steady advancement. In 1908 he was 
appointed assistant secretary, and in 
1914 made secretary and a vice-presi- 
dent of the company, continuing in 
these capacities until his death. 

Mr. Roberts’ work was principally 
connected with the financial affairs of 
the corporation, and he became a promi- 
nent figure in manufacturing circles. 
He was a member of the Union League 
and the Manufacturers’ Club. 

“By the death of Mr. Roberts our or- 
ganization has lost one of its most be- 
loved and valuable executives,” said 
Frank Disston, president of the com- 


anv. 

“His delightful personality, his great 
ability and his continuous’ energy 
brought him the highest esteem of all 
with whom he came in contact, and 
every member of the Disston organiza- 
tion regards the death of Mr. Roberts 
as a personal loss.” 

Mr. Roberts was born in Philadel- 
phia, September 17, 1875, and was 48 
years old at the time of his death. He 
is survived by his widow, Mrs. Ida de 
V. Roberts, and a brother, Elmer S. 
Roberts. 
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New England News 


The Hardware Agency Company, | 


Boston, has leased the second and third 
floors at 76-78 Batterymarch Street. 
Arthur W. Fox, vice-president and 
veneral manager Johns-Pratt Co., Hart- 
ford, Conn., has been made vice-presi- 


dent and general manager Billings & | 


Spencer Co., that city. Mr. Fox as- 
sumed his new duties March 1. F. C. 


Billings, president, has been acting as | 


general manager. Mr. Fox was asso- 
ciated with Johns-Pratt Co. seventeen 
years, starting as a clerk. 





Through Decatur & Hopkins Co., 
Boston, shelf hardware jobbers, J. 
Leete recently was presented a Babe 
Pinelli fielding glove by the Ken-Wel 
Sporting Goods Co. Mr. Leete has 
signed up with the New York Giants 
again. When he has finished with base- 
ball he will re-enter the employ of De- 
eatur & Hopkins Co. 

James H. Jones, Decatur & Hopkins 
Co., Boston, shelf hardware jobbers, 
was made vice-president of the com- 
pany at a recent meeting of the direc- 
tors. George S. Wilson was made as- 
sistant general manager. Mr. Jones 
has been associated with the firm 
thirty-six years and Mr. Wilson twenty. 


HARDWARE AGE 


George D. Lyford was_ recently 
/elected president and general manager 
| of the American Hardware Stores, 
| Bridgeport, Conn. 

The Lyford Hardware & Sporting 
Goods Co., Torrington, Conn., having 
outgrown their present quarters, are 
‘erecting a modern three-story, 131 x 
30 ft. building at East Main and Frank- 
lin Streets. The firm expects to occupy 
_ the new store July 1. 


The New England Hardware Dealers’ 
Association, 10 High Street, Boston, has 
leased new quarters in the Chamber of 
Commerce Building, Franklin and Fed- 
eral Streets, and will occupy same as 
soon as they can be made ready. 


George S. Cobb, Acushnet, Mass., has 
sold his retail hardware store to Samuel 
Hand & Son. Mr. Cobb will continue 


to sell farm implements, etc. 





H. G. Watts Co., Billerica, Mass., has 
sold out to H. L. Schmelzer, who will 
conduct the retail hardware business 
under his own name. 

Thomas R. Varick and his brother, 
Richard Varick, associated with John B. 
Varick Co., Manchester, N. H., hard- 
ware, subject to a lease which does not 
expire until July, 1926, have purchased 
the New Manchester House, Merri- 
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mack Street, that city, one of the oldest 
hotels in Manchester, having been es- 
tublished eighty-five years ago. 





Obituary 


F. L. Coes 
Frederick L. Coes, long identified with 


Coes Wrench Co., Worcester, Mass., 
died recently at Orlando, Fla., at the 
age of seventy-two. He retired from 
business twenty years ago, and until his 
wife died, four years ago, traveled ex- 
tensively with her. Since her death 
Mr. Coes spent his summers at Rock- 
land and his winters in Florida. 


Isaiah H. Wiley 


Isaiah H. Wiley. for many years en- 
gaged in the paint and oil business in 
Sudbury Street, Boston, founder of the 
Wiley Waxene Co., Somerville, Mass., 
and widely known in the hardware 
trade of New England, died recently 
at his home in Somerville of heart 
trouble. Mr. Wiley was born in Truro, 
Mass.. Dec. 5, 1852, and after receiving 
an education in the schools of that town 
followed the sea for several years. He 
then settled in Boston and became as- 
sociated with a large paint concern, re- 
maining there until he engaged in busi- 
ness for himself. It was later that he 
formed the Wiley Waxene Co. 








Bill Bump Cashes In On Current Events 
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Buying Active—Prices Firm 
—Spring Goods Moving 


UYERS are showing stronger interest in most of the principal whole- 
sale markets. Prices continue upward in tendency, although the actual 


number of changes is small. 


As the demand for builders’ hardware and tools increases, the possibility 
of price advances in these lines is considered imminent. 


Orders for spring goods are reported to be large and jobbers generally 


anticipate a strong spring market. 


Collections throughout the country are 


said to be fair. Deliveries between manufacturers and jobbers are improving. 





Farm Hands Getting $33 a Month and Board 


ARMERS throughout the United States are pay- 

ing wage scales which average $33.18 per month, 
with board, it is shown in a nation-wide survey made 
by the U. S. Department of Agriculture. The wage 
rate is rising, the department discovered. 


Wage scales ranged from $17.30 a month in 
Georgia to $58 in Nevada, in which State scales are 
the highest reported. 


The scales in general were found to be far higher 
west of the Mississippi than in the Eastern States. 


The prevailing wage was shown to be well above $40 
a month in the West, below $30 in the South and be- 
tween $40 and $50 in New England. 


Farm wages during the coming harvest may rise 
close to the level of 1919-20, it is believed. 


The new year is expected to prove more profitable 
for farmers than any since 1920. Farmers cut wage 
scales heavily in 1921 when depression developed. 
They allowed a small increase in 1922 and a some- 
what larger one in 1923. 





Price Changes from Jobbing Centers 


NEW YORK.—Kester solder ad- 
vanced 1 cent a pound. Fibre wash- 
ers were advanced 10 per cent and 
so was lead shot. Liquid lead and 


advance. 


steadiness, with a disposition to 


BOSTON.—February, which started 


been advanced by two Western 
makers, and there is some talk of a 
coming advance on some items in 
builders’ hardware. The entire local 





flat paint have been advanced 25 
cents per gallon. Advances are ex- 
pected by local jobbers on some 
builders’ hardware items. The New 
York market is uncommonly active 
at present. 


CHICAGO.—There has been no 
change in price on the leading sta- 
ples reported during the past week 
by local jobbers, although two of the 
prominent manufacturers of build- 
ers’ hardware have made slight ad- 
vances. The general price situation 
is firmer, and values are showing 


out with every indication of being 
an important month in so far as 
hardware price changes are con- 
cerned, did not live out its forecast. 
The month passed out with very few 
important variation in values. A 
slight upward revision, 25 cents each 
in garden barrows, by some jobbers 
constitutes the only important 
change noted the past week. 


PITTSBURGH.—The only important 
change in prices in the local market 
in the past week was a tentative ad- 
vance of $5 per ton on cold rolled 
strip steel. Lead washers have again 


market remains firm, but no radical 
changes are looked for to come in 
the near future. 


CLEVELAND. — Conservative buy- 
ing in latter February, due to con- 
ventions and severe weather. Deal- 
ers taking deliveries on spring 
goods. Files advanced 5 per cent. 
No other price changes. 


TWIN CITIES.—Market conditions 
continue rather quiet and there have 
been no price changes of note dur- 
ing the past week. 
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New York Market News 


Jobbers’ Sales Increasing 


The volume of business in the New 
York wholesale markets is increasing 
daily. Jobbers report an even larger 
number of orders for all kinds of items. 
Shipments between manufacturers and 
jobbers is steadily getting better, job- 
bers say, in spite of the fact that 
larger demands are continually being 
made on the factories. 

Price tendencies are apparently still 
upward. The demand for builders’ 
hardware is heavy and consistent and 
it has been intimated in some quarters 
that lock sets and butts are likely to 
advance in the near future. Stiffening 
tendencies are also considered probable 
in other lines. This fact bears out the 
general prediction frequently made in 
these columns, and in particular the in- 
terviews with a number of prominent 





PRICE CHANGES 


Among the price changes reported 
by local jobbers during the past week 
were the following: 

Lead shot was advanced about 10 per 
cent. 

Fiber washers were advanced 10 per 
cent. Three-eighths, one-half and five- 
eighths inch sizes are being quoted at 
25 cents per 100. Three-quarter inch, 
35 cents per 100. 

Kester solder advanced again 1 cent 
per lb. 


Enterprise fruit presses were re- 
ported to have been advanced. No. 6 
is now being quoted at $6.50 each and 
No. 12 at $9 each. 

Some jobbers expect butts and lock 
sets to advance in the near future. 

The National Lead Co., 111 Broad- 
way, New York City, advanced Dutch 
Boy Liquid Lead and Dutch Boy Flat 
Paint 25 cents per gal. on the list price. 
The price of Dutch Boy First Coater 
remains unchanged. 





manufacturers on in the Jan. 24 
issue on page 6 

The recent light snowfalls in this sec- 
tion have helped retailers to dispose of 
some of their stocks of snow shovels, 
sidewalk scrapers, sleds and ice skates. 


Automobile accessories have been active 
all winter and so have both carpenters’ 
and mechanics’ tools. The continuation 
of good business throughout the spring 
is confidently expected by both jobbers 
and retailers. 


CURRENT MARKET QUOTATIONS 


The following are New York jobbers’ 
quotations to retailers on some of the 
seasonable lines principally in demand: 


AXES.—Handled os, 2% to 3 lb., $19.25 
per doz.; 3 to 3% | » $19.25 sper doz. ; 

34% to 4% 1 $19. 7d aan doz.; 4 to 5 Ib., 

$20.25 per doz. : 4% to 5% Ib. $20. 75 per 
doz.; 5% Ib. only, $22.75 per doz. 

House axes, 2% Ib., 19-in. handles, 
$14.25 per doz. 

BOLTS AND NUTS.—Common carriage 
bolts, small, 40-5 per cent; large, 40 
per cent. 

Machine bolts, small, 45 to 45-10 per 
cent; large, 45 to 45-10 per cent. Lag 
screws, 45-10 per cent. 

Stove bolts, 75 to 75-5 per cent, both 
flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 


CARPET SWEEPERS.—Bissell, ‘‘Amer- 
ican Queen,’’ $54 per doz.; ‘“‘Club,”’ $108 
per doz. ; **Elite,’’ $60 per doz. ; “Grand 
Rapids,’’ Nic., $48 per doz.; “Grand 
Rapids,"’ Jap., $44 per doz.; “Grand,” 

Jap., $60 per doz.; “ Parlor pucen, . $56 


per doz.; “Princess,” $50 per doz.; 
‘‘Standard,”’ Jap., $36 per doz.: “‘Univer- 
sal,” Nic., $46 per doz.; ‘‘Universal,”’ 


Jap., $42 per doz. 
GALVANIZED PAILS. — Galvanized 
pails, 8-qt., 19c. each; 10-qt., 22c. each; 
‘to 24c. each; 14-qt., 27c. each; 16- 
qt.. 32c. each. 
Heavy galvanized pails, 12-qt., 35c. 
each: 14-qt., 40c. each; 16-qt., 46c. each. 
, Galvanized tubs, No. 1, 69c. each; No. 
, 78c. each; No. 3, 9l1c. each. 


dinate TOOLS:— 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash handle, 
4 12-in. tines, $1.58 each; 5 13-in. tines, 
$1.76 each: 6 13-in. tines, $2.05 each; 
5 13-in. tines, 4-ft. handle, $1.50 each; 
6 13-in. tines, 4-ft. handle. $1.70 each. 
(Lots of six, 5 per cent off.) 


Hay Forks.—3 oval 12-in. drop-forged 
tines, bronzed and polished, select ash 
handle, strapped ferrule 5-ft. bent han- 
dle, $1.12 each; 6-ft. bent handle, $1.35 
each. (Lots of six, 5 per cent off.) 


Spading Forks.—Malleable D handles, 
strapped ferrule; angular drop-forged 
tines; 4 tines, 76c. each; spading forks. 
wood D handle, strapped ferrule, 4 
heavy tines, $1.64 each: 5 heavy tines, 
$2.08 each. 


Wooden Rakes.—Wooden hay rake, 12 
teeth, two bows, 40c. each; same with 
three aluminum steel bows, 14 teeth, 
varnished head, 63c. each. 


Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each; same with 3 aluminum 
steel bows, 24 teeth, 72c. each. 


Ladies’ Lawn Rake.—Two wood bows, 
18 teeth. varnished head, 5-ft. handle, 
htc. each. 


Wire Lawn Rake.—24 wire teeth, 20- 
in. head, malleable socket, securely fast- 
ened to head, pinned teeth and head, 
55c. each. 

Genuine Yamada lawn rake, 95c. each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 5%- 
ft. ash handle, 12 teeth, 77c. each: 14 
teeth, 8lc. each; 16 teeth, 89c. each. 
Malleable, 12 teeth, 32c. each: 14 teeth, 
36c. each; 16 teeth, 40c. each. 

Garden Hose.—7-in. steel blades, black 
finish, 4%-ft. ash handle, solid shank, 
36c. each; 7-in. blade, bronze finish, 71c. 
each; 6-in. blade, bronze finish, 77c. 
each. Mortar hoe, forged steel blade, 
bronze finish, solid shank, 6-ft. ash 
handle, 9-in. blade, 95c. each. (Lots of 
six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. blued 
steel blades, black-enameled handle, 
riveted tang, 7c. each; heavy solid steel 
6-in. blade, half polished, riveted —. 
hardwood handle, 10c. each: 1-piece 
socket, 6-in. forged steel blades, polished 
and enameled red, length over all, 13% 
in., 29c. each. All steel trowel, 17c. 
each. Socket pattern solid forged one- 
piece blade and _ socket, wood-grip 
handle, 60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, = and japanned, black- 
enameled, handle, 10 in. over all, 10c. 
each; 4%-in., malleable tines, half pol- 
ished, brass’ ferrule, polished handle, 
19%c. each. 

Lawn Weeder.—3 steel spring tines, 

tinned black-enameled handle, 10c. 
each; 4 steel tines, 42-in. handle, 44c. 
each. 
LAWN MOWERS.—Plain bearing, §8-in. 
drive wheels, 5-in. reel, 3 steel knives. 
screw adjusting, 12-in., $5.60 each; 14 
in., $5.85 each; 16-in., $6. 25 each; 18-in., 
$6. 65 each. 

Ball-bearing lawn mowers, self ad- 
justing, 8-in. drive wheels, 514 -in. diam- 
eter reel, screw- -adjusting cutter bar, 3 
steel knives, 12- as $7.25 each: 14-in.. 
$7.60 each; 16-in., $7.95 each; 18-in., 
$8.30 each. 

Ball-bearing lawn mower, self-adjust- 
ing, 9-in. drive wheels, 5%-in. diameter 
reel, 4 self- sharpening Knives, 14-in., 
$9.15 each: 16-in., $9.50 each; 18-in., 
$9.85 each. 

Ball-bearing lawn mower, self-adjust- 
ing, hardened cones, 10%-in. open drive 
wheels, 4 self-sharpening knives, 6-in. 
diameter reel, 14-in., $10.35 each; 16-in., 
$10.90 each: 18-in., $11.45 each; 20-in., 
$12.19 each. 

Self-adjusting, ball-bearing lawn mow- 
er, 10%-in. wheels, 6-in. diameter reel, 
5 shear cutting self-sharnening knives, 
16-in.. $14 each; 18-in., $14.65 each; 20- 
in., $15.30 cach. 

Cut nails, $4.50 base per keg. 

Wire nails, and brads in small lots, 70 
per cent off list. 

Roofing nails, 1 x 12, 100 Ib., $8.20; gal- 
vanized and plain, $5.20. 

POULTRY NETTING.—From New York 


stock, 40-2% per cent; f.o.b. Pittsburgh. 
45-5 per cent. 

ROPE.—First grade Manila rope, 18%c. 
base per lb.; hardware grade, 16%c. 
base per lIb.; "1st grade sisal, 15%c. per 
Ib.; 2nd grade sisal, 14%c. per Ib. 


SASH CORD.—First grade, 5lic. to 55c. 
per lb. base. Prices vary in different 
sections of the city. 

SOLDERING COPPERS.—¥% Ib. to pair. 
28c. per pair; 1 lb. to pair, 36c. per pair; 
1% lb. to pair, 48c. per pair; 2 lb. to 
pair, 62c. per pair; 2% lb. to pair, 7é6c. 
per pair: 3 Ib. to pair, 90c. pair; 4 
Ib. to pair, $1.20 per pair; 6 Ib. to pair, 
$1.80 per pair. 

SOLDER.—Kester string solder in 1-lb. 
spools, 65c. per spool. 

Barsolder, commercial grade, 38c. per 
lb. Strip solder, in 5-lb. boxes, 44c. 
per Ib 
SCREWS.—Flat head _ steel machine 
screws, 70 per cent. 

oe, head steel machine screws, 70 
per cent 

Flat head brass machine screws, 60-10 
per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 

Galvanized brass, 70-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent 

Round head blued, 72%4-20-5-5 per 


cent. 

—— head nickel plated, 62%4-20-5-5 
per ce 

Loa head brass, 67%-20-5-5 per 
cent 


Prices vary in different sections of 
the city. 

TOOL HANDLES (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 6-ft., 
5ic. each. 

a fork handles, bent, 4%-ft., 2 
each. 

Spading fork handle, 4%4-ft., 36c. each. 

Hoe handle, shank or socket style, 
414-ft., _ each. Mortar style, 6-ft., 
45c. each 

Lanes shovel handle, bent, 4%-ft., 37c. 
eac 

Long spade handle, 4%-ft., 37c. each. 

Bent D handle, manure fork style. 46c. 
each. Spading fork style, 46c. each. 
Shovel style, 50c. each. Spade style, 
50c. each. 

Malleable D fork handle, manure fork 
style, with strap ferrule and cap, 58c. 
each. Spading style. 40c. each. 

Spading style, with strap ferrule and 
cap, 63c. each. 


WIRE CLOTH.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 per 
100 sq. ft. 

Galvanized wire cloth, 12-mesh, $2.75 
per es sq. ft.; 14-mesh, $3.25 per 100 
sq. ft. 

Copper wire cloth. 14-mesh, $7.25 per 
100 sq. 

Bronze. 14-mesh. 50 per 100 sq. ft.: 
bronze, 16-mesh, $8.95 per 100 sq. ft. 

Wire cloth, PB none he square mesh 
cloth, ™%-in. mesh. $5 ner 100 sa. ft.: 
%-in. mesh, $5.25 per 190 sq. ft.: ™%4-in. 
mesh, $5.50 per 100 sq. ft. 
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HARDWARE AGE 


Chicago Market Strong and Active 
—Building Operations Growing Larger 


(Chicago office of HARDWARE AGE) 

4 YHE closing week in February finds the demand for 
hardware going at a high rate, with indications that 
there will be no let-up in the demand for several 

A year ago the demand was heavy, but much of 

Practically all of 

the business now being placed is for fairly early shipment, 

indicating that merchandise is for actual requirements. 

Steel operations in the Chicago district are holding to 
the high rate established several weeks ago, and orders 
continue to exceed shipments by a wide margin. 

Building operations, although interrupted by weather 
conditions, have been beyond precedent for the season. 
Naturally, the demand for all kinds of building material 
has been exceedingly heavy, and prices are firm. 


months. 
the buying was for future shipment. 


ALARM CLOCKS.—Deliveries from 
the factories continue slow. A large 
volume of business is being booked. 
Prices are firm and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American, $11.40 in 
doz. lots, $11.04 in case lots; Blue 
Bird, $13. "20 in doz. lots, $12.84 in case 
lots; Black Bird, $18.96 in doz. lots, 
$18. 36 in case lots: Bunkie, $20.88 in 
doz. lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots: 
Sleepmeter, $15. 12 in doz. lots, $14.64 
in case lots. 


AMMUNITION AND FIREARMS.— 
Future bookings for ammunition are 
exceedingly heavy. Jobbers’ stocks are 
well balanced. Prices are firm. 
AUTOMOBILE ACCESSORIES. 
ture orders are being placed in excel- 
lent volume, and a very healthy busi- 
ness is looked for this spring. There 
has been no change in price. 
We neal from jobbers’ 
f.o.b. Chicag 
Spark Piugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53¢. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. 
C. Special Ford, 44c. each. 
Spot Lights .—Anderson, No. 3280, 


$6.50 each; Stewart, $5. 67 each. 
Horns.—E. A. Electric (Ford), $4 





stocks, 


each. 

Jacks. oe Jacks, No. 46, 
$2.50 each; in a of 10, $2.25 each; 
Simplex, No. 36, $1.80 each; Ajax, 
No. 6, 90c. . sieibenet Standard, 
No. 21, $1.20 each. 

Pumps. — Rose, 1%4-in. cylinder, 
$1.55 each. 


Chains.—Non-skid. dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid fabrics, $8.65 each; cord, $11.60 
each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 


AXES.—It is expected that present 
prices will rule till at least April 1, at 


which time fall prices will be announced. 


.The current demand is active, with best 
sales on competitive grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unnandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled 
axes, $15 to $22 per doz., according 
to quality and grade of handle. 


BICYCLES.—Sales on bicycles are 
somewhat slow, but orders for future 
delivery show an improvement. 


Two of factory service. 


BUILDERS’ HARDWARE.—Prices are 
strengthening; in fact, two of the lead- 
ing manufacturers have advanced some 
of the principal items 10 per cent. A 
large volume of business is being 
placed, and most of the factories are at 
present from two to three months be- 
hind with their orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.49 per doz. pair; 
heavy bevel steel inside sets, case 
lots, $7.80 doz.; steel bit-keyed front 
door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, 
$7.50 per set. 


CAP AND SET SCREWS.—Manufac- 
turers issued new list prices on Feb. 1 
which average about 50 per cent over 
the old lists. 


CHAIN.—The demand continues active 
for all sorts of chain. Prices are being 
held firm. 


We quote from jobbers’ 
f.o.b. Chicago: *%-in. proof coil chain, 
$8.25 per 100 Ilb.; American coil 
chain, 40-10 per cent off list; No. 00 
4%, electric welded cow ties, $2.75 
per doz. 


COTTON GLOVES.—The market is 
firm. Fall orders are coming in very 
satisfactorily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Knit wrist gloves, 
6-0z., $1.80 doz. pr.; 8-oz., $2.10 doz. 
pr.; 10-0z., $2.30 doz. pr 


COPPER RIVETS AND BURRS.— 
Present prices are firm. The demand 
continues to be unusually heavy. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


CLIPPING AND SHEARING MA- 
CHINES.—Prices are unchanged, and 
the demand continues excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1, clip- 
ping machine, $12.75 list; one man 
power shearing machine, $21 list; top 
plates No. 90 and 360, $1. 25 each list; 
bottom plates No. 99 and 361, $1. 75 
each list; dealer’s discount, 331% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine $90 list; dealer’s dis- 
count, 25 per cent. 


DOOR SPRINGS.—Commitments for 
spring delivery are coming in in excel- 


stocks, 


the prominent manufacturers of builders’ hardware have 
made slight advances during the past week. Nearly all 
manufacturers are working to capacity and report that 
they are from two to three months behind with deliveries. 
Contracts awarded in twenty-seven northeastern States 
for new construction in January call for an expenditure of 
$267,916,000, as against awards totaling $261,320,000 in 
December and $217,333,000 a year ago. 

There are plenty of funds on hand, according to repor‘s 
from the Federal Reserve Bank, but the borrowing de- 
mand is only moderate. 
re-discounts at the lowest figure since the war. 

Reports from the railroads show that they are handling 
a vast amount of tonnage and maintaining a very satis- 


Money conditions are easy, with 


lent volume, There has been no change 


in price. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c. 
doz.; No..3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 62c. per doz.: No. 6, 63c. 

: " 70c. doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 z.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


ELECTRICAL MERC HANDISE.— 
There has been no change in price. The 
demand has been exceptionally good in 
all lines. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7. 35; No. 18 lamp cord, $15 per 
100- ‘ft.; in 1000-ft. lots, $13. 75: 14 -in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 


plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; Dry cells, 
boxes of 50, 30%c. each; less than 


case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
Orders are being booked in liberal vol- 
ume, and prices are considered very 
reasonable. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Striking or black- 
smiths’, sledges, 5-lb. and heavier, 
lOc. per lb. 

FIELD FENCE. — Warmer weather 


would help to increase sales. No change 
in price has been made. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% 
per cent discount from lists. 

FILES.—A very satisfactory business 
is being booked, even at the recent ad- 
vanced prices. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: American files, 66-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond 
files, 40-10-5 per cent off list. 


FISHING TACKLE.—Future orders 
taken last fall are now being shipped, 
and the outlook for 1924 is very prom- 
ising. 

FOOD CHOPPERS.—Sales are all that 
could be expected at this season of the 
year. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No. 0, $15 per doz.; No. 1, 
$18.20 per doz.; No. 2, 5 
No. 3, $28. 35° per Enterprise 
No. 501, $16.65 per No. 602, 
$20.80 per doz.; No. 703, $27 per doz. 
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GALVANIZED AND TIN WARE.— 
The situation remains unchanged, espe- 
cially as to tubs and pails. As stocks 
are reduced, jobbers’ prices will remain 
firm, to cover the advance all manufac- 
turers are now making. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after made water pails, 8-at., 
$1.85 doz.; 10-qt., $2.10 per doz.; 12- 
qt., $2.30 doz.; 14-qt., $2.57 doz.; gal- 
nized wash tubs, No. 1, $6 doz.; No 
, $6.75 doz.; No. 3, $8 doz.; 2-gal. 

alvanized kerosene can (tin breast). 

4.25 doz.; 5-gal. galvanized kero- 
gene can (galvanized breast), $7.50 
doz.; 1-bu. galvanized baskets, $7 doz. 


GLASS AND PUTTY.—No decided 
changes have taken place this week in 
the volume and character of window 
glass business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 40-in., 85 per cent discount; 
over 40-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial putty, 
100-lb. kits, $3.20; glaziers’ points, 

2 = 1, 2 and 3, one doz. packages, 

c. 


HATCHETS.—Sales are increasing in 
volume as spring approaches. Prices 
were largely reduced late in 1923 and 
are = aps favorable. 


ae uote from jobbers’ stocks, 
PR Chicago: Size 2 extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, "$12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatchets, 
No. 2, $8.45 doz. 


HANDLED HAMMERS.—Orders con- 
tinue to show a substantial increase in 
volume. Prices are on an attractive 
basis since the late 1923 reductions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
ball pein, $8.80 per doz.; competitive 
forged nail hammers, $9.60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, TOOL.—Prices are strong 
with advancing tendency. Sales are 
reported active. 


We quote from jobbers’ stock, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handies— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50 per doz. 


HANDLES, AGRICULTURAL. — As 
sales depend on crop and general busi- 
ness conditions, it is too early to fore- 
cast anything in this line. However, 
there was a great shortage of handles 
last year. No change in price is ex- 


pected. 

We quote from jobbers’ stock, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles. —Bent, =e 
and bored, best grade with strap 
ferrule and cap, 416-ft., $7.50 jen. 
5-ft., $8.50 doz.; XX bent, — strap, 
ferrule and cap 4-ft., $5. 50 ; 44%- 
ft., $5.75 doz.; XX bent, i ft. $4. 50 
doz.; 5 ft., $5. 50 doz.; X bent, 41%- ss 
$3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handies.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.; : hy 
ft., $4.40 doz.; X bent, 4-ft., $2. 


$5.25 doz.; X 5%-ft. 

Shovel Po A apa egular Pattern, 
xx 4%- ft., $5.90 doz.; ig 3.90 
doz.; D handle 5 eee grade, 7.95 i: 
x ‘erode. $6 
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Spade Coy ete ey best 
grade, $7.75 doz.; X grade, doz. 


HINGES —Current business is good. 
Prices continue to be firm, and there is 
nothing to indicate a decline. 


We quote from jobbers’’_ stock, 
f.o.b. Chicago: Heavy strap hniges 
in bundles, 4-in., $1.12; 5-in., $1.57; 
6-in., $1.93; 8- in., 3.21: 10-in., $4.92 
per doz. pairs. Extra eae at T hinges 
in bundles, =. ee ; 5-in., $1.85; 
6-in., $2.31; 8-in., 3.95: 10-in., $5.64 
per doz. pairs. 


ICE CREAM FREEZERS. — Orders 
continue to show fair volume. 


We quote from jobbers’ stock, 
f.o.b. Chicago: White Mountain, Se 
qt., $4.85 list; 2-qt., $5. 65 list; 3-qt., 
$6.75 list; 4-qt., $8. 25 list; 6-qt., $10. 45 
list; 8-qt., $13. 50 list; 10-qt., $18 list; 
12-qt., $21. 55 list; 15- -qt., 25.60 list; 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Arctic, 1-qt., $4 li st; 2-at., $4.60 list; 
3-qt., $5.55 list; 4-qt., $6.80 list ; 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 


INCUBATORS.—Nothing is in sight to 
slow down the unusual demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount: broader stoves, 30 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


NAILS.—Mills anticipate a heavy de- 
mand as soon as warm weather will per- 
mit building to continue. There has 
been a large inquiry for nails in car- 
load — from dealers. 


uote from jobbers’ stocks, 
mm Chicago: Common wire nails, 
3.80 per keg, base; cement coated, 
3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1- 
ee and longer, $2.50 for shorter than 
-in. 


OIL STOVES.—Interest is particularly 
active in this line for spring delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chheame: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
8-burner, $22 each list; 4-burner, $28 
each list; new improved New Perfec- 
tion, 2- burner, $22 each list; 3- 
burner, $28.50 each list; 4- burner, $35 
each list; Superfex 2- purner, $36 each 
list; 3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—There has been 
no change in price reported during the 
week. The demand is heavy and will 
continue so throughout the spring. 


We quote from jobbers’ stock, 
f.o.b. Chicago: * 

Linseed Oll.—Raw, barrel loté, $1.10 
per gal.; 5-barrel lots, $1.05 per gal. 

Linse ed Oil.—Boiled, barrel lots, 
a 12 per gal.; 5-barrel lots, $1.07 per 


gal 

Turpentine. .—Barrel lots, $1.12 per 
ga 

Denatured Alcohol.—Barrel lots, 
55c. per gal. 

White Lead.—100-lb. kegs, $14.50 
per keg; 50-lb. kegs, $7.50 per Kes: 
25-Ilb. kegs, $3.80 per keg; 12%-lb 
kegs, $2 per keg. 

Dry Paste.—In barrels, 6c. 

Shellac.—(4-Ib. goo) white, “$3. ‘50 
per gal.;: orange, 25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


PYREX OVEN WARE.—Sales are in- 
— 


mete from jobbers’ stocks, 
tale Chicag 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-oz. (narrow 
neck only) 80c. per doz.: all styles, 
6-oz., $1.60 per eo 8-oz., $2 per 
doz.; 10-oz., $2.40 doz. 

Pie Plates.—No. 202 doz.; No. 
203, $7.20 doz.; No. 208, 35 20 doz. 
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Tea deg wm A cup, ned doz.; 4-cup, 
$24 doz.;: 6-cu 8 

Utility inp tte. 231. $8 doz.; No. 
232, $14 doz. 


RADIO.—Tube shortage is still acute. 
Manufacturers are now making prompt 
delivery on complete sets. 


REFRIGERATORS. — Several of the 
manufacturers report their output is 
sold. The outlook for spring business 
is excellent. 


ROLLER SKATES.—Dealers are now 

preparing their stocks for spring. 

There has been no change in price. 
We quote he, jobbers’ one, 
f.o.b. Chicag Chicago boys’ 
bearing, $1. 45 pair; girls” ball ae 
ing, $1.55 pair. Union boys’ ball 
a $1.55 pair; girls’ ball bear- 
ing, $1.65 pair. 


ROOFING AND PAPER.—The spring 
demand is opening in very good volume. 
Prices are very firm after the recent ad- 
vances, and further increase in price 
is not unlikely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best sa slate sur- 
faced prepared _ roofi $2 per 
square; best talc uertuesd. $2.35 per 
square; medium talc surfaced, 1.65 
per square; light talc surfaced, 1.05 
per square; red rosin sheathing, $70 
per ton. 


ROPE. — The Yucatan sisal district is 
still completely under revolutionary 
control. The Mexican situation has 
practically stopped the supply of sisal 
fiber. Manila fiber costs are also very 
firm at the recent advanced levels. 
Prices may go still higher. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope standard brands, 17\%c. per Ib.; 
No. 2 manila rope, 16%c. per Ib., 
base; No. 1 sisal rope, highest qual- 
ity, standard brands, 14%c. per Ib., 
base; No. 2 sisal rope, standard 
brands, 13%c. per Ib., base. 


SASH CORD.—Business is good and 
local prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard 
brands, $11 per doz. hanks; No. 8, 
$12.60 per doz. hanks. 


SASH PULLEYS.—tThere has been no 
change in price since last reported. A 
very satisfactory volume of business is 
being booked. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.: barrels, 54c. doz. Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
2. No. 105, 52c. doz.; barrels, 48c. 
Oz. 


SCREEN DOORS.—Orders taken ear- 
lier in the season are now being shipped 
out by the local jobbers. Indications 
are for a good, healthy demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$23.15 doz.; No. 296, 2-8 x 6-8, $28.20 
doz.; No. 311, 2-8 x 6-8, $40 doz. 

Window Screens. —No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Stocks are ample and sales 


are good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list: round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 

STEEL GOODS. — Because of the 
scarcity and high price of ash timber 
and high wages there is no possibility 
of a decline. If there should be any 
change in these goods it will more likely 
be an advance. Prices are firm. 














March 6, 1924 


SOLDER AND BABBITT METAL.— 
Tin and lead have taken almost steady 


advances now for. several months. 
Prices remain firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Warranted, 50-50 
solder, $34 per 100 Ib.; medium, 45- 
55 solder, $33 per 100 Ib. ; tinners, 
40-60 solder, $32 per 100 ‘Ib. : 

speed babbitt r Y= $25 per 100 Ib: 


Standard No. babbitt Fenetal $12 
per 100 Ib. 
STEEL SHEETS.—Prices are firm 


without change, effective to July 1. 
Demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 


STOVE PIPE AND ELBOWS.—In view 
of the fact that prices continue the 
same as last fall, with no prospect of a 
decline ahead, fall orders are being 
placed freely by the dealers. 


We quote from jobbers’ stocks, 


HARDWARE AGE 


f.o.b. Chicago: 26-gage 6-in. pipe, 

$17.50 per 100 joints; 28-gage 6-in. 

pipe, $15.50 per 100 joints; 30-gage 

6-in., pipe, $13.50 per 100 joints; 28- 

gage 6-in. elbows, $1.60 doz. 
WHEELBARROWS.—Prices are firm 
and unchanged. Orders are in good 
volume as the spring selling season 
opens. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Orders for barbed 
wire and staples are improving, but do 
not equal nails and field fence. Dealers 
are insisting on immediate shipment of 
all futures on wire cloth and poultry 
netting. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3.98 per spool; No. 9 


101 


galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $4.25 per 
100 lb.; catch weight spools painted 
barb wire, $4.30 per 100 lb.; 12-mesh 
black wire cloth, $2.10 per 100 sq. 
ft.; 12-mesh galvanized wire cloth, 
$2. 45 per 100 sq. ft.; 14-mesh bronze 
wire cloth, $6.70 per 100 sq. ft. in 
50-ft. rolls: galvanized before poultry 
netting, 45-10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES. — Local jobbers have 
made no changes in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife 
handle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-74%, per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101, Mas- 
ter Service set, $15.25; No. 202, Heavy 
Duty set, $8; No. 404, Universal 
Socket _ set, $7; 505B Screw 
Driver set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


New England’s Industries Improving 
—TI'rade Expects Good Spring Business 


(Boston office of HARDWARE AGE) 


| = New England trade collectively is looking for- 


ward to a lively spring business. 


stocks, say jobbers. 


ably more than a year. 


is looking up. 


Indications are the number of retail dealers handling 
automobile accessories will be larger this year than ever 
And certain dealers that have carried accessories 


before. 


BATHROOM FIXTURES.—Evidently 
having in view the fact that many 
summer homes will require new bath- 
room fixtures after having been closed 
all winter, sales in this branch of the 
hardware business indicate anticipation 
of retail requirements. The amount of 
business booked since Jan. 1 exceeds all 
previous records. 


BARBED WIRE.—Barbed wire busi- 
ness is running well ahead of last year, 
say jobbers. Although they have taken 
a tremendous amount of business, mills 
say they will be able to ship everything 
ordered from them on scheduled time. 


We quote from Boston jobbers’ 
stocks: 

Barbed Wire—From enere. galvan- 
ized, Waukegan, 80-rod reels, com- 
mon, $4.30 per reel; two-ply, $3.78 per 
reel; catch weights, common, 10 
per 100-lb.; two-ply, $5 

From the mill, f.o.b. Pittsburgh, 
galvanized catch- weight, in car lots, 
3.90 per 100-lb.; in less than car lots, 
yf 15; two-ply is quoted the same; 80- 
rod Teels, galvanized four- point in 
.30 per reel; in less than 
55; Lyman, four-point, in 
ear lots, $3.40; in less than car lots, 
$3.65; two- ply, twisted, in one lots, 
$2.84; in less than car lots, $3. 


BARROWS.—New England ieten 


Most dealers have 

anticipated requirements and a large number already 
have a considerable quantity of spring goods on hand. 
Buying of spring goods now is largely the balancing of 
New England’s backbone indu tries 
are slowly mending. The hide and leather markets are 
more active and firmer than they have been in consider- 
Boot and shoe makers are show- 
ing signs of life; raw cotton is betting down to a basis 
where cotton goods makers will get up enough courage to 
go ahead and manufacture something; the woolen industry 


bounds. 


merchandise. 


for several years will increase their departments. 
than half a million pleasure cars will be registered in 
Massachusetts alone this year, a new high record. The 
number of trucks in use also is increasing by leaps and 
The importance of the automobile and accessories 
is beginning to be appreciated, just as the importance of 
radio as a profit maker is. 
ing more money to circulation than any other kinds of 


More 


These two things are attract- 


In a recent survey conducted by the Chevrolet Motor 
Co. it was found that, strangely enough, garage rent is 
the largest item in the annual upkeep of a cheap car. 
Which, in the minds of many, is one of the chief reasons 


why the retail hardware dealer should go to it and get his 


prices on garden barrows are more uni- 
versal than they have been for months. 
For instance, those jobbers who, here- 
tofore have cut prices on No. 5 barrows 
are now quoting in line with other 
firms, $6.50 net each. 


We quote from Boston jobbers’ 
stocks 
Sarvewe. — Garden, No. 4 steel 


wheel, $6 net each; wood wheel, $6.25; 

No. 5, steel wheel, $6.50; wood "wheel, 

$6.75. F.o.b. factory, ‘No. 4, steel 

wheel $5.75, wood wheel, $6; No. 5, 

steel wheel, $6.25, wood wheel, $6. 50. 
BASEBALL GOODS.—Retail dealers 
evidently carried over little stock from 
last season, if impending orders are an 
indication. Not only is the average re- 
tail order for a wide variety of base- 
ball goods, but specifications against 
each individual number are highly sat- 
isfactory. 


We quote from Boston jobbers’ 
stocks 


Fielders’ Gloves.—No. $4.50 per 
doz., net: No. 507C, Pom "No. 509 3 
roe 75: No. 511, $16; No. 514, $19; No 


, $22; No. 
No 542, $29; No. 'BB2, $26. 50; No. 144, 

Catchers’ Mits. — No. $12 Pr 
doz., net; No. 574R, S16: i rt i 
$25. 50; No. 577, $97: ‘No. 588, $54; 


592, $72. 
Baseman Mits. — No. 603, $16 per 


share of the 1924 automobile profits. Another thing many 
New England retail dealers are figuring on this spring 
and summer is a larger builders’ hardware business. 


doz., net; No. 608, $27; No. 625W, $40. 
Masks. — Boys’ No. _— $4.50 per 
doz: net; Youths’, No. 31M, $19; 


Men's No. 41M, $42. 

Chest Protectors. — No. 903, boys’, 
$25.75 per doz.; No. 920, big league 
size, $46. 

Bats. — Crack-A-Jack, $2 per doz., 
net; Junior League, $3. 60; King of 
Field, $7.20; burnt oil finish, $10.80; 
Professional League, $12: Bing-Go, 
$12; youth’s assorted sluggers, $7. 20: 
Louisville Slugger, Jr., $5.40; Louis- 
ville Slugger (regular), $16.20. 

Basebalis.—Per dozen, net. Dandy, 
75c.; Boys’ Favorite, $1.65; Young 
America, $2; Junior League Special, 
$2; Junior League, $3.75: Boys’ 
League, $4; Dollar Lively, $6; Pro- 
fessional League, $8; Hardwood 
Leeme $12.50: National League, 


BICYCLES.—Beyond question the open 
weather this winter will give the mar- 
ket for bicycles a good start. Many 
factory and mill employees during the 
dull period this winter have found auto- 
mobiles an expensive luxury, and will 
go back to the bike as a means of get- 
ting them to and from their employ- 
ment. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’s, $30 to $32.50 each 
net: boys’, $29; women’s, $32.50; 
girls’, $29.50. 

Boycycles — No. 1, $9 net; No. 2, 


$10; No. 3, $13; No. 4, $15 


ne + se ate tale ie eatin oh Sm 
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BRUSHES.—Orders for paint brushes 
are flattering. The average retail 
dealer has little stock on hand to meet 
spring requirements. There is a suffi- 
ciently wide range of prices on brushes 
to meet almost any demands made by 
the public on the retail trade. 


We quote from Boston jobbers’ 
stocks: 

Brushes.—Paint, wall, $5 to $60 per 
doz., net; varnish, $3.50 to $25: calci- 
mine, $10.50 to $90; whitewash, $3.50 
to $130. 


CLIPPERS.—Incoming orders for clip- 
pers, both for immediate and future re- 
tail requirements are better than job- 
bers anticipated. From all that can be 
gathered in this market foreign goods 
are not popular, the general public 
having learned the value of the home 
product. 


We quote from Boston jobbers’ 
stocks: 

Toilet Clippers.—Khedive, 90c. each; 
Plymouth, No. 00, $1.10: No. 0, $1.20; 
Mayflower, No. 00. ae No. 0, $1.25; 
Success, No. 1, $1.5 No. 0, $1.65; 
No. 00, Yr 88; Capital No. 1, $2.35: 
No. 00, $2. 

Stewart No. 1 Ball Bearing Clipping 
Machine, $12.75; No. 360, Top Plate, 
$1.25: No. 361 Bottom Plate, $1.75. 
lbiscount, 33% per cent. 

Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 
$80 f.o.b. Chicago; pedestal type, $85 
f.o.b. Chicago. Discount, 25 per cent. 


COFFEE MILLS.—The advent of Lent 


always finds more or less demand for 
coffee mills, and 1924 is no exception. 


\e quote from Boston jobbers’ 
stocks: 

Coffee Mills. Landers, Frary & 
Clark line, No. 0014, $13.25 per doz.., 
net; No. 014, $15: No. 44, $9.50: No. 
109, $12.50; No. 110, $15.50. 


CUTLERY.—Spring demands for cut- 


lery have been fair; most retail dealers 
continue to buy in a_ hand-to-mouth 
manner. 


We quote from Boston jobbers’ 
stocks: 

Straight Shears. — Universal line. 
japanned, - ~ $8 per doz, net: 6% 
in., $8.50; 7 $9: 7%-in., $9.55: &- 


in., $10.10; 9- a. $12. Nickel-plated, 
H-in., $9.15: 6%-in., $9.55; T-in.. 

$10.10: 7t4-in., $10.75: &- in., $11.15: 
%-in., $14. Left hand, 7%-in., $13.80. 


Bent Trimmers. — Japanned, 7-in., 
$9.55: S8-in., $10.75: 9-in., $13.55; 10- 
in., $16.90. 

Barbers’ Shears. -— Nickel -plated. 
7% $12 per doz., net 8-in., $12.80 

Kelesors. — Pocket. 4-in., $8.35 per 
doz. net; 4™%-in., $8.65 Embroidery. 
3%-in., $7.65: 4-in., $8.3 Ss Ladies, 
t-in., $8.35: 4%-in., $8.70: 5-in., $9: 
H-in., $10.35. 


ELECTRICAL GOODS.—While noth- 
ing alarming, there is a good steady 
movement of electrical goods from job- 
bers’ stocks to retail counters. 


We quote from Boston § jobbers’ 
stocks: 

iron.—Demanco, No. 5, $3.50 a doz. 
net: in lots of five, $3.25. Domestic. 
$5 list, in less, 30 per cent discount: 
in lots of six to 23, 30 and 10 per cent 
discount: in lots of 24 and more. 40 
per cent discount. Thermax. $3.30 
net. Quality line, Nos. 902, 905 and 
909. $6.75 list: Nos. 9091 and 9191, 
$7.70: in lots up to five, 25 and 10 per 
cent discount: in lots of six or more, 
25 per cent discount. 

Toasters.—Star, $3.50 net each: in 
lots of 12, $3.35 each; in lots of 25, 
$3.25 each; in gross lots, $3 each. 
Universal line, No. 946, $6.75 list: 
No. 945, $7.50: No. 947 (reversible). 
$8. Discount in lots up to five, 25 
and 10 per cent: in lots of six or 
more, 35 per cent. 


FENCING.—Belated buying of fencing 


for spring business assumed sizable 
proportions the vast week; jobbers well 
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sold ahead, but have confidence, thanks 
to assurances of manufacturers, they 
can make full deliveries. 


We quote from Boston jobbers’ 
stocks: 

Fencing.—Keystone Steel & Wire 
Co. line, Blue Ribbon from store, 50 
per cent discount; factory shipments. 
No. 832, $6.10 per roll, net; No. 636, 
$3.80; No. 846, $4.90; 'No 1047, 6-in. 
stays, $7.90: No. 1047, 12-in., stays, 
0 


Staples, Blue Ribbon wire, $5.10 per 
100 Ib., in full packages. 


FOOTBALLS.—Orders for footballs 
for next fall delivery continue to filter 
into the wholesale market. In view of 
the gathering strength of the raw 
leather and rubber markets, some retail 
dealers take the stand it is a good time 
to cover requirements. 


We quote from Boston jobbers’ 
stocks: 

Footballs. oe complete with 
bladders. No. °4 per doz., net; No. 
4, $12: No. 5. seis 

Bladders. —For No. 3 and 4 foot- 
eres $3.50 per doz., net; for No. 5, 


FREEZERS.—Bookings for freezers to 
date are well in excess of those for 
the corresponding period last year. 


We quote from Boston jobbers’ 
stocks: 

Freezers.—White Mountain, oy 
$4.85 list: 2-qt., $5.65; 3-qt., 6.75: 
4-qt., $8.25; 6- at., $10.45; 8-qt., $13.50: 
10-qt., $18: 12-at., $21.50: 15-qt., $25: 
*0-qt.. $33.20: 25 -qt., $42.60. 

Arctic, 1-qt.. $4 list: 2-qt., $4.60: 
S-qt., $5.55: 4- -qt.. $6.80: 6-qt., $8.66: 
S-qt.. $11.10; 10-qt., $14.80; 12-qt., 
$16.65: 15-qt.. $23.30: 20-qt., $30. 

Jobbers’ discount, 50 per cent from 
store or factory. 

Alaska, 1-qt., $2.95 list; 2-qt., $3.45: 
3-qt., $4.10; 4-qt., $5: 6-qt., $6.30; 
S-qt., $8.20; 10-qt.. $10.75: 12-qt.. $14: 
15-qt., $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only, 
$2.25 less one-third off. 

Auto Vacuum, 1-qt., $5 list: 2-qt.. 
$6: 3-qt., $8: 4-qt., $10. Discount, 
3314 per cent. 


GRINDING WHEELS.—Consumption 
of grinding wheels is increasing as in- 
dustrial New England gathers mo- 
mentum. Other than a steady yet slow 
expansion in the amount of stock 
moving out of jobbers’ hands, the mar- 
ket is without special feature. That 
is, vrices do not change noticeably. 


We quote from Boston jobbers’ 
stocks: , 

Grinding Wheels.—-Norton Co., line. 
regular grains. 65 and 5 per cent dis- 


count: special No. 38 grain, 60 per 
cent discount: elastic. 45 per cent 
discount: ervstolon, 60 per cent dis- 
count. 





HACK SAWS. hack saw business 
in February was fully up to records 
of previous years. Of late there ap- 
pears less inclination among jobbers 
to shade prices. The market on the 
surface unquestionably is very steady. 
we quote from Boston jobbers’ 
StLOCKS: 

Hack Saws.—Standard makes, in 
lots of less than %-gross, 3314 per 
cent discount: in one to five gross 
lots, 49 per cent discount: in five 
gross lots and more, 40 and 10 per 
cent discount. 

HANGERS. — The retail hardware 
trade evidently is preparing for a big 
spring building boom. At least recent 
sales of hangers suggest so. Heavy 
constructions has been comparatively 
light among mills, factories, etc. It is 
natural to assume it will be better this 
spring and summer, which _ iustifies 
hanger purchases by the retail trade. 
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A. A quote from Boston jobbers’ 


Hangers.—Timber or joist, No. 300, 
for 2 x 6-in., timber, 18c. each, net; 
No. 301, for 2 x 8-in. timber, 20¢. 
each, net; No. 302, for 2 x 10-in. tim- 
ber, 28c. each, net; No. 403, for 2 x 
12-in. timber, 56c. each, net; No. 213, 
for 3 x 8-in. timber, 23c. each net; 
No. 214, for 3 x 10- ‘in. timber, 3lc. 
each, net; No. 315, for 3 x 12-in. -- 
ber, 60c. each, net; No. 319, for 4 x 
8-in. timber, 36c. each, net; No. 320, 
for 4 x 10- in. timber, 46c. each, net; 
No. 321, for x 12-in. timber, 64c. 
each, net. 


HOSE.—Garden hose, in the opinion of 
jobbers, will be an active item with 
the retail trade this spring and summer. 
The trade is quite emphatic in stating 


that retail and public needs are press- 
ing. 

We quote from Boston jobbers’ 
stocks: 

Rubber Hose.—%-in., in  50-ft. 
lengths, Commercial, 8c. per c., mess 
Pointer, 8%c.; Lead er, 9l4¢c.; Olympia 
(wire wound), 10c.; Good Luck, l1lc.; 
Vim, 10% c.; ‘Milo, 12%4c.; Bull Dog. 
13%ec. For 25-ft. lengths add “c. per 
foot. 


IRON AND STEEL.—The movement 
of iron and steel out of jobbers’ stocks 
have fallen off of late, which is natural 
say sellers; prices hold well; stocks 
large but not excessive, and well as- 
sorted. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.51%4 per 
100 Ib.; flats, $4.40; plain —_ and 
square concrete bars, $3.76%4; de- 
formed bars, $3.76%4; structurals, an- 
gles, channels, beams, $3.61%; tire 
steel, $4.80 to $5.15; open-hearth 
ee steel, $5 to $8; crucible spring 
steel, $12; bands, $4.311%4; hoops, $5.80 
to f° 30; cold rolled steel, $4.35 to 
$4.85: toe calk steel, $6. 15; plates, 
$3.611%4 to $3.86%4. 

iron.—Refined bars, $3.51% per 100 
ib.: best refined bars, $4.75; Wayne, 
$5.50: Norway, $6.60 to $7.10. 

Differentials. —Quantity, lots of less 
than 1000 Ib. of a size, 50c. per 100 
lb. extra; lots of 1000 to 1999 Ib., 20c. 
extra. 


LAMPS.—Gasoline lamps for summer 
homes are beginning to figure in week- 
ly business booked by jobbers. They 
gained materially last year in popular 
favor. 


We quote from Boston jobbers’ 
stocks: 

Lamps (Gasoline).—Coleman line, 
Quick Lite Lamp, Flemish bronze, $8 
net: brass fringed, $9; antique gold, 
$8 net cash: gold fringed, $9.25. 
Bracket lamp. $6.75 net each. Quick 
Lite lanterns, $5.25 net each. 


LAWNMOWERS.—Orders for lawn 
mowers are coming into the wholesale 
market in a satisfactory manner. Re- 
tail dealers appear to be discriminating 
in styles more than heretofore. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Hub. 14-in., $6 
each, net: 16-in., $6.25 net. Jewel, 
14- in., $13.75 list: 16- in., $14.50; Co- 
lonial, 8-in. wheel, ballbearing, 16-in.. 
$17.50 list: 18-in., $18.25; Newport, 
9-in. wheel, plain bearing, 16-in., 
$16.50 list; 18- $17.25: Lakewood, 
9-in. wheel ballbearing, 16-in., $19.25 
list; 18-in., $20; Imperial, plain bear- 
ing, high ’ wheel, five blades, 14-in., 
$26. 50 list; 16-in., $28.50; 18-in.. $30.50: 
Imperial. ballbear ng. 14- in., $29 list: 
16-in., $31; 18-in., $33; 20- in., $35; 
Caldwell lawn trim, 8-in., $16. 50 list. 
Discount. 50 per cent. 

Motor Lawn Mowers.—No. L, $325 
list; No. H, $400 list. Discount, 10 
per cent. 


NAILS.—Wire and other kind of nails 
are being shipped out against orders 
placed some time ago. Jobbers’ stocks 
in excellent condition, consequently 
orders can be filled promptly. 
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We quote from Boston jobbers’ bookings by jobbers justify this state- 600, $16.50. Hay wagons, No. 610, 
stocks t $18.20. Foot Racers, No. 450, $16.50. 
: Nails. — , Wite, $4. “4 per keg, base. ment, a ie No. 475, $45. Seasaw, 
rom store; from m in less than ; jobbers’ No. 551, $54. Circle, $74. 25: No. 510, 
carload lots, $3.35 per | Kes, base, ra ens Se eR, - Jonmene $81. Motor boat, No. 575, $46.20. 
and in carload lots, per Ke Sandpaper. — First quality. in %- No. rie $69.50. 
base, f.o.b. Pittsburgh. Galvanized ream ee 40 per po , on ddey ‘in A. C. Gilbert Co. line. Erector sets, 
wire nails, 1-in. and longer, add $2.50 less than %-ream lots, 35 per cent No. 1, “$1 each; No. 3, $3; No. 4, $5; 
per keg; shorter than 1l-in., $2.75; discount. Emery cloth, 5 per cent No. 7, $10; No. 8, $25; No. 10, $50. 


cut nails from store, $4.55 per keg, 
base; direct shipments, car lots, 
$3. 60° per keg, base; in less than car 
lots, $3.75; Tremont, cut nails, from 
store, $4. 35 per keg, except hardened 


discount. 


SILVERWARE.—Business is remark- 
ably good for this season of the year. 


Carpentry. —No, 701, $1.50 each: No. 
702, $2.50; 707, $3.50; No. 765, 
$5.50; No "70, "310; No. 775, $25. 

Chemistry.—No. 5007, $1.25 each; 
No. 5008, $3; No. 5009, $5; No. 5610, 

0 


steel, which are $8.10; from mill We quote from Boston jobbers’ : 
$4.05, f.0.b. Wareham, Mass., except stocks: Ma ic.—No. 2001, $1; No. 2005, $3; 
hardened steel which are $7.60: West- Silverware. — Community Tudor No. 2006, $5. 


ern cut nails, direct shipments only 


plate, spoons, tea, $ 
sert, $3.74 table, $4; soup, $4; forks, 


per doz.; des- Puzzles.—No. 1029, 25c. each; No. 


$3.75 base, f.o.b. Pittsburgh; gal- : 1030, 50c.; No. 1031, $1. 
vanized, four penny -weight and dinner, $4; dessert, $3.74; Knives, Electrical Sets.—No. $003, $3 each. 
smaller, $6.30 f.o.b. factory base, dinner, embossed handle, $4.50; des- me os —No. eo $1.25 each; No. 
larger $7. 05; from store, four penny- sert, $4.38; dinner, plated, $11.40; P54, $2: No. P56, 
weight and "smaller, $6. 80 base, larger stainless, $12.68; dessert, hollow ‘Transformers. ate. P60C, $3.50 each. 
$7. a: coment oe "43°78. et —_. oi ai. Disowunt mage ag $12; — Discount 33% per cent. 
in less than carloads per keg. .44. Discount for cas per cent. , 
base; in carloads, $3.45; hard steel STEP LADDERS.—Step ladders are in WASHING MACHINES.—Great hopes 
nails, from store, $8.10 per keg, base; , ; ; ames sage are held out for spring and summer 
from factory, $7.60; blued 3-penny- order. Spring house cleaning is close ; siete 
— light. sterilized lath, $2.05 per at hand. The handy man about the business. 
RIVETS.—In anticipation of a good oe eee. at = a Baan wa from Boston jobbers 
spring business, rivets are being con- YUSY: e step ladder is the best frien Washing Machines.—Electric, Haag 


tracted for more freely, according to 
the wholesale firms. 
hae quote from Boston jobbers’ 


stocks: 


stock $2.70 each, list; 
$4.50; 6-ft., $5.40; 


Rivets. — Structural, button head, 
in 200-Ib. kegs, $4.60 per 100-lb. base: 
for lots of less than 200 lIb., but not 
less than 100 lb. an extra charge of cent. 
40c. wr’ 100 lb. is made. Iron rivets, 
small, 40 per cent discount. 


ROPE.—As might be expected at this 
time of the year, sales of rope are 


$7.20; 10-ft., $9. 


in either case. Watch your stocks. 
We quote from Boston jobbers’ 


Step Ladders.— Paris line, 3-ft., 
4-ft., $3.60; 5-ft., 
7-ft., $6.30; 8-ft., 
Discount from store, 
334%, per cent; from factory, 40 per 


TOYS.—Report has 


line, 110 volt, 60 A.C., Cylinder type, 
metal cylinder, $87.50 net. Bluebird 
line, $160 list; discount 40 per cent 
for ‘single machines and 40 and 5 per 
cent in lots of six. me ad (uni- 
versal), galvanized tub, No. E3, $149.50 
each list; Copper tub, No. E4, "$162.50 
Discount 30 per cent. Discount for 
lots of six, 30 and 5 per cent. 


it that several WINDOW: GLASS.—Incoming business 


Maine, New Hampshire and Vermont in window glass better than expec- 
retail dealers are buying toys for next 


tations; jobbers’ stocks in fair shape; 


slowly yet surely expanding. Christmas. A new list was recently retail stocks badly broken. 
We quote from Boston jobbers’ issued on the Gilbert line of toys. We quote from Boston jobbers’ 
case s : , . : stocks: 
stocks: Prices are mixed, some up and others = a ee ae 


Rope. — Manila, 19c. per Ib. base; 
sisal rope, 17%4c.; hay rope, 16c.; cot- 
ton rope, 52c. 


being slight. 


down, the change in either direction 


bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double 


,  — Sis: »LONU, 5 >. . ’ . oD] ; 
nell ten toe lb. eo We quote from Boston jobers A. all sizes, 83 per cent discount. 
rE _* , :; stocks: Single B. 25 bracket, 85 per cent dis- 
SANDPAPER.—Retail _ holdings of Play Toys. — Tail-O-Wags, No. count; 34 — 40 ane . per ont 
420, $8.80 per net; No. 4390, discount; larger, 83 per cen iscoun 
sandpaper nag small or else a good $13.25: No. 440, Wheelbarrows, Double B, all sizes, 86 per cent dis- 
spring demand is expected. Current No. 615. $19.80. Sand wagons, No. count. 


Pittsburgh Steel Plants Maintain High 
Rate of Production Through February 


(Pittsburgh office of HARDWARE AGB) 

r NHE railroads continue their leadership as the heav- 
iest buyers of steel, orders for cars placed in Feb- 
ruary running close to 35,000, this including the 

final letting of the much talked of New York Central order 

amounting to 14,500 freight cars and 170 locomotives. 

This road has practically placed about 250 passenger cars, 

the total amount of steel needed for all these cars being 

close to 250,000 tons. Inquiries for cars and locomotives 
are still very heavy, domestic roads now having inquiries 
out for 8000 cars or more, also for over 200 locomotives, 
while Japan is in the market for 100 locomotives, which 
are very likely to be bought in this country. As a result 
of such heavy buying by the railroads and by other domes- 
tic consumers as well, orders booked by the steel mills in 
February were fully up to January, and may be a little 
larger. There is an active foreign inquiry for steel, but 
as yet Japan, from which much is expected, has not come 
in the market to any great extent. American steel mills 
are naming comparatively low prices on foreign inquiries 
for steel, having to do this in order to meet competition 
from foreign mills. In the past two weeks, probably 

25,000 tons have been placed in this country from abroad, 

but deliveries on most of this material will not be made 

for several months. 
Some foreign material is also being shipped into this 
country, especially pig iron, one shipment of close to 

15,000 tons having been started from abroad for delivery 


to the Pacific Coast. There is some prospect of foreign 
deliveries of pig iron at New England consuming points, 
and domestic furnaces are holding down their prices in 
order to keep this foreign iron out if possible to do so. 
Germany is again becoming very active in the world mar- 
kets, having lately sold a considerable tonnage of rails 
for delivery in Africa, against competition of Belgian and 
English mills... 

Operations of blast furnaces and steel works in the 
Pittsburgh district are holding up to the high rate of 
January, and at this time are averaging close to 95 per 
cent. February showed a higher output of steel] ingots 
and finished steel products than January, in spite of it 
being a short month. 

So far there is little disposition on the part of either 
consumers or jobbers to anticipate their needs, but there 
is a steady flow of orders for nearby needs that serve to 
keep the mills busy, and on some lines they are pretty 
well filled for thirty days. 

In tin plate, specifications are heavy; in most cases the 
mills are now shipping material that ordinarily is not 
asked for until May or later. Big consumers want to 
have their stocks as heavy as possible, so that they will 
have the tin plate in stock when they need it. Indications 
are that this will be the biggest year the tin plate trade 
has ever known. 

Sheets are holding up in demand, and reports that 
prices are easier, are not confirmed in this market. The 
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carload, per 100 Ib.: 


Philadelphia, domestic.$0.32 DE pcsnceeueecuell $0.265 
Philadelphia, export... 0.235 Cleveland ............ 0.215 
Baltimore, domestic... 0.31 Cleveland, Youngstown 
Baltimore, export..... 0.225 i sevbesenesne’ : 
New York, domestic... 0.34 DE o¢bhawhe00soees 0.29 
New York, export..... 0.255 DEE ° vc extersen das 0.29 
Boston, domestic...... 0.365 Indianapolis ......... 0.31 
Boston, export........ ee ree 0.34 





carload lots, minimum 36,000 Ib. 








PITTSBURGH BASE PRICES 


Note: It should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for 
carload shipments from mill or warehouse to retailers. For smaller lots, the usual advances apply. 


Annealed fence wire, base, No. 9 gage, per 100 Ib........ bee6oeeeees stnecéNiewe - + - $3.00 
Bright plain wire, base, per 100 lb........ $9666 60 40009406000000000000000800088 cco BOO 
Chain, pound, base, per 100 ID... cece cence ec ee rece neeeenseeecesesssesessese .00 
re rr Ce n, Se ie De. soe ene 6e 00 ebe 06 Oebheeb.eues 068 enene lees ooo. Bee 
Galvanized fence wire, No. 9, base, per 100 Ib...... ccc cccccccccvcces soeeesewes ' 3.45 
Painted barbed wire, base, fk rrrrrTiiT TTT TTT TT rir err ee 55 
Diachine BEND, GEOR, GENIE TREGRES, . occ cc ccccccvcccescccedececcececes 60 and 10 off list 
Machine bolts, all sizes, lad «a0: 6-66 e's 6 eh tee se 6 ende 689006 sR Renee 60 off list 
ee re ae, ae © we 2 Gels oc etas066 eb 00 Ce wnsd.o0eseceense 50 and 5 off list 
rr i aa ee ne noe g be UNS. 666 e060 6016s 60006 e Ke ees eee 3.15 
Nails, wire, base, per — MA dittih + Shee Oh Seeks 6100S Ed 6 60 60544 SERS eee 3.10 
nS ne Le ee on og O06 6 OU SSH OS 600680 660604560 $000 08s00 CORN 2.40c. 
a. 6 36 0n 6466 0 00b0 OOS 6640068 5006000 b06 C4 web eS 2.60c. 
Sheets, i cnn ine «cen oe hs S GR OhEA Oe OSMWES 68 6ead 6Oe eee eeeee 3.00c. 
es ss oe in a 6.6 0060460 CPOE OPO 0s O00 40O55 0060 006b0096066008 3.85c, 
rr Co. eee eg USO eb Ob UN e bese beUb eoceeeenee encanta 5.00c. 
rr rr Cs onan oh s ose 6 660 0.80.0 8606 KES OCKE6U6D © > 0K 4NR CES Be OE 2.40c. 
rr) a i i Ce i.» + 6 60g 66660 S FESS 6 606660 560050604S0000 800 6RN $3.10 
eS in oe ie bb ce Ne ep eee 606s 6664 Kee we oe Ueee anne 3.55 
A, Cs Ci Ce . anc cae ye 666 owe Ce 0Nn be Oee 66 00666 0Se eed OO eROS 3.90 
Steel pipe, black. butt ee nase 60 per cent off list 
Steel pipe, valvanized, butt welded, er Wea so 6 06604 66460 OH bbe wom 481% per cent ms > 7 
EE Ry ere Te er > Phare ey: 50) 
rs Ss A Ds 6d a a 6a bith a e:h ee 6 0660 686008 060s eee 65 per cent ofr list 
Wrought iron i i ee Pe b+ ss oe oe.6C CEN ede en eeeeewes 29 per cent off list 


Wrought iron pipe, galvanized, l-in. to 1%. 645604 654000060 bbs ben eon 12 per cent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron end steel products, carload lots, 36,000 lb. minimum 


*Applies minimum carload 80,000 Ib. +¢tMinimum loading 46,000 Ib. 

Rates from Atlantic Coast ports (i.e. New York, Philadelphia and Baltimore) to Pacific Coast ports of call on most 
steamship iines, via the Panama Canal, are as follows: Pig iron, 35c.; ship plates, 40c.; ingots and muck bars, structural 
steel, common wire products, including cut or wire nails, spikes, and wire hoops, 40c. ; sheets and tin plates, 40c.; sheets, 
No. 12 gage and lighter, 50c.: rods, 40c.; wire rope cables and strands, 45c.; wire fencing, netting and stretcher, 40c.; pipes 
not over 12 in. in diameter, 55c.; ; over 12 in. in diameter, 2%4c.per in. or fraction thereof additional. All rates per 100 Ib. in 





i P+ i ceneeeudee 0% *Pacific Coast ........ $1.15 
ee GE 6 scséces 0.735 *Pac. Coast, ship plates 1.20 
Kansas City (pipe). , 0.705 Birmingham ‘veenne50 ee 
nn Wseetweyesee-e 0.60 Memphis .........- 0.56 
Dt) atevoeewessoeee 0.735 Saahnamettio. all rail.. 0.70 
ae. DE 6s cee2e 0.705 Jacksonville, rail and 
eo 1.26 OE oko wens auecaica ee 

Denver Pe éeeees 1.17 New Orleans ........ - 0.67 








leading maker, the American Sheet & Tin Plate Co., 
reports that it is absolutely holding to regular prices. In 
fact, the local market on all steel products is holding very 
firm, large consumers and jobbers stating that they can- 
not find mills here that will shade the market, even when 
offered desirable business. The only possible exceptions 
are plates and structural steel on which some mills are 
naming less than regular prices, in order to meet compe- 
tition of Eastern mills that are hunting business in this 
district. How well prices on finished steel have been 
holding is shown by the fact that in nearly a year, the 
composite price on finished steel has remained at 2.775 
cents per pound, a variation of less than 1 per cent. 

The recent cold weather here, together with snow and 
ice, have helped sales of winter goods to some extent, but 


most local dealers will carry over pretty heavy stocks 
into next fall. There is a seasonable demand for other 
goods, but the volume of business is not as large as 
looked for, and February will show a loss in gross sales 
as compared with January, due in part to it being a 
shorter month. There is some difference in opinions 
among the’ local trade as to the future course of prices. 
Some believe that there will be advances, but others say 
that on many goods they carry prices are unduly high, 
and that makers of these goods would serve their own 
interests best by readjusting them to a lower basis. It 
is this feeling that is causing retailers to buy largely for 
direct needs, jobbers saying that on some goods they are 
advising the trade to buy only what is needed to meet 
early demands from their customers. 


AXES.—Local dealers report the de- BOLTS AND NUTS.—Most makers of cent off list; Carriage bolts, cut 


threads, all sizes, 50, 10 and 5 per 


mand quiet, and they are buying such rivets have named $2.75 per 100-Ib. on cent off list; Lag bolts, 65 and 5 per 
quantities of axes as are needed to structural rivets, and demand is re- ig om 4 ge ty ner cane on list: 
meet this limited demand from their ported to be somewhat better. How- Other style heads, of per cent extra: 
trade. Prices are holding firm, and it ever, this price could be shaded on a oe sane, Ag ge ge peg By 
is not believed there will be any higher very desirable order. Nuts and bolts are Larger and longer radi 50 and 5 per 
prices named by the makers when the in fair demand, but few actual new sales — me Set pressed Seeeren et 
time comes to fix the market for the have been made at the higher prices pressed nuts, tapped, 4.25c. off list; 
fall trade. named by the makers recently. Pres- C.p.c. and t. square or hex. nuts, 
t discounts on nuts and bolts, also Plank, 4c. off list; Cpc. and & 
We quote from jobbers’ stocks, = ; : ’ square or hex. nuts, tapped, 4c. off 
f.o.b. Pittsburgh, as follows: prices on rivets in large lots are now list; Semi-finished hex. nuts, 4 
and smaller, U. S. S., 80 and 5 pe 


First rade, single bitted axes, ; : 
handled, $19 per doz.; unhandled, $15 as follows: 


cent off list; % in. and larger, U. “i 
5 and 5 per cent off list; Small 


itted axes, handled, a 
$24 —y 5 double, bitted ¢ $20 per doz.; Bolts and Nuts.— Machine bolts, sizes, S. A. E., 80, 10 and 5 per cent 
second grade axes, single bitted, small, rolled threads, 60, 10 and 5 per off list; S. A. E., % in. and larger, 
aaa a $17.50 per doz.; unhandled, cent off list; Machine bolts, all sizes, 75, 10 and 5 per cent off list; Stove 
$14.50 per doz.; double bitted, han- cut threads, 60 and 5 per cent off list; bolts in packages, 75, 10 and 5 per 
dled, °Sf per doz.; unhandled, $18 per Carriage bolts, % x 6 in., smaller and cent off list; Stove bolts in bulk, Me 
doz shorter, rolled threads, 60 and 5 per 10, 5 and 2% per cent off list; 


Reading matter continued on page 106 
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Mc KINNEY 
Hinges Butts 


These hinges and butts are good 
to buy because they are finely 


made—and precisely. From solid 
bronze to plain steel, they are all 
that first-rate products should 
be. They are good to sell because 
your customer gets, for the same 
money, better workmanship 
than in the ordinary kinds. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and latches, shelf 
brackets, window and screen hardware, steel door mats 
and wrought specialties 
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bolts, 60 and 10 per cent off list; Bolt 
ends with hot pressed nuts, 60 and 5 
per cent off list; Bolt ends with cold 
pressed nuts, 50 and 5 per cent off 
list; Turnbuckles, with ends, % in. 
and smaller, 50 to 55 and 5 per cent 
off list; Turnbuckles, without ends, % 
in. and smaller, 65 and 5 to 70 and 
10 per cent off list; Washers, 5c. to 
5.25c. off list: Large structural and 
ship rivets, base, per 100 Ib., $2.75: 
Small rivets, 70 and 10 per cent off 
list. 
COLD ROLLED STRIP STEEL.— 
Some makers have named $5 _ per 
100-lb. as their price on cold rolled 
strips for delivery in second quarter, 
and state they have entered some or- 
ders at that price for shipment noted 
above. This might be construed as ad- 
vance of $5 per ton, as most of material 
being shipped out during this quarter 
was taken at $4.75 at maker’s mill. On 
account of the delay in shipments to 
some points, trucks have been called 
into use, and in these cases no charge 
is made to the buyer for boxing. The 
general demand is fair. 


IRON AND STEEL BARS.—tThe local 
market on steel bars is holding firm at 
2.40 cents on large lots, the demand 
being good, and the mills are well filled 
over the next several months. Iron 
bars are in fair demand, prices holding 


strong. 

We quote soft steel bars, rolled 
from billets, at 2.40c. base: bars for 
cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base: 
refined iron bars, 3.25c. base. in car- 
load lots or more, f.o.b. Pittsburgh. 
The above prices are for carloads or 
larger lots; jobbers and warehouses 
charging the usual advances for small 
lots from stock. 


LEAD WASHERS.—A leading West- 
ern producer has just advanced prices 
for the second time within two weeks, 
now quoting as follows, in bulk, 50-lb. 
boxes, $14 per 100-lb. in 100-lb. boxes, 
$13.85 per 100-lb. put up in 5-lb. car- 
tons, 50-lb. boxes, $14.75 per 100-lb. and 
in 100-lb. boxes, $14.60 per 100-Ib. 
freight equalized with Cincinnati or St. 
Louis. To jobbers the special discount 
of 10 per cent remains. 


HORSE AND MULE SHOES.—Ef- 
fective from Feb. 21, most makers ad- 
vanced prices on horse and mule shoes 
50 cents per keg, and are now quoting 
$6.25 in car loads and $6.35 in less than 
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car loads, f.o.b. at mill, Pittsburgh. 
The market is reported as firm. 


POULTRY NETTING.—Orders being 
placed for spring delivery are still 
quite heavy, and one local jobber has 
been compelled to order again in order 
to meet the demands of his trade. 
Sales of poultry netting this year will 
beat all former records, and if present 
heavy business holds up much longer, 
there may be a shortage in the supply. 
Prices remain very firm. 

Local jobbers are quoting 45 and 5 
per cent off list for galvanized after 
weaving, and 45 and 10 and 5 for gal- 
vanizing before weaving. 

SHEETS.—The fact that the makers 
of sheets have named present prices 
for delivery in second quarter, has not 
as yet brought out any large business 
for that shipment, buyers figuring that 
there is no necessity to buy very far 
ahead, as there is not much chance of 
any shortage in the supply. The mills 
are well sold up on all grades of sheets 
for this quarter, and have some busi- 
ness on their books for second quarter. 
New orders for automobile sheets are 
fairly active, one leading builder of 
ears having placed contracts for second 
quarter for about 25,000 tons with a 
local mill. Operations of the sheet 
mills continue on about an 85 per cent 
basis, some mills doing a little better. 


Regular prices on No. 28-gage black 
sheets are 3.85c. at mill, and for 28- 
gage galvanized are 5c. at mill, these 
prices being for carloads or larger 
lots. Jobbers charge the usual ad- 
vances for small lots from stock. 


STOVE PIPE AND ELBOWS.—Con- 
siderable cutting in prices is reported 
on these products. The regular price 
on stove pipe is supposed to be $12, 
base, for 6-in. 28 gage, per 100 joints, 
but this is being shaded to considerable 
extent. 


IRON AND STEEL PIPE.—Demand 
remains very active, especially for 
standard pipe, and it is intimated there 
may be a shortage in the supply when 
spring work opens up actively. Job- 
bers are buying heavily of oil well sup- 
plies of all kinds, evidently looking for 
an active spring trade. Prices are 
strong, and there are still reports cur- 
rent of an early advance, but nothing 
definite can be learned as to the truth 
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of these reports, the mills refusing to 
be quoted. Prices remain firm, but are 
without change, and for small lots from 
stock are as follows: 


Black Galv. © Black Galv. 
i. ° . .$3.39 _ ** .$ 7.18 > 9.31 
%. 3.3 12.59 


er ase 1%.. 9.7 : 

3.... 3.36 $5.50 1%.. 11.60 15.05 
%.... 4.17 56.4 2.... 15.61 
%.... 5.12 6.56 2%.. 24.68 


Above prices per 100 ft. f.o.b. Pitts- 
burgh. 


TRACK TOOLS.—Local makers are 
having a very urgent demand and are 
getting in the shape where they cannot 
promise as quick deliveries as some 
time ago. There will likely be an active 
demand for track tools for some time 
to come, as the railroads have very ex- 
tensive programs laid out for track 
work this year, and which will be ac- 
tively started when the good warm 
weather comes. Prices are firm, but 
nothing more is heard of the reported 
advance in prices to be made in the 
near future. In large lots prices being 
quoted by local makers are as follows: 
Picks and mattocks, 50 and 10 and 
5 per cent off list; hammers and 
sledges, under 5-lb., 60 and 10 and 10 
off list; over 5-lb., 60 and 10 and 10 off 
list; wood wedges, 6c. per Ib., and 
crowbars, 5%c. per Ib., all these 
vrices being f.o.b. Pittsburgh. Job- 


bers charge the usual advances on 
small lots out of stocks. 


WIRE PRODUCTS.—tThere is a good 
steady run of new orders for wire and 
wire nails, but as yet the demand is not 
ahead of shipments, so that the mills 
are not able to accumulate a backlog, 
which they usually do at this time of 
the year. Shipments are prompt, prices 
are not likely to be higher for some 
time, and the trade is still inclined to 
buy only for nearby needs. The de- 
mand for plain wire to be used in mak- 
ing rivets is reported to be very active. 
Prices on all wire products are holding 
firm. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire. $3.63 per spool: galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ib.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.: woven 
wire fencing, 63 per cent off list. All 
the above prices on spools are for 
R0-rod. 


Bad Weather Slows Up Cleveland Business 


—Spring Futures Show Promise 


(Cleveland office of HARDWARE AGE) 


UYING took a conservative turn during the latter 
B part of-February. Dealers complain that the severe 
weather caused consumer demand to slacken. This 
is reported particularly true of rural districts where the 
roads have not been entirely open to traffic. City busi- 
ness, however, has maintained a fair level. 
The conventions in this territory have kept salesmen 
away from their routes for ten days or more and has 
shown effect on wholesale business volume. When these 


two factors are properly considered, jobbers say that 
business has been at a healthy though not heavy point. 
Dealers are taking deliveries on steel goods, garden hose, 
lawn mowers and other spring lines. These were ordered 
from September to January. Filling these orders has 
kept jobbing plants active. City stores are displaying 
coaster wagons and spring cleaning equipment as evi- 
dence of their market confidence for the coming months. 
Collections and credits appear reasonably satisfactory. 


Reading matter continued on page 108 
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AiR-Way Lets the Outdoors In 
—or Keeps the Outdoors Out 





AIIRWIAY 


Multifold - 
Window Hardware 








Prospective home builders 
will aprreciate it if you will 
tell them about AiR-Way. 
A few words of recommen- 
dation may resvlt in a nice 
order. Write today for Cata- 
log A-4, which fully describes 
this modern window hard- 
ware. 


When the weather is warm and pleasant, sun rooms, sleeping 
porches and other rooms equipped with AzR-Way Mul!/tifold 
Window Hardware may instantly be thrown open to the bene- 
fits of sunshine and fresh air. 


And when winter comes, or sudden summer rains descend, these 
same rooms are quickly and securely sealed against the weather. 
The owner of a porch installation writes: “Now, when it rains, 
we have an enclosed room. And on pleasant days we have an 
open porch. While in winter we have a room which is easily 
kept warm.” 


That’s the notable advantage of AzR-Way. It either lets the 
outdoors in—or keeps the outdoors out. When open, AzR-Way 
provides an opening the full width and depth of the window 
frame. When closed, it is absolutely weather-tight and rattle 
proof. And it operates without interference from either screens 
or drapes. 


AitR-Way is by far the most perfect enclosure for sun rooms 
and sleeping porches. It also is ideal for bed rooms, living 
rooms, dining rooms and kitchens. Old-fashioned double-hung 
windows may easily be replaced with AzR-Way. 


Exclusive manufacturers of “Slidetite”—the original sliding - folding garage door hardware 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 











Chicago 
Minneapolis 
Omaha 
Kansas City 


AURORA, ILLINOIS.U.S.A. _ nas Aieniion 


San Francisco 
RICHARDS-WILCOX CANADIAN CO., LTD. Seattle 
Winnipeg LONDON, ONT. Montreal 
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ACCESSORIES AND TIRES.—Sales 
have been quiet in the general line. 
Winter specialties moving fairly well. 
Dealers beginning to consider spring 
accessories, though early orders are 
light. 

We quote from jobbers’ _ stocks, 
f.o.b. Cleveland; Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c, each for all sizes in 
lots of less than 60; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100: Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 


BOLTS AND NUTS.—Rumors heard 
regarding possible adjustments though 
no confirmation was obtainable at press 
time. Some factors are inclined to dis- 
count these rumors. Demand con- 
sistent but not heavy. Stocks adequate. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut thread, 50 
and 5 per cent off list; small, rolled 
thread, 50, 10 and 5 per cent off list; 
carriage bolts, large and small cut 
thread, 45 per cent off list; stove 
bolts, 75 and 5 per cent off list; hot 
pressed nuts, $3.25 off list. 


COASTER WAGONS.—Dealers are 
displaying wagons and jobbers report 
that deliveries are being made on 
orders placed last month. Current de- 
mand somewhat restricted. Big spring 
trade expected. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $8.50; size 
14 x 32, $6.43; size 14 x 34, $7. 03; 


size 16 x 38, $7. 73; size.18 x 40, $8.33 


each. 

Gendron line, high grade rubber 
tires, size 14 x 32. 8-in. roller bear- 
ing disc wheels, $5.70; size 14 x 34, 
10-in. disc wheels, $6.75; size 16 x 
88, 10-in. disc wheels, $7.15: size 18 
x 40, 10-in. disc wheels, $7.55 each. 

Bowman All-steel line: size 13 x 

No. 100 loose bearings, $4.50 

4. 15, according to quantity. No. 

200 same with self-contained bear- 

ings, $4.75 to $4.40, according to 

quantity. No. 80 same with spoke 

wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express wagons, No. 06, 
$8. s per doz.: No. 02, $15.80 per doz.; 

No. 4, $32 per ‘doz. Little Tot Coaster 
Wagons, roller bearing, double disc 
wheels, No. 38, $2.20, each: No. 40, 
$3.65 each. American Coasters, roller 
bearing wood wheels, steel tires, No. 
41. $5.40 each: No. 43, $6.40 each. 
National Flyer Coasters, roller bear- 
ing, double disc wheels, No. 51, $5.70 
each: No. 53, $6.90 each. 

Janesville Brand, No. 11 R. $8.70; 
No. 12 R, $7.95: No. 13 R, $7.20 each. 


HANDLES (TOOL AND AGRICUL- 
TURAL).—Actual sales have quieted 
down to routine demand for future de- 
livery, but total business booked since 
Jan. 1 appears heavier than usual; 
many dealers placed order early; prices 
not expected to change. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 Hickory, $4.25 
per doz.: No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straicht. 

. chucked and bored, 4% ft., $4.50: 5 
| ft., $5.50 ber doz.; XX. 4% ft., $3.80 
. per doz.; 4, ft., $2. ty a doz.. 
: XX, 5 ft., $4 '65 per doz. : 5 ft., $2. g0) 
per doz. 

Hay Fork Handies.—Bent. chucked 
and bored. 4% ft.. $7.50 per doz.; 5 ft., 
$8.50 per doz.; XX, bent, 4% ft., $4.30 
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per doz.; X, bent, 4% ft., $2.90 per 
doz. ; XX, bent, 5 'ft., $5. 25 per doz.; 
> a bent, 5 ft., $3. 30 per doz. 

Manure Fork Handles.—Bent, 4 ft., 
$4.75 per doz.; 4% ft., $5.10 per doz. 
XX, bent, 4 ft.; $4 per doz.; 41% ft. 
$4.30 per doz.; , 4 bent, 4 ft., ‘$2. 50 per 
doz.; 4% ft., $2. 90 per doz 

Garden Hoe Handles. “XX, 414 ft., 
$3.30 per doz.; X, 4% ft., $2. 40 per 


Garden Rake Handles. — XX, 6 ft. 
$6.25 per doz.;: X, 5% ft., $3.25 per 


OZ. 
ee Se ey — Regular pattern 
41%, f $5. 90 per doz., X, 4% ft., 
$3.7 75 per Won: D handle, ‘best grade, 
$7.95 per doz.; X grade, = 25 per doz. 
Spade Handi es. — D handle, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


NAILS AND WIRE.—Stocks in good 
shape generally with some shortages 
reported in 8-penny nails; prices hold- 








My Ma Knows 
Where 


My pa likes a good laff on 
my ma and always when he sees 
sales he tells her funny ways 
about them. But my ma she 
just smiles for she knows sales 
and she goes to ’em too but 
always it comes out she buys 
only when she sees for my ma 
says ’Taint the sales but what 
their selling and that’s why my 
ma goes to ’em all but she buys 
where they have what she 
wants and my ma knows where: 











ing; market seems strong, with con- 
sistent moderate current sales. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg; No. 9 gal- 
vanized wire. $3.95 per 100 lb.;: No. 9 
annealed wire, $3.50 per 100 Ib.: and 
cement coated nails, $3.25 per 100 Ib. 
Polished staples, $4. 05 per 100 Ihb.; 
galvanized staples, $4.50 per 100 Ib. 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg 
- Wire brads, 70 and 10 er cent off 

st. 


PAINTS AND OILS.—Mixed paints 
demand limited largely to indoor colors; 
stocks well balanced; prices — 


Jobbers quote f.o.b. waar 

Turpentine, in bbls., Tisig: less 
than bbls., $1.30% per Ti on. 

Linseel oil, in bbls., $1.06; less than 

s., $1.21. Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal., in 
wood bbls. 

English Venetian red, in tbls., 3%4c. 
per lb.; in 100-lb. kegs, 4%c. per Ib. 

White lead, in 100-Ib. kegs, 14%4c. 
per Ib.; in 50-Ib. and 25-Ib. kegs, 
14%c. per lb.: in 12% Ib. kegs, 15c. 
per lb. In 500-Ib. lots, 10 per cent 
discount; other prices are net. 


PYREX OVEN WARE.—Steady sales 
reported; prices as given guaranteed 
until June 30, 1924; stocks appear well 
balanced. 


Jobbers quote f.o.b. Clevela 
LIST PRICES.—Subject to - 
of 33',, per cent. 
Casseroles.—Round stand 
167, $1: No. 168, $1.17; No. 169, "$1. BS: 
No. 170, $1:67 each. 
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Bread one -. 97 Pans.—No. 212, 


ar 48 No. 2 och. 
jae $0.67: No. 221, 


epP 

Bn. By $0.50; Now *B08 $0. 67 each. 

Puddin: Dishes.—No. 450, $0.83; 
No. 463, $0.4 40; No. 464, $0.57 each. 

Pie Plates.—No. ~ B. 50; No. 203, 
$0.60; No. 209, $0.60 

Custard Dishes. ite. 423, $0.17; No. 
423, $0.13 each. 

Tea Pots.—No , $1.67; No. 14, $2; 
No. 32, $1.67; No. af $2; No. 22, $1. 67; 
No. 24, $2 each. 


ROPE.—No changes reported. Market 
offerings appear uniform, Further de- 
velopments may change status. Noth- 
ing definite available in future. Mexi- 
can political situation and the condition 
of a new crop will probably be deter- 
mining factors. Current demand mod- 
erate; stocks balanced. 


Jobbers quote f.o.b. Cleveland: 

Best grades manila, 17%c. for mill 
shipments; 18c. for stock shipments. 

Best grades sisal, 15\%c. stock ship- 
ments; 15c. for mill shipments. 


SCREWS.—Fair demand; stocks ample; 
no price changes reported. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list; 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head nickeled, 65, 
5, 5 and 5 per cent off list, and round 
gn brass, 70, 5 and 5 per cent off 

st. 


STOVE PIPE AND ELBOWS.—Fu- 
tures still coming in calling for Septem- 
ber delivery. Prices guaranteed until 
Aug. 1, 1924.—this includes. stove 
boards. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints. 
Security blued, 28 gage; 3 in., $3.35 

in., $3.50; 5 in., $3. 80; 6 in., $4: 
7 in., $4.65. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 in., 
$1. 40; in., $1.55; 7 in., $2.10, all per 


« = hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $21. ~. 

er doz.; 30 in., $18 per doz.; 28 i 
15.50 per doz.; "26 in. o Sle. 25. per den. 

Crystal boards, wood lined, oones 
shape, 20 x 30 in., $15 per doz.; 24 
36 in., © sae 65 per doz. ; 26 x 32 in., $16 
per 

Crystal voares Jes lined, square 
shape, 24 in. per doz.; 26 in., 
$7.25 per doz.; a in., $8.10 per doz. ; 
30 in., $9.65 per doz. 

Crystal stove boards paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., $9. 30 per oe: 24 x 


36 in., $10 per doz 26 30 in 
on6. 50 ‘per doz.; 28 x 34 in., $10. 75 per 
doz. 


WINDOW GLASS.—Fair demand; 


prices fairly steady; stocks adequate: 


Jobbers quote f.o.b. Cleveland: 

Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off list. Both sizes double 
A and B, 87 per cent off lis 

Lights, single and yt og 85 per 
cent off list. 

Single AA paper wrapped, 85 per 
cent off, double AA paper wrapped, 
85 per cent off list; lights, AA paper 
wrapped, 85 per cent off list. x 

Putty, pure, in 12% Ib. lots, $6.75 
per cwt.: in 25-lb. kegs, $6 per cwt.; 
in 100-lb. lots, $5.50 per cwt. Com- 
mercial grade, in 12%4-lb. lots, $4.75 
per cwt.; in 25-Ib. lots, $4.25 per cwt.: 
in 100- Ib. lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WRENCHES. — Moderate demand; 
ample stocks; prices steady. 


Snap-On Wrenches, No. 101, Master 
Service sets, $15.25 each: No. 201 
Heavy Duty sets, $8 each; No. 404 
Universal Socket sets, $7 each: No. 
505 B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all Snap-On 
wrenches, f.o.b. Milwaukee, Wis. Skid 
chains and cross links, quoted at 4% 
off list. 


Reading matter continued on page 110 ° 
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Hoover Demonstration Table at Ice Hardware Company 


Hoover Co-operative Plan increases yearly 
sales average from $689 to $9323! 


Since late in the year 1918, The Hoover has been 
sold in Newcastle, Ind., a city of 2065 wired homes, 
by the Ice Hardware Company. They have sold 320 
Hoovers, worth $20,716.75, placing one in better 
than every seventh wired home in Newcastle. 


In 1922 they adopted the famous Hoover Co-opera- 
tive Plan. Under this arrangement trained salesmen, 
furnished by The Hoover Company, secure the leads, 
make the demonstrations, sell and deliver the ma- 
chines, and render the necessary service. 


To be sure, the Ice Hardware Company co-operates 
zealously in every way. A Hoover demonstrating table 
is maintained theyear round right inside the front door. 
A Hoover window about once every month, and a 
consistent local advertising program contribute their 
quota to the successful working of the Hoover plan. 


‘THE Hoover Company, NortH CANTON, OHIO 
Theoldestand largest makers of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 


aT hays 





— 


WANN Vy evvovanenneedtianuabunnaneqddilt 
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It BEATS.:-- as it Sweeps as it Cleans 








Under this plan sales have strengthened materially 
and the Ice Hardware Company is very enthusiastic 
over the possibilities of future business. 


It is interesting to note that their average stock turn- 
overs a year number 14—on an investment of $500! 
Rapid turnover, small investment—the foundation of 
a profitable business. 


Many other hardware stores operating under this 
Hoover Co-operative Plan are enjoying similar pros- 
perity from their Hoover business. This is but one 
example of many noteworthy experiences. 


Wouldn’t you like to build a business with such a 
profitable, permanent future? ‘This year the Hoover 
franchise is even more attractive! Investigate it with- 
out delay. When may our representative call ? 


a 
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Hardware Trade in Twin Cities 
Expecting Increase in Sales in Near Future 


(Minneapolis office of HARDWARE AGB) 


steady improvement with the approach of the spring 


Bsc retail and wholesale hardware trade shows a 
The total business for February compares 


season. 


favorably with the same month a year ago. 
hardware sales which takes place during March is ex- 


pected within a short time. 


While there still appears to be some uncertainty in the 


AXES.—Sales continue good; stocks 


ample; prices stiff. 


BOLTS.—Retail demand for bolts im- 
proving; manufacturers buying in sub- 
stantial quantities; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
earriage bolts 50-5 per cent; large 
and small machine bolts 55-5 per 
cent; stove bolts 70 per cent; lag 
screws 60 per cent from standard 
lists. 

BRADS.—Sales 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—As condi- 
tions now stand the first few months 
of the year should show a very substan- 
tial volume of builders’ hardware sales. 
Indications are that not so many small 
homes will be built, but that there will 
be a larger amount of big structures. 


COPPER RIVETS AND BURRS.— 
Sales good; stocks good; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper riverts and 

burrs 40 per cent from list. 
COASTER WAGONS.—Retail demand 
will be opening up within a few weeks; 
jobbers report a very substantial vol- 
ume of orders; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin — Apto wheel coaster 
wagons, No. , $5.50 each; No. 61, 
$6.44 each; ne 62, $7.03 each; No. 
63, $7.72 each; Overland and Awl- 
steel coaster wagons 50 per cent from 


lists. 
EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Retail demand 
will soon open up; jobbers report a fair 
volume of orders; stocks good; prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
ae, single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28-gage conductor pipe, 
$5. 40 per 100 ft.; 3-in., conductor el- 
bows, $1.73 per doz. 


FIELD FENCE.—Jobbers report fair 
volume of sales; stocks sufficient; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence 56% 
per cent from lists. 


FILES.—Retail demand improving; fac- 
tory demand good; prices expected to 
advance owing to increase recently an- 
nounced by manufacturers. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 

GALVANIZED WARE.—Sales improv- 
ing; jobbers report good volume of fill- 


in orders; prices firm. 


good; stocks ample; 


The spurt in 


minds of many business men, the general expectation is 
that there will be a very satisfactory volume of business 
at least for the first six months of the year. 

The demand for automobile supplies and accessories 
throughout the winter season has been good, and is ex- 


pected to rapidly increase in volume as the driving condi- 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs, $6.85; No. 2, $7.75; 
_ 3 95; Heavy galvanized tubs, 

$12; No. 
$18. 50; ' geenhend galvanized SE ong 10- 
qt., $2.55; 12-qt., $2.90; 14-at., 0; 


16- -qt., stock pails, $5; 18- -qt., $5. 75 per 


doz. 


GLASS AND PUTTY.—Sales continue 


fairly good; prices steady; _ stocks 
ample. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Minnesota prices 
single strength glass 83 per cent; 
double strength glass 85 per cent 
from lists. Putty, strictly pure, 50- 
Ib. steel drums, $5; 25-Ib. drums, 
$5.20 per cwt. 


HAMMERS AND HATCHETS.—De- 
mand somewhat better; stocks good; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HFS81, $12: Riverside, No. 611%, $12; 
Plumb Broad Hate het, No. 2, $17.15; 
Plumb shingling, No. 2, $13.15; Plumb 
Claw, No. 2, $14.40 per doz. 


LANTERNS.—Sales showing a slight 
decline as the evenings get shorter; 
stocks ample; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular, long 
or short globe, $13 per doz.: 
lanterns, No. 210, $7.75 per doz.; No. 
240, $12.75 per Goat. No. 130, Midget 
vehicle lanterns, $17 per doz. 


NAILS.—Sales showing improvement; 
stocks good; big spring demand ex- 
pected; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 


coated nails, $3.60 per keg, base. 
PAINTS.—Retail demand rather inac- 
tive; jobbing sales good; prices sta- 
tionary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints $2.80 per gal.; Second grade 
house paints $2,10 per gal.; Best 
white lead $12.83 per cwt. 


PYREX OVEN WARE.—Sales continue 
good; stocks ample; prices remain 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.17 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c. ; 
No. 212 bread pans 60c.; No. 231 
utility pans, 67c.; o. 12 tea pots, 
2-cup, $1.67 each: No. 24 tea pots, 
4-cup, = each; No. 36 tea pots, 6- 
cup, 


REGISTERS .-—Retail demand just be- 
ginning to open up; jobbers’ stocks 
good; prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities. Cast ~—. regis- 
ters, 40 per cent from list 

ROPE.—Sales of rope veeniily improv- 
ing; — good; prices stiff. 


uote from local jobbers’ stocks, 


f.o. tg win Cities: Best grades manila 


tions become better. 


rope, 19%c. per Ib.; best grades sisal 
rope, 174ec. per Ib. 


SANDPAPER.—Sales show a good de- 
mand; stocks ample; prices as last 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream $5.85; Second 
‘grade No. 1, per ream $5.25: Garnet 
No. 1, per ream $16.50. 


SCREWS. — Substantial improvement 
noted in demand for screws from sash 
and door and manufacturing trades; 
stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head — 
blued screws, 72% per cent; flat 
head, japanned, 67% per cent; flat 
head, brass screws, 70 per cent; 
round head brass, 67% per cent. 


SASH CORD.—Retail sales small; con- 
tractors interested in future require- 
ments; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: est grades sash 
cord 8&6c. per Ib.; ordinary grades 
54c. per Ib. 


SASH WEIGHTS.—Contractors inter- 


ested for later requirements; stocks 
ample; prices stiff. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Sash weights 


$2.50 per cwt. 
SOLDER.—Very good demand; prices 
stiff and show continued tendency to 
advance. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 36c. per Ib 

STEEL SHEETS.—Sales beginning to 
open up; stocks ample; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvan- 
ized steel sheets $6.20 per cwt.; 28- 
gage black steel sheets $5.05 per cwt. 

TACKS.—Sales show a _ steady im- 
provement, especially in demand from 
—_ users; prices stiff. 
os Ss from jobbers’ stocks, 
PP Cities: American cut 
tacks, 6, 8 and 10 oz., 60c., 55c., and 
50c. per doz. 2-oz. packages, ye 
tively; 8-oz. blued carpet, 3lc. 
doz. packages; No. 11, double pointed, 
35c. per doz. packag es; 8 oz. cut 
tacks in bulk, 15%c. per Ib.; 6 oz., 
16%c. per Ib. 
TIN PLATE.—Sales show some gain; 
stocks ample at present, but not for 
heavier demand expected; prices show 
no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, furnace 
coke ICL 20 x 28, .75 per box; 
roofing tin IC, 20 x 28, 8-lb. coating, 
$14.25 per box. 

WASHERS. — Manufacturers buying 
washers in good quantities, as well as 
the railroads; stocks fair; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ™% in. wrought 


Reading matter continued on page 112 
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Six Turnovers— 
Six Profits a Year 


They know what they're talking about, 
G. A. Loescher & Son of Menasha, Wis. 
“Congoleum products are one of the fast- 
est-selling lines in our business,” they say 
in their letter (on the right). And they 
might have added, “in any business— 
from hardware to department store!” 


This year our nation-wide campaign of 
color advertising will place 360,000,000 
“ad-samples” of the superb rug patterns 
in the homes of America—an average of 
15 color pages for each family. 


Six turnovers a year is by no means 
unusual for Congoleum. Think of it! 
Six fat profits a year on a staple, easy-to- 
sell line that has a reputation for making 
satisfied customers. 


Write our Hardware Service Depart- 
ment for information on Congoleum prof- 
fits and how to start getting your share. 

CONGOLEUM COMPANY 


INCORPORATED 
Philadelphia New York Chicago Boston Pittsburgh 
Kansas City San Francisco Minneapolis Dallas Atlanta 
New Orleans Montreal London Paris Rio de Janeiro 





—“s Hardware Merchants Sell Gold-Seal Congoleum Ry 
1. A logical hardware line— 5. Quick profits—no tie-up 
sell the housewife floor- of working capital. 
covering when shecomes 6, Easy to display—little 
for household utensils. floor space required. 
2. A staple line—patterns 7. Easy to handle—packed 
are standard. in individual containers, 
3. Easysales-demandcreated ready to deliver. 
bynation wideadvertising. 8, Satisfied customers—high 
4. Small investment—no risk. quality is guaranteed. 








The Fastest Selling Fioor-Covering in the World i ll 
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You can order Congoleum Art-Rugs through your 
regular trade channels. The jobbers listed below have 
Congoleum in stock and make prompt shipments. 











Eastern Jobbers 
Beckley Hardware Co. Beckley, W. Va. 
W. Bingham Co. Cleveland, 
Buhl Sons Co. Detroit, Mich. 
Hall & Knight Hardware Co. Lewiston, Me. 
F.P. May Hardware Co. * Washington, D. C. 
A. T. McClure Glass Co. Reynoldsville, Pa. 
Persinger Hardware Co. Williamson, W. Va. 
Rice & Miller Bangor, Me. 
Standart Bros. Hardware Corp. Detroit, Mich. 
Talbot, Brooks & Ayer Portland, Me. 
John B. Varick Co. Manchester, N. H. 
Western Jobbers 
Hardware Supply Co. Ariz. 








Hardware & Mfg. ~~ 
Silliman Hwe. 

& Kellogg Co. 
Chamberlain Hwe. Co. 
& Mfg. Co. 

Kirk & Co. 


Co. 

Co. 
& Co. 
Co. 


Ky. 
Kan. 


Ind. 
Mich. 








Okla. 
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steel washers $6.15 per cwt.; 1 in. 
$5.60 per cwt. 
WHEELBARROWS. — Retail demand 
light; contractors placing some orders; 
stocks good; prices stiff. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 


Tubular steel, No. 1, $6.75 each; 
wood garden barrows, $6.25 each. 


WIRE.—Retail demand continues small, 


Artist Lauds Silver Ads 


That the advertisements of the 
Oneida Community, Ltd., Oneida, N. Y., 
are splendid examples of the adver- 
tisers’ art, was the opinion expressed 
~ 4 Robert R. Updegraff, in an article, 
“The High Cost of Mediocrity in Ad- 
vertising,” appearing in Advertising 
Fortnightly. 

“To my mind,” said Mr. Updegraff, 
“there has been no finer advertising 
published during the past fifteen years 
than Community silver advertising. 
Not only has it built up a wonderfully 
prosperous business for its makers, but 
it has been largely instrumental in do- 
ing a thing which seemed almost impos- 
sible: it has broken down the public’s 
prejudice against plated silver. It has 
shifted the emphasis from metal to pat- 
tern, and to correctness in the use of 
silver. 

“From the first, Community advertis- 
ing has been consistently above medi- 
ocrity—so far above mediocrity that it 
always stands out, regradless of the 
space unit used or the style of copy or 
illustration.” 





Sponge Washer Simplifies Auto 
Washing 


The Ideal Sponge Washer, made by 
The Gaylord Mfg. Co., Paterson, N. J., 
is designed for the washing of automo- 
biles and greatly simplifies that usually 
irksome task. Attached to any % or 





% in. hose it provides a continuous 
stream of clean water, enabling the 
washing to be accomplished in one-half 
the time and more thoroughly. Noth- 
ing to scratch or to get out of order. 
New sponges can be replaced when de- 
signed with ease. 

The washer is strongly and simply 
made, and there is nothing about it to 
get out of order, and it should last in- 
definitely. 





Giant Gear Compound Shear 
Operates at High Speed 


Dealers with shops should be inter- 
ested in the Economy Giant Gear Com- 
ane Shear manufactured by the 

conomy Clamp & Machine Co., 3430 
So. Ashland Ave., Chicago. The shear 
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but expected to open up as soon as 
spring weather prevails; stocks fairly 
good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; alvanized hog _ wire, 
4.25; smooth black annealed, No. 39, 
4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Both retail and whole- 





weighs 25 lbs. and measures 36 in. 
over all. The jaws are 9 in. and the 
blades are tool steel. The frame is 
made of cast steel. The shears will 





accommodate material as large as %-in. 
sheet steel. The manufacturers recom- 
mend the shear for tin shops, sheet 
metal shops, boiler shops, industrial 
plants, railroads, garages and scrap 
yards. The shear is manufactured in 
one size only and can be used for 
straight cutting by taking the gear out 
of mesh and inserting the pin through 
the two movable members. A base is 
furnished which prevents the shear 
from tilting while on the floor. 





3-in-1 Auto Signal Has Unique 
Features 


The Milwaukee 3-in-1 Auto Signal, 
exclusively distributed by Van D. 
Hooper, 333 Twenty-fifth Avenue, Mil- 
waukee, Wis., is equipped with a switch 
that will operate the stop signal from 
the foot brake. This does not interfere in 
any way with the left signal or parking 
light. It can easily be read a half 
block away. Most States require a 
driver to pass cars on the left, and 
there is practically no danger of a rear- 
end collision when. turning from the 
road to the right. The danger of col- 











lision is very great when turning to the 
left, and a left turn warning is a prac- 
tical safety device. The Milwaukee 
flashes a brilliant left warning that de- 
mands attention. A small parking light 
is a battery saver and a great con- 
venience. The =. light shows 
white in front and bright red in 
the rear. It operates from the dash- 
board, as also does the left signal. 
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sale demand very good; stocks in fairly 
good condition; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities:' Agricultural 
wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenches, 60 per 
cent; Snap-on wrenches in sets, 
Master Service, No. 101, $15.25; No. 
202, $8; No. 404, $7; No. 505B, $3.40 
less 40 per cent f.o.b. Milwaukee. 


New Baseball Rule Book 
Ready for Trade 


The Draper-Maynard Co., manufac- 
turer of athietic goods, Plymouth, 
N. H., has recently issued a new D. & 
M. Rule Book for 1924, containing com- 

lete rules for baseball, indoor base- 
all, handball and lawn tennis, and also 
a schedule of the National and Ameri- 
can Leagues. These books are being 
distributed with the compliment of the 
company, through its dealers. 





Water Heater Efficient in 
Operation 


The Miami Cast Iron Core Water 
Heaters manufactured by the Middle- 
town Mfg. Co., Middletown, Ohio, 
embody many distinctive improvements. 
They are simple in construction and a 
large straight waterway in the core 





eliminates clogging or liming. The im- 
mense tapering spiral gives this core a 
larger heating surface, which assures 


‘| plenty of hot water with special de- 
_ signed burner to meet all various gas 


pressures, whether on natural, manu- 
factured or mixed gas and is econom- 
ical in operation. Water connections 
are %-inch. The cast iron cores of 
these heaters are interchangeable for 
other makes of similar heaters. This 
Miami Heater has been especially de- 
signed to meet the need and demand in 
the severe hard-water and lime sections, 
and they are furnished in Russia black, 
blue or white enamel. Enamel finishes 
are of the highest grade vitreous enamel 
baked on at 1800 degrees and has a 
protecting inner coat on the inside 
of same. 


Reading matter continued on page 114 
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Sell the 
Complete Line 


The new Mirro Display 
Stand, furnished free with 
the fast-selling Mirro selec- 
tion, provides the means to 
take fullest advantage of the 
completeness of the Mirro 
line. Fifteen hundred dealers 
have already demonstrated 
that with the display stand 
and a representative Mirro 
stock they can increase 
sales-volume, turnover, and 
profit. Write at once for de- 
tails of this money-making 
proposition. 

Aluminum Goods Manufacturing 

Company 


General Offices: Manitowoc, Wis., U.S.A. 
Makers of Everything in Aluminum 
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lf it wasn't 
good— 


national advertising wouldn't 
make it so. But it is good, and 
national advertising is bring- 


ing phenomenal sales. It is 
the most convenient and 
quickest method of sharpen- 
ing knives that has ever been 
conceived, and advertising is 
educating the world to its re- 
ception. Recent sales investi- 
gation and letters from users 
have convinced us that there 
is at least one sale for every 
home regardless of size or 
class. 


Your customers will ask for 
the Ace by name. It is the 
only nationally advertised 
sharpener and is now running 
in Good Housekeeping and 
Country “Gentleman. Enjoy 
the thrill of selling only the 
best! 


Ace Hardware Mfg. Corp. 
Philadelphia 





We regret the slow 
shipment of Ace Potato 
Creamers. However 
the demand for this 
latest Ace product will 
soon be met and orders 


will be promptly filled. 


<C> Knife 


Sharpener 














A 














-_ 


HARDWARE AGE 


Washington News 


(Continued from page 93) 
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Trade League makes this interesting 
comment upon the present situation in 
Congress: 


Significance of Senator Capper’s 
Attitude 


“It is understood at Washington that 
a part of the Progressive plan is to 
charge ‘profiteering with Government 
acquiescence.’ Logically and_stra- 
tegically this development is favorable, 
for the reason that a fundamental 
argument in favor of Resale Price Con- 
trol by producers is misuse of trade 
mark good will as fictitious bargain bait 
to sell unidentified merchandise at ex- 
orbitant prices. Senator Capper’s at- 
titude may be said to be significant in 
this connection. 

“From the foregoing it will be seen 
that, in addition to the pledged support 
of Secretary of Commerce Hoover, 
representing the Executive Branch of 
the Government, and of the Federal 
Trade Commission, in two special re- 
ports to Congress, Resale Price Legis- 
lation is favored by Congressional 
leaders representing both the conserva- 
tive business and Progressive elements 
in the Senate, and by Chairman Win- 
slow, of the House Interstate and For- 
eign Commerce Committee, which has 
jurisdiction of the pending bills. Mr. 
Winslow has promised to fix a hearing 
date with ample notice for the prepa- 
ration and convenience of witnesses. 

“Our campaign of education is suc- 
ceeding. Our task is to hold the ground 
gained and to clinch the victory.” 


How Price Cutting Hits Identified 
oods 


The policy behind predatory price 
cutting and its effect upon the products 
of manufacturers of standard nationa!l- 
ly advertised goods are clearly shown 
in a letter recently received by a mem- 
ber of the House of Representatives 
from the manufacturers of Van Heusen 
collars in part as follows: 

“In a hearing before the Federal 
Trade Commission last month, in the 
matter of the re-sale price of the Van 
Heusen collar, of which we were the 
principals, quite a number of witnesses 
for the Federal Trade Commission, 
testified that they cut the price of the 
Van Heusen collar, which when sold at 
fifty cents, affords the dealer only a 
legitimate profit, merely as a ‘bait,’ that 
is, to attract people into their stores 
for the purpose of selling other mer- 
chandise. 

“Other retailers testified that they 
would not handle our product when the 
price was cut. Even those who cut the 
price, testified to this—the latter cut- 
ting for the reason that they did not 
want the consumers to feel that they 
were higher priced than the cut rate 
stores. Many retailers testified that 
when they cut the price on one article 
and lost money on it, they would make 
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it up on other articles; as the saying 
goes, what they lost on the round-a- 
bouts they make up on the winging- 
boats. 

“Some very important evidence that 
would be of value to you in your con- 
sideration of the Fair Trade bills, is 
written into the records of the hearing 
of the Federal Trade Commission 
against this company, and if you would 
like to get a copy of the testimony 
affecting this question, I will be very 
glad to send it to you.” 


No Program of Railroad Legislation 


The failure of the administration to 
present a definite program to the Con- 
gressional leaders for railroad legis- 
lation is the subject of considerable 
sharp comment on the part of shippers 
both large and small. The railroads 
are making tremendous efforts to han- 
dle current business and make the 
necessary extensions with the limited 
additional capital they are able to 
secure under existing conditions but 
some of the most far-sighted men of 
national reputation are insisting upon 
fair treatment for the railroads quite 
as much in the interest of the agricul- 
tural and manufacturing interests of 
the country as of the holders of rail- 
road securities. In a recent public 
statement on this subject Secretary 
Hoover set out the problem in graphic 
terms when he said: 

“Production, both of farm and fac- 
tory, stimulated and expanded by ready 
access to a great wide market of ade- 
quate buying power, is dependent at 
every stage on adequacy of transpor- 
tation for the enormous volume of na- 
tional production. The great rising 
curve of living standards; the security 
of American health; the widening of 
American opportunity and the strength- 
ening of American individual content 
and happiness—all these run parallel 
with the rising curve of the tonnage of 
commodity distribution. 


All Depend Upon Transportation 


“The problem is to visualize, into 
terms which every man can understand, 
the fact that transportation, adequate, 
ready, possessed of the means not only 
of present expansion but responsive- 
ness to new methods and new devices, 
is the very structure on which their 
earning power and the possession of 
articles of necessity and comfort 
depend. 

“We need go back no further than the 
fall of 1922, scarcely a year ago, to 
show that broken and inadequate trans- 
portation has the same age-old effect on 
flexible price. For almost the entire 
month of October, in the fall before 
last, grain could be bought daily in Buf- 
falo, brought that far by available 
water transport at a price which would 
readily pay double the railroad tariff 
rate to move it the forty-eight-hour trip 
to the Atlantic seaboard. 

“It could not move because the rail- 
road equipment was absolutely lacking, 
and the price available to the Western 


Reading matter continued on page 116 
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Demonstration Puts Casters 


Over Quick—at a Profit! 


A visual demonstration is the quick way to move casters! The 
handsome three-color steel Faultless Demonstrator shown be- 
low sells casters—dquick. It carries actual Faultless Casters in 
four popular kinds of wheels mounted in handles that can be 
quickly removed for demonstration purposes. 


Furnished free to distributors of Faultless Casters with the initial 
assortment of Faultless Selected Sellers—just sixty sets of 
Noelting Pivot-bearing casters of the sizes and styles used in 
every home. It is available, gratis, with any initial order for 
Faultless Casters of equal amount. 


There is a Faultless Caster Chart, too, that gives you auto- 
matically the number of the caster that will best fit the cus- 
tomer’s needs. Two of the big selling helps for the distributors 
who handle Noelting Faultless Casters. 


Make your caster sales profit makers—order from your jobber 


now! 


FAULTLESS CASTER COMPANY 


Evansville, Indiana 
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seller fell sadly away from the seaboard 
and foreign market basis. In the same 
month the price of farmer corn in Ne- 
braska sank to under thirty cents per 
bushel, while at that very hour the 
dairy farmer of New England franti- 
cally and vainly bid far over transpor- 
tation costs for the same corn, delivered 
in his bare storehouse. 


Disaster Faces Farmers 


“The lack of ready movement spells 
unbearable operating costs to the dairy 
farmer and disaster to the Western 
farmer. Yet there are those who claim 
to have the interests of the farm at 
heart who can see no strengthening of 
the farm position except through legis- 
lative reduction of rates, with curtail- 
ment of income and credit—the same 
publicly regulated inadequacy of income 
which had produced the condition of 
inadequate transport which scarcely 
more than twelve months ago cost the 
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farm many times any possible reduc- 
tion.” 

Reminding his hearers that transpor- 
tation had stimulated the earning 
power of our other industries, Secre- 
tary Hoover asked whether it had 
“shared an equal opportunity with the 
other major opportunities of America.” 
Answering his own question, the Secre- 
tary presented statistics regarding the 
increase in forms of wealth between 
1900 and 1920 recorded in their major 
aspects as follows: 


Farm WGIWOS. ......00% 281% increase 
Manufacturing  indus- 

i ipepvivkeewde 398% increase 
a 93% increase 





Total national wealth 295% increase 
Hoover Warns Railroad Baiters 


In concluding his statement, the Sec- 
retary issued this warning to those who 
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delight in the pastime of baiting the 
railroads: 

“The time has come when America 
must divest itself of the accumulated 
prejudices and passions in the treat- 
ment of transportation; when it must 
realize its dependence upon a continued 
and constant expansion and plan such 
relations of government to this indus- 
try that it shall be able to serve the 
full measure of national progress. The 
time has come when all forms of trans- 
portation must study their proper rela- 
tions to each other, in order to develop 
the full measure of service in the trans- 
portation structure as a whole. The 
time has come when national policies 
which affect railroads, through regula- 
tion, and affect as well water highways 
and motor highways, must be coordi- 
nated, to stimulate and encourage the 
expansion which every study shows will 
be inevitably required.” 


Michigan Speaks for Simplification 


that dealers bring their associates to 
all group meetings. Mr. Ireland ad- 
vised that problems not solved at the 
1924 group meetings be recorded and 
presented for discussion at the 1925 
convention. 

Thursday morning the election of of- 
ficers was preceded by four short ad- 
dresses. E. L. Hess, Detroit was the 
first speaker. He urged each member 
to size up his local needs, sound out 
his market, buy accordingly and take 
advantages of all sources of selling in- 
formation. He suggested more promi- 
nent use of display material offered by 
manufacturers and distributors. 

“Cross road stores are decreasing in 
number, but increasing in size,” J. H. 
Kolb, University of Wisconsin, told the 
delegates. “The farmer must be made 
to feel more at home in the towns, par- 
ticularly in your stores,” he said, “The 
matter of distance is still uppermost 
in the farmer’s mind. All things being 
equal he will buy at the nearest point. 
You must study him and his needs, give 


Clothes Line Pulley Has Unique 
Features 


The Ideal Clothes Line Pulley, made 
by the Radip Production Mfg. Co., Inc., 
124 Baxter Street, New York City, has 
a number of unique features which 
should recommend it strongly to house- 
holders. The pulley is made of pressed 
steel and it rust-proofed by a standard 
galvanizing process, and its special con- 
struction assures easy running and is 
said to entirely eliminate the possibility 
of binding. A special feature of the 


(Continued from page 84) 


him real service or he will go to an- 
other town or to the mail order house.” 

“Good business records” was the sub- 
ject assigned to C. L. Glasgow, Nash- 
ville. He strongly recommended care- 
ful records of all transaction, carbons 
of all letters, receipts to each customer, 
the initials of seller and purchaser, 
when not the head of the firm or house 
and said that when goods are returned 
an adequate record should be made. 
Such care will prevent disputes and 
misunderstandings. 

Charles H. Mackintosh, Chicago, ex- 
president, Associated Advertising Clubs 
of the World spoke on advertising to 
sell hardware. 

Norman Popp, Saginaw, chairman of 
the nominating committee then read 
the suggested ballot, given earlier in 
this report. The election was declared 
unanimous and the secretary instructed 
to cast a vote of one for the entire 
ticket. 

The annual banquet was held Thurs- 
day night at the Coliseum with more 








than 1450 dealers’ salesmen and guests 
in attendance. Hardware and profes- 
sional talent entertained. The speaker 
was Dr. Walter Scott, New York City, 
retired minister. Dr. Scott alternated 
solemn truths with philosophical wit 
and was given a pleasing ovation. Lee 
H. Bierce, secretary, Grand Rapids As- 
sociation of Commerce, was toast- 
master. 

Friday afternoon an executive, closed 
session was held. Committees met and 
the new executive board held its first 
congress. 

The exposition was open Tuesday 
morning, two hours Tuesday evening, 
Wednesday afternoon, Thursday after- 
noon and Friday morning. The ex- 
hibits were well attended, with the 
aisles crowded most of the time. Ex- 
hibitors report heavy orders and good 
inquiries. . 

The ladies were entertained with 
special theater parties, card parties, 
and a visit to the showrooms of a local 
furniture factory. 


pulley is the fact that it cannot freeze, 
thus obviating the annoyance to the 
housewife occasioned when this hap- 
pens. The pulley is equipped with a spe- 
cial guard, which keeps the rope in 
place and yet cannot fray or otherwise 
damage it. The pulley, which is very 
strongly made and should last indefi- 
nitely, is designed to retail at a popular 
price. 

The pulley may be easily installed 
and because of its high efficiency and 
low cost should prove an extremely 
popular item. 


Reading matter continued on page 118 
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Front 


Glass top, glass ends, 
glass front. Everything 
in plain sight and dis- 
played to best advantage. 


Get the “plus profit’ 
from your accessory sales! 


Display them under glass, grouped by class, so that every sale will 
help make another. 


For instance a Sherer Case used this way will certainly pay— 


—one section for Auto Accessories or Sporting Goods. 

—another for Carpenters’ Tools or Bathroom Fixtures 

—another section for Radio Equipment or Toys. 

—use the top shelf right under the glass for Pocket 
Cutlery or Precision Tools or Silverware. 


the more they see the more they buy 


The Sherer Case actually gives you 50% more display space than the ordinary show case. The 
goods displayed are samples which are not disturbed. The sliding glass front can be locked. 


And the stock is stored in easy running drawers behind the display. 
See what this means, not only in attracting attention and increasing sales but also in ease of 
handling and serving. 


There is nothing like the Sherer Case. It economizes in space—it saves fime and trouble—it 
assembles your goods in a logical arrangement—it sets your stock off to the very best advantage. 














Let us send you further details about this wonderful Case that 
gives you both display and storage. Use the coupon today. 


SHERER-GILLETT CO. 
17th ST., S. W. CHICAGO 


The cut away view at the left shows the large, easy to get at storage 

drawers for your merchandise. No need to keep your customers 

WAITING while you dig out a step plate from under foot or paw 

among shelves for carpenters tools or bathroom fixtures. The Sherer 

displays them boldly in a neat, orderly “here-I-am” fashion within a 

step of where the sale is made. This means SPEED in selling. 

SOS SOSNSSSSVSSSSSSSOSSSSSSSSSSSSSSSeeseoeaaoooooosese 
Gentlemen: We are interested in giving our Accessories a better chance to sell. 


Please tell us how we can possibly increase our display feature as much as 50%. 
This entails no obligation on our part. 
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Distribution and Simplification Go “Over the Top” in Iowa 


ers held the audience some two hours 
over the quitting time. Alexander 
Karr spoke first on the necessity of 
rural community leadership being vital 
to business. He called attention to the 
fact that the small town is being dis- 
turbed and after all it is really the cen- 
ter of community life of the country. 

G. A. Garver, Strassburg, Ohio, told 
how he had acquired a business from 
his father and built it up to a million 
dollars in 1920. Although Mr. Garver 
did not commence to speak until the 
lunch hour had arrived, the dealers 
asked him to go on and several times 
when he asked them if they wanted him 
to quit, he was answered with shouts 
of “No, go on, we’ll stay until you are 
done.” 


A Symposium of Distribution 


The Iowa dealers were treated to 
something new in the way of conven- 
tion talks in the “symposium of distri- 
bution.” R. H. Cowdery, American Fork 
& Hoe Co., Geneva, Ohio, represented 
the manufacturers. He stressed the 
value and importance of a manufac- 
turer in selling through the recognized 
jobber channels by contending that if a 
manufacturer handled orders direct 
from dealers it was necessary to set 
up a jobbing department which not only 
duplicated the work of the regular job- 
bers but added to the expense of the 
manufacturer. He also contended that 
advertising on a large national scale 
was too expensive and seemed unwar- 
ranted. 


(Continued from page 86) 


The jobbers’ side of the question was 
presented by F. H. Luthe, Luthe Hard- 
ware Co., Des Moines. He said that he 
believed the middleman’s profit has 
been unjustly attacked as under the 
present conditions there is not only the 
middle man but at least eight different 
ways a hardware dealer can purchase 
goods. The position of the jobber was 
defended strongly by his saying that 
it it were not for the complete stocks 
within easy reach of each dealer it 
would be necessary for every hardware 
retailer to pay as much for his goods at 
wholesale as he now sells them for, due 
to the freight charges from the far dis- 
tant factories. 

Mr. Luthe contended that prices could 
be lowered about 5 per cent on 80 per 
cent of the lines if dealers would order 
in standard packages, as the cost of 
putting through small orders and par- 
cel post shipments of small value not 
only increase the overhead but are han- 
dled at a loss. He also said that re- 
turned goods cost a jobber five times 
as much to take back into stock 
as it did to ship them, and asked that 
dealers help keep this expense down. 
F'requent mail orders were asked for as 
another means of reducing overhead 
costs which would help the jobber to 
sell goods for less. 

The retailer was represented by F. P. 
Bolinger, Afton, who said the retailer 
was not responsible for the prices which 
he was forced to get for his merchan- 
dise. The recent surveys were cited to 
show that the profits had not been ex- 


cessive and in some years not even sat- 
isfactory. 

The HARDWARE AGE cartoon on “Who 
Pays When the Salesmen Wait?” was 
described by Mr. Bolinger and he asked 
all dealers to see that salesmen enter- 
ing their stores received prompt atten- 
tion, as it would enable them to cover 
more ground and reduce their cost to 
their houses. Simplification was in- 
dorsed as well as the packing and bill- 
ing of goods by the decimal system. Al- 
though the jobber was condemned for 
selling outside the hardware trade in 
many instances, Mr. Bolinger pointed 
out that the jobber complained because 
the retailer was buying direct. He also 
cautioned jobbers about extending too 
loose credit to retailers, saying that 
lack of caution in this matter raised 
the price of merchandise, as other deal- 
ers had to assume their share of this 
loss. He cautioned dealers about being 


Secretary Sale’s Report 


Secretary A. R. Sale in his annual 
report called attention to conditions in 
Europe in contrasting them to those on 
our side of the water. While our condi- 
tion is satisfactory, yet Secretary Sale 
warned against the growing feeling of 
discontent. He stressed the need of 
united support and cooperation and 
cited the fact that year by year dealers 
were more intensely interested in con- 
ventions for the good they could get out 
of them and made an increasing num- 
ber of demands upon the state office for 
information to help with their problems. 


Advertising, Sidelines and Salesmen Debated Upon by Illinois Dealers 


discussed, using the statement in a re- 
cent copy of HARDWARE AGE that $1,- 
000,000 a day was being sent from 
rural sections to the catalog houses. 
This dealer told how one mail man on 
a route that was not considered very 
good had written $700 in money orders 
in one month. Another salesman told 
how his success was due to the advice 
and help of some of the traveling sales- 
men who called upon him. 

The cooperative buying movement 
and the participation of county and soil 
agents received considerable comment 
and dealers were urged to stop this 
kind of thing. 

Murray Sargent, Sargent & Co., New 
Haven, Conn., spoke on decimal pric- 
ing and packing. Mr. Sargent had this 
subject very well in hand and explained 
to the dealers how much work and ex- 
pense could be saved all along the line 
by the use of this system. He said 
that the movement had been started 
by the editorial in HARDWARE AGE. The 


(Continued from page 90) 
/ 


sentiment of the convention backed 
Mr. Sargent to the limit in everything 
he said and passed a resolution that 
the system be more generally adopted 
by manufacturers so the retailers could 
likewise put it into practice through- 
out their stores. 


What Brings Success? 


The Thursday morning “timely top- 
ics” session was in charge of H. G. 
Kling, Rockford Hardware Co., Rock- 
ford, and Walter Dennis, Decatur. The 
question was “What are the essentials 
to a successful hardware business?” 
The answers given according to the 
survey were: 1, personality; 2, knowl- 
edge; 3, sufficient capital; 4, right kind 
of buying; 5, proper records; 6, adver- 
tising. 

Paul J. Stokes, manager of the re- 
search bureau, National Retail Hard- 
ware Association, gave the dealers a 
very interesting hour on “Where is 
business headed ?” 


The Thursday afternoon session was 
headed by B. A. Schroeder, Schroeder 
Hardware Co., Barrington, and Herbert 
Giessing, Scaub Hardware & Iron Co., 
East St. Louis. The discussion cen- 
tered around the use of the inventory 
in the various phases of business. 

A. L. “Turnover” Kommers, Antigo, 
Wis., appeared as the speaker for the 
afternoon session. Again Mr. Kom- 
mers told the boys how he did business 
on a $3,000 stock, and gets nine turn- 
overs a year. 

The resolutions committee indorsed 
the simplification and standardization 
programs and asked for the extending 
of the work that had already been ac- 
complished. They also indorsed the 
movement to have dictionaries and 
school text books corrected so that the 
proper understanding of what profit 
was, would be had instead of the pres- 
ent method, which does not give to 
scholars the correct understanding of 
business fundamentals. 
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The live hardware 


dealer says: 


“They Said It Was Me 


‘*And then they turned their snow- 
man into an ice statue by spray- 
ing it with a Boston Nozzle on a 
length of my own %ths hose. 


“Well, it’s worth something to a 
merchant to have the best known 


area face on Main Street, especially if 


WOVEN HOSE & it’s a smiling face. 

RUBBER CO. 3 

Site Mew ‘Good goods and good humor 
a create Good Will, the most valu- 
facturers in the world. able asset in any business. a9 


Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 
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The corner triangles in your 
ALLEN Hollow Set Screws 
identify deep, clean sockets; 
sure fit for the wrench; firm 
leverage. 


They identify superior stock; 
special analysis steel of just the 
right carbon content to facilitate 
cold-working and heat-treating. 


They identify scientific heat- 
treatment—by which each dif- 
ferent diameter of screw and 
style of point is individually 
hardened. 


They identify the Allen process 
of cold-drawing, which com- 
presses the metal of the socket- 
walls, giving them 30% greater 
strength. They identify your 
interests—your customers in- 
terests—with Allen Safety Set 
Screws. 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 
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We have never at- 
tempted to manufacture 
our rivets to sell “at a 
price,” as we have 
always felt that we 
were rendering the ut- 
most service to the 
actual consumer by pro- 
viding the best article 
of its kind that can be 


made. 


ARAAT TTT TT 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 


i 
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WHY IT WINS! ! 














The Advantages of 
Dealing with Turner, 


Day & Woolworth 


UYING handles promiscuously is not good 
business for jobber nor dealer. The handle 
business is one of working a natural product 

and your buying is one of dealing with a house of 
high standards in grading stock, in manufacture 
and in service. 


“Grading,” of course, is a question of the personal 
element. We are rigid in our standards. Our 
plants lie next door to the source of supply. We 
carry over 2000 patterns in stock. Our line is a 
full line—you secure your complete requirements 
here. 


Most jobbers know that. But we want to remind 
you of our facilities for unexcelled service. You 
need dependable service. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 


DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 
Louisville Kentucky 


“Since 1855”’ 
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ag JELLIPTICAL RAM, CAN'T ROLL 
| (BLACK JAPAN FINISH 
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eval Si DESIGNED TO 
WITHSTAND HARD USAGE 


‘ THE NAME IS A GUARANTEE 
to QUALITY 


LENGTH 18 INCHES 
THRUST 5 INCHES 
WEIGHT 4 POUNDS 


attest eg 
OUGHOUT 


we GUARD ABOVE HANDLE 
PREVENTS INJURING HAND 


SDROP FORGED STEEL 
(RUST PROOF FINISH 





(MORTISE BEARING; JAWS CAN'T SPREAD 


“ip So NO SPRING TO BREAK 
he _ ~ 4—" 4 THIS BALL KEEPS THE 
















er) FOOT DOWN 
Tt i 


ROLLING FULCRUM PULLS THE NAIL 
OUT STRAIGHT 


COMMENCES TO PULL HERE-GIVES 
YOU TWICE THE POWER WHEN 
YOU NEED IT 


PLACE THE FORMOST EDGE ABOUT 
& INCH AHEAD OF THE NAIL,GIVE 
ONE SHARP BLOW AND PULL 





All of our goods are advertised in your issue of 
Hardware Dealers Catalog and Directory. Look 


them up and order from your wholesaler. 


CHAS. MORRILL, Inc. 
102 Lafayette St., New York 
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Jaws of a 
Kind 
All Capacities 
No Slip Joint 


SOLID JOINT 





PLIERS 


The New SOLID-JOINT Pliers 
With SLIP-JOINT Capacity 


Ii1EN you show your customers a superior tool 
at a popular price—a tool that they recognize 
instantly is better and handier than any they have 
used before—then swift, profitable sales are inevit- 
able. 
It is just this that Dealers from Coast to Coast are 
doing today with the new Mayhew Solid Joint Pliers. 





Here are some of the unusual features that have riv- | 


eted attention on Mayhew Solid Joint Pliers: 
Five Points of Superiority 


1. No Rivet or Nut to work loose and throw jaws out ot 
alignment. 

2. Smooth sides, nothing to jam in tight places. 
. No slipping of joints or two-hand manipulation neces- 
sary to grip objects of varied sizes that usually require 
a slip-joint plier. 

4. More powertul and accurate wire-cutter. 

5. Better leverage, better grip, scientifically shaped handles 

with Mayhew Comfort Knurling. 

If you are interested in merchandise that turns over quickly into good 
profit, ask your Jobber for Mayhew Solid Joint Pliers. A Display Easel 
mounting One Plier is furnished with each Dozen. 
Regular Model made in sizes 5, 6 and 8 inches, Thin Nose Model made 
in sizes 5 and 6 inches. Retail Prices: 5 inch 50c, 6 inch 60c, 8 inch 75c. 
All full nickel plated. Made also in extra fine nickeled finish at slightly 
higher prices. 


~ 


on 


Sold only through the Jobbing Trade 


MAYHEW STEEL PRODUCTS, INC. 


SHELBURNE FALLS, MASS. 
**Tools That Endure’’ 




















‘Profit? Yes; and 


satisfied trade, too! 


are what you get when selling the 
“SIMPLEX” and “GEM” Tapes 





The “SIMPLEX” is sturdy and well made, with %-inch 
simplified-reading black finish steel ribbon divided 12ths 
of feet, and steel lined case covered with durable imita- 
tion leather, hand sewed. 


Length List Length List 
No. 5232A, 25 feet, $4.20 No. 5232E, 75 feet, $6.85 
“ee, se * S25 ‘““ 5232F, 100 “ 8.75 





The “GEM” is light, compact, durable, with %-inch sim- 
plified-reading black finish steel ribbon divided 12ths of 
feet, and steel case with brown leathery finish. As an 
economical substitute for metallic tapes it is unequaled. 


Length List Length ist 
No. 5282A, 25 feet, $2.60 No. 5282E, 75 feet, $4.00 
5282C, 50 “ 2.90 ~- fo. 3 * 5.00 


Net Prices and Circulars on Request 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously si’ since Year 1885 


Branches Philadelphia Washington 
Chicago New York 
New Orleans Pittsburgh Factory . 
Chicago, Illinois 


San Francisco 
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NOW— 


The CHENEY LINE 


is more complete than ever 


The highest-grade quality ROYAL Grinders 
now have running mates in the more popularly 
priced CHENEY Grinders, which embody all 
of the characteristic fine workmanship always 
associated with the well-known Cheney Prod- 
ucts, and which open up a wider market by 
their lower price. 


Your Jobber can supply you with both. 


| S. CHENEY & SON 
| Manlius, New York 
| 


ROYAL 


Grinders 


No. 4 
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sii: Proven merit has won for GALVAN- : 
sie: OID the pre-eminent favor of the trade. : 
sais: GALVANOID is heavily electro-zincked : 
HH after weaving by our modern electric : 
HH process. Then a coating of transparent : 
EEE varnish is baked on. This protects the : 
sat: attractive finish, and adds to the firmness HE 
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The price is now down to a level 
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to stock. 
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Are you overlooking opportunities 


for BRONZE sales? 
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BRONZE is made of best hard- 
drawn wire 90% copper and 10% 
non-corrosive alloy. BRONZE 
should last as long as the house in 
most sections. Avoid copper sub- 
stitutes because these are entirely 
too soft and will not last as long. 
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We Also Manufacture 


“AMERICAN BRAND” 

Painted—Bright Galvanized—Kopnik— 

Monel—Copper, Special grades for par- 
ticular requirements. 


American Wire Fabrics Corp. 


Subsidiary of 
Wickwire Spencer Steel Corporation 


General Offices 
41 East Forty-second Street, New York 
Western Sales Office 
208 So LaSalle Street, Chicago 


Philadelphia 
Angeles 


pedasusnescessctsstmeucissssnassacssesanes 


rrr? 
it 


cmtr 
B 


ttrtttttt ttt 
TTTTITITIIILITIL LILI LTE EPEC EET Te 
ame 


PSOE SS SSSSSESESSSSESSSSSEHSSSESSSSCSSSHSSSECESSERSERS SEARS SSSGE 


= 


+ 
SSSSKSTHSSSHSEATAARSSCASSS SSSRSSSSSSKACKTHSISSSSASASARCSASAHASHSSASSTLERSRASA SACK SESRHSSERRAHSESs eC eeewesarisaanetesses 


jacana’ 
Trt 


‘aoc 


paeeanweceneeeeen 


i 








12 @ © 9088 68958568888 86 9S8 8888558 2280 88 £ 08588880 5 808880000 0000000000880000888058 608 S558 5 E8068 81 $4444 4444 
> TT ? a 


TTITITITITITL ELL Li 
Seceecacsaceces SSECERSKEERSESASSAESEESSESSSCSSSSSSHASSSESSSESSSCSSASSACSESSSSESSEEACE SER EGEEREESESREEBEEeeee 
t r 


San Francieco ‘ 


p=_a 


Worcester 


TLILIL LI i 
eunent TTT 


Buffalo 
Los 























124 HARDWARE AGE March 6, 1924 


CORBIN 
SCREW 


PRODUCTS 















































Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 


ers, Register, and Lad- 
der Chains. 






























Ss ability to 
stand up, guaranteed by 
our forty-five years experi- 
ence. 





The farmer knows when 
quality shows in his imple- 
ments because he is so close 
to them every day. 


We shall be pleased to 


furnish quotations im- 





Repeat sales have built our 


business since 1879. mediately upon receipt 


of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 


New Britain, Conn. 


Original 
Genuine 


Standara Everywhere 


Hay Carriers Hay Knives 

Hay Carrier Steel Tracks and Barn Door Hangers and Tracks 
Fixtures Wire Stretchers 

Hay Forks Weldless Chain 

Pulleys Tie-Out Chains 

Merchandise Carriers Hay Rack Clamps 

Steel Hoists Hardware Specialties 

Porch Swing Chains 


| JheNEY MANUFACTURING CO. 


Established 1879 
CANTON OHIO 


Minneapolis, Minn. Council Bluffs, lowa, 


Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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Myers Water Systems are pumping the water 
supply for thousands and thousands of homes, 
farms, public and private institutions. They are 
to be found in rural homes; in village, town, 
suburban and city residences; in hotels, apart- 
ment houses, schools, colleges and sanitariums; 
at parks, summer resorts and many other places. 


Some are being pumped by hand, others are 
being operated by wind power, while many are 
connected up with a gasoline engine or an elec- 
tric motor. Each one in its particular field is 
giving enduring satisfactory service, and its in- 
stallation has brought profits and more business 
to the dealer who installed it. 


Water Systems like the MYERS, because of 
their known value, proved merit and reliability, 
in styles and sizes for a wide range of service 
make money and bring prestige for those who 
distribute them. To find out more about them 
is but to drop us a line for catalog, information 
and trade prices. 


THE F, E. MYERS & BRO.<co. 


SHLAND, OHIO 


A SHL cod” PUMP AND HAY TOOL WORKS 




















Have You Received 
Your Set? 


Every merchant who 
sells any of the Pennsyl- 
vania Quality Mowers 
should have one of the 
1924 Selling Helps Out- 
fits. 

The season will soon be here when you 
will want to make use of these exception- 
ally attractive and wonderfully effective 
tie-ups to our National Advertising. 

Better send us your request immedi- 
ately. Everything is free, all you need do 
is to make good use of the outfit in order 
to make your Pennsylvania Quality sales 
for 1924 beat every previous record. 








LAWN MOWERS 


This is what you will receive: 


Store and Window Card Counter Folders: 


Colored Poster ‘¢How to Care for Your Lawn” 


Colored Car Cards or 
_And an Advertising Book 


Window Signs 
Handsomely Lithographed _of Illustration Cuts for 
Your Store Advertising 


Window Trim 


Cards and Folders Imprinted with your Name 
If you haven't received this 1924 Outfit, fill out the 


attached coupon, clip it and mail it to us without delay. 


Pennsylvania Lawn Mower Works, 
1615-35 North 23rd Street, 
Philadelphia, Pa. 


Gentlemen: 
I sell 


mpaeee (Insert name of Pennsylvania Quality Mowers you stock)" 


My wholesale 
dealer’s name is 


cere ee eer eee eeeeer eee eeeeneee thet eeneeettoseseeeeeesee eee eeeeeeene 


from whom you buy your Pennsylvania Quality Mowers) 


My name and 
store address 


eeoeseeeepsceeveeoeeceaeceveceaeoeaeeseeeeereoeeeeseeBeeoeaeoeeeeeseesceoese eee eeeseesd 


eeoreere eee eeeeeeeereeeeeeeeee FF oF Gee eeeteeeseseeeeseeeeeeeeeeeeese 


address here. This will be printed on your sales helps) 
Hdwe. Age. 8/6/24 
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SPRAY PUMPS 


Are You Ready For 
Spray Pump Sales? 


The bulk of spray pump 
sales are made during the 
months which would oth- 
erwise be the dull period 
in the hardware business. 


Fruit growers, farmers 
and gardeners are seeing 
Deming Spray Pump ad- 
vertising and buying now. 
And don’t lose sight of 
the fact that every dollar’s 
worth of spray pumps 
sold means approximate- 
ly a like amount of sub- 
sequent sales in accessor- 
ies, mixtures, supplies, etc. 





The Samson 
Double - Acting 
Barrel Sprayer 





Get your spray pumps in- 
to your window or out on 
your floor where everyone 
can see them. 


The ‘‘ Aerospra”’ 
Compressed Air 
Hand Sprayer 


If you find you are shy on 
spray pump literature or 
running short on stock, 





The . 
‘‘Wheel-A-Bout” | depend on Deming for 
Wheelbarrow . 

Sprayer fast service. 








THE DEMING CO. Est.1880 SALEM, O. 





The nearest distributor will give you every 
co-operation in getting the spray pump 





Send for latest businessin yourlocality. They usually can 
catalog make immediate deliveries from their floor. 
0 oe a Chas. J. Jager Co. 

0 Frew eS Se Henion & Hubbell 

Detroit Standart Bros. Hardware Corp. 

Denver . Hendrie & Bolthoff Supply & Mfg. Co. 

en. +. bb @ ka eee Laib Co. 

Pn '.. 2. « @ 6 Ralph B. Carter Co. 

en «3 6 6) oe W. P. Dallet Co. 


. . Harris Pump & Supply Co. 
ar eee a ey | rane Co. 
Central Supply Co. 


Pittsburgh 
San Francisco 
Minneapolis .. 
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Once Sold 
i( Stays Sold 


Dealers—A Qual- 
ity product for 
your particular 
customers. Write. 








that’s 
built to endure hard, 


A mower 

















constant usage in 
parks, cemeteries and 
other large lawns— 
that’s the Ideal Wol- 
verine. It has Tim- 
ken Bearings, Alemite 
Lubrication, double- - _ 
locked adjustments, a ey 
special steels and 
many drop forgings. 
No other mower of- 
fers such a combina- 
tion of features. Write 
for literature. 


Ideal Power Lawn 
Mower Co. 


R. E. OLDS, Chairman 


409 Kalamazoo St. 
Lansing, Mich. 


New York—13-19 Hudson St. 
Chicago—11 E. Harrison St. 


| (> 


— 
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7 
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Ste 
Borns 
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IDEAL 
WOLVERINE 


Lawn Mowers 
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Barrels of Money 
in Kegs of Chain 


Out of our “Stop-Waste” Keg come 
substantial profits for the dealer who 
will stock Hodell Coil Chains in the 
“Bulldog”, “Hodell” or “Samson” 


patterns. 


There are thousands of uses for 
chains around home, the barn, the 
shop or factory, anda keg of chain in 
the store where customers can see and 
handle it will sell itself. 


The “‘Stop-Waste” Keg is the best 
package ever devised for selling chain. 
Write us today for descriptive circu- 
lar and prices and discounts to dealers. 


The Chain Products Company 
Established in 1886 


Cleveland, Ohio 
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Bulldog Hodell Samson 
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~ LOOK FOR THE STAMI 


COLLINS &CO., 


HARTFORD | cs 


ON EACH TOOLIF YOU , 
© WANT THE GENUINI E 5% 


COLLINS. ‘amy 





CANNOT GO WRONG 
WHEN ORDERING AXES 
IF 


YOU SPECIFY 


4 COLLINS & 


Inserted Tool Steel Bitt Axes. They 
outlast the ordinary axe. We can 
supply any pattern in any finish. 
Either handled or unhandled. 

Send us your next order and let 
us convince you. 





lf your Jobber is not supplying 
you—write us direct. 


Send for New Catalog ‘“‘G”’ 





The Collins Company 


Established 1826. Incorporated 1834 
Collinsville 


Conn. 
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La Gross ® NAIL FILES 


Bring Beauty To Your Finger 





Note how attractively 


Display Case No. 5. 
it displays the implements—and the prices. 


This display case makes val- 
uable space more valuable. 


The more prosperous your business—the more 
valuable your space. And if that space is re- 
stricted you are naturally anxious to make the 
most of it. Many dealers confronted with such 
conditions have found this fine little La Cross 
display case a value booster—and more suitable 
to their needs than a larger case. 


No. 5 we call this case. It’s a beauty—the kind 
you're proud to have on your counter. The front 
displays a special assortment of La Cross 
tweezers, scissors and files—and the prices. The 
back has a compartment for stock—keeps your 
implements handy, and free from dust or tarnish. 


About the implements themselves. Any dealer 
who has sold La Cross will tell you that the im- 
plements this case displays so attractively are the 
finest made. And the fastest sellers. They com- 
bine highest quality with popular prices. 


The assortment costs $24.00. Selling profit 
over 100%. And the case costs you nothing. 
Just ask for it. Doesn’t a proposition like that 
fit you? Then get in touch with your jobber right 
away. 


SCHNEFEL BROTHERS 
Newark, N. J. 


La Gross 


Trade-mark Reg. U. 8S. Pat. Off. 


MANICURE 
IMPLEMENTS and SETS 








A Safe Rubbish 
Burner. 
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Store Office 


Apartment Resort 
Institution Factory 
Hotel School 

Park Street Corner 


Absolutely requires one or more 


Union Safe-T Rubbish Burners 


HINK of the enormous 
field of prospects you have 
as probable buyers. 


Finished in handsome green 
enamel, the UNION Safe-T 
makes a window display of un- 
usual drawing power. In fact, 
to stock and display it is to sell 
tt. 

Makes an ideal container for 
either clean or soiled clothes. 
Hundreds of other uses as well. 
Can be furnished with white 
enamel finish. 

Rigidly constructed of steel 
wire, electrically welded. Highly 
recommended by fire authorities 
in many cities. Will do all that 
the most costly similar device 
will do. 

And the price is right. That 
means a quick turnover, and 
generous profits. 

You cannot afford to overlook 
this rapid-selling, profit-making 
UNION Safe-T Rubbish 
Burner. Write today for com- 
plete information and prices. 


Union Steel Products Co., Ltd. 


Department 70 


Albion, Michigan, U. S. A. 


Covers lock tight here. 


Handle in center of top. 


When open, cover hangs outside. Or 


can be removed with one motion. 


ae i‘. 
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For Factory 
Waste. 






Handy Waste 
Basket. 
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Container for 
Fruits and 
Vegetables. 
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| (rege one end of the country to 
the other hardware retailers 
have taken a new interest in the 
profit possibilities in tires. 


Jobbers’ salesmen find hardware 
merchants everywhere who have 
heard of the Hartford proposition 
for 1924 and are anxious to know 
more about it. 


The long established reputation 
of Hartford assures big sales. The 
new agreement on Hartford Cords 
and the new “H” Tread 30 x 3% 
ClincherCords means bigger profits. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 
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Real Air Service 
in This Curtis 


T= above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—free of complicated parts 
—built for hard usage and will be on the job 
all the time. 4% to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manuifacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once for oO 
full information and de- 
scriptive literature. Use 
the coupon below, or a 
postcard will do. 





Style “S” Single Stage 
Outfit. Belted only. Five 
sizes— 14 to 3 H. P. motor 
required, 


CURTIS ——— MACHINERY CoO. 
1581 Kienlen Ave. St. Louis, Mo. 


Branch Office: 
530-W Hudson Terminal + New York City 






CuRTIS PNEUMATIC 


MACHINERY Co. St. pe = 


Est ablis shed 1854 
Gentlemen: Please send me full details on Curtis Air ities 
sors—your proposition and prices. 
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OME time in March four U. S. Army 
airplanes will take off from Santa Mon- 
=——— ica, California, for the first round-the- 
world flight. 


They will follow a carefully mapped course up 
the Pacific Coast to Alaska, across the Pacific, 
touching one or two small islands, down the 
coast of Asia to Japan and China. Thence to 
India, across Asia Minor, over Europe to Eng- 
land. And then, finally, home by way of Ice- 
land and Greenland. 
They will be groomed and tuned to perfection 
before the start. And inasmuch as an attempt 
will be made to establish a record for time, 
every precaution will be taken to equip landing 
fields along the way with the most efficient 
equipment for fueling, oiling, and servicing 
each ship. 
That’s why the Government Flight Supply 
Officer purchased a number of Brookins Meas- 
ures and sent them in advance to various land- 
ing fields along the way. They will be on hand 
when the ships arrive to give instant, positive, 
convenient service in “oiling up.” 
The Brookins features which have caused their 
P selection for this important service, have also 
impressed themselves on others who handle 
oil. The great majority of the better garages 
and filling stations now use Brookins Meas- 
ures. Convenience, economy of time and oil, 
the satisfaction of customers—these are as-. 
sured by such distinctive Brookins features as 
the flexible metal nozzle and the thumb-con- 
trolled outlet valve. 





Will You Share 
in These Profits? 





Pat. Applied for 





Frost’s Adjustable Catches 


are creating a big demand among Carpen- 
ters, Cabinet Makers, Contractors and 
Home Owners everywhere. 

They are the most practical catches for 
Cabinets, Cupboards, Closets and Small 
Doors of light weight. Quickly and 
easily adjusted — no special tool or 
wrench being required. 

Every New House in your town, built 
with cabinets, needs Frost’s Adjustable 
Catches. You can supply the demand, 
at a liberal profit and quick turnover. 


Write for Price List—Order from Your Jobber 


C. L. Frost & Son, Grand Rapids, Mich. 


Manufacturers of Hardware Specialties 














Quart, two-quart, and 

allon sizes—all 
copper finished. Write 
for sample and prices. 


THE BROOKINS MFG. CO., | 
303 BAYARD ST., DAYTON, OHIO. | 


frroeking 
IL MEASURE 


© 




















“OHIO” 


Shoe Lasts and Stands 





MADE ABSOLUTELY 
OF SP GUARANTEED 
SEMI-.STEEL AGAINST. 
BREAKAGE 


a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 


Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. | 
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The details of the Skroo-Zon Handle have been perfected 
after several years of careful study. It offers to the me- 
chanic more than a handle, it is a new Tool. Something 
that will be more than appreciated where a handle is re- 
quired for use on tapered shank tools. It prevents acci- 
dents, cannot slip and creates confidence, allowing full 


SAVES | CUTS ITS 
reno 00%0n 
MATERIAL— : 

TEMPER 


A Perfect File Handle 


The Special heavy steel Ferrule compresses the wood handle 
and prevents the Die from slipping. Another feature is 
that the ferrule acts as a guard for fingers and knuckles. 


The handle itself is selected, moisture-absorbing hard wood, 
carefully shaped to fit the hand. The tang never engages 
the wood, being held firmly in the hollow bore of the handle 





strokes in filing operation. —therefore, it cannot split! 


Jobbers and Dealers will find Skroo-Zon an inter- 
esting sales proposition. They have been adopted 
by Industrial Plants and Railroads as standard 
equipment—and are used wherever files, solder- 
ing iron, chisels, bearing scrapers or other tanged 
tools are used. 








Threading Die 


Tang After Thread 
Is Cut 


Write us for prices and complete details. Made 
in all sizes for files—Packed in boxes of 1 dozen. 
Also mounted on attractive display assortments 


Shows Die that cuts 
for Dealers. 


thread on tang. Ad- 
justs itself to any 
shape and firmly grips. 
Can be screwed on and 
off for use on aS many 
tools as desired. 


Process is the same as 
threading a pipe. 

Screws on and off with- 
out apparent wear. 

File can be used up to 
last inch—No waste of 
material. 


Made by 


THE SAFETY TOOL CORP. 
Watertown, N. Y. 


Cannot Come Off It Screws On 


Margin of Profit: 
309, on Your 
Investment 


UM 


Retail Prices: 





]]; 


WAWARAwS MAN 


10¢ to 25e tie \ y 


1, 
* EEE. YOANN +4 














National Advertising Makes “Red Devils” 
Easy-Selling Tools 


UR liberal policy of helping the dealer sell is extended 
through timely and consistent advertising messages to 
mechanics, linemen, electricians, glaziers, motorists, farmers, ,' 
households, and everybody who is a logical prospect for ~ 





using good tools. <O oe 
3S 

The “Red Devil” Tool campaign, appearing er a 
regularly in over twenty-five periodicals, is RS ve 
doing your sales work, and is creating a bigger © tee 
tool market for you. Ss sh 

gee 
SMITH & HEMENWAY CO., INC. gg Sty 

oN 


Manufacturers of “Red Devil” Tools 


98 Coit Street 


>) Oras os 3 
ra o\! xe ¥° so rv . 


Irvington, N. J. 
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Don’t Experiment! 


Buy Ferry Process Screws 





and Satisfy Your Customers 


The following is taken from a letter sent to us 
by a large jobbing house. It goes to show that 
once a customer has used Ferry Process Screws 
he will not be satisfied with a substitute. 


“We wired you today as follows: 


these are sent at once '.y express. We 
are up against it, an'i must have these 
at once. Due to ti2 fact that they 
have become very :rvch attached to the 
Ferry Cap Screw~. we cannot substitute, 
and are entirely .'ependent upon you.” 

















‘Express quick one thousand Cap 
Screws order twenty eight fifty 
nine.’ 


“On this order we specify 5000-5x2 
S A E Hexagon Cap Screws, and our 
customer telephoned the writer today 
requesting we see to it that 1000 of 


Don’t substitute-—-¢' -e your customers what they 
know to be the bext—Ferry Standard Cap and 
Set Screws. 


Ferry Process Screws are packed in convenient 
cartons for the Hardware trade. Immediate de- 
Let us quote you our price. 


‘If it’s upset---it must be heat treated’’ 


THE FERRY CAP & SET SCREW CO., Cleveland, Ohio 
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Mathias 


KLEIN 


Get the Lmemen’s 


Business! 


“76” is a carefully arranged dis- 
play of the complete Klein tool 
line, and includes a complete 
showing of linemen’s pliers, splic- 
ing clamps and climbing irons of 
the most popular patterns. Line- 
men are confirmed buyers of Klein 
Tools—this display aids you in 
supplying them! 


There’s Profit in it! 


& Sons 
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GRIFFIN — 


the hinge that is made 
of specially rolled steel 
under rigid inspection tigns to. sneer th 
to combine enduring  “*..2),.""""* 
strength with a finish wade emirei’in ous 
of lasting beauty. 


GRIFFIN Hinges are 
made in a wide va- 
riety of sizes and de- 


own mills—each butt 
wrapped in moisture 
proof paper and 
packed one pair in 
a box with screws to 
match. 






We Also 
Manufacture 

Cellar Window Sets, 

Hasps and Safety 
Hasps, 

Door Handles and Door 
Holders, 

Brackets, Push Plates, 








Drawer Pulls, Door 
Stops, 

Sash and Screen Lifts, 

Barrel Bolts, Corner 
“Braces, 

Corner Irons, Washers, 
etc. 


THE GRIFFIN MANUFACTURING COMPANY 


45 Warren St., New York ERIE, PA., U. S. A. 74 W. Lake St., Chicago 


Write today for our price list and the catalog of the 
complete GRIFFIN Line 























“Da, - 
erted 
MAUNGANUI TAT 


The Customer Who Leaves It 
To Your Judgment 


GUN ATLAN TALL TI 


LUDLAWSAYLOR 
WIRE CO. 


When it is left for you to decide—you become not the 
* Judge’’—but the Defendant! It is your trial, so to speak, 
and “Perfect” is a Character Witness. 


NIKOLITE 
N TE TY. of > Cl 
wet Re 


You will not only make a sale. Your decision will bear 
weight. When a customer says, “I'll leave it to you to 
send the best,”’ he is going to tell his neighbors all about 
the merits of his selection. Even if you did send ‘Per- 
fect” Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 


Your Jobber carries “Perfect.” 


emi 





UNATVIHAOUAREONAG SHALL AOA AU A Ae AML! 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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ROME, RIVETS 









BELT RIVETS TRUNK RIVETS 


fa 





AND BURS 


, & AND BURS 
All lengths No. 9 in all 


Nos. 3 to 15 
lengths from 
yy" to 14”, 















eons vets 
“ praniettes 
es ab 









boxed, uniform 
and assorted 
sizes. 1%, %, 1, 
3, and 5 pound 


packages. 








j <) 


HOSE RIVETS BRAZIERS RIVETS 
AND BURS OVAL HBAD 














Rivets which hold customers 












Nos. 00, 0, and 
Customers who specify Rome Rivets have used them and are wp Th my cea ; ley —— 
satisfied at results. ] Yj" to 14". lengths from 
46" to 114", 5 
Sell them Rome Rivets, for satisfied customers form the pound cartons. 
greatest asset to your business, and Rome Rivets make satis- 
BRASS JACKET BRAKE BAND 





fied customers. 
RIVETS 


RIVETS 
Nos. 7, 8, 9, 4" Nos. 7, 8, 9, 10, 
length, shank diam- 12, in all lengths 
eter 114", 56", %”. from 3%" to 1”, 






The extra large heads, uniform dimensions, pure copper, pre- 
| cise manufacture, convenient packages and superior working 
properties of Rome Rivets are constantly building customer 
good will for the dealer who sells them, and assuring repeat 
sales because they give the service expected from good rivets. 

















SPECIAL RIVETS 
Flat and Cone Head Braziers’ Rivets, 
and Copper or Brass Rivets of special 
shapes and sizes, made to order. 





Branch Warehouse: 3649 So. Racine Ave., Chicago, IIl. 


Member Copper and Brass Research Association 












ROME BRASS AND COPPER COMPANY, ROME, N. Y. 
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Styles ‘“‘Graham’’ and 
“A"’ All Steel Mowers. 
gga Indestruct- 


Fifty-five Years Giving 
Complete Satisfaction 


All Genuine “PHILADELPHIA”? Lawn 
Mowers are made with the sole purpose to give your 
m customers complete satisfaction. 

The fact that ““PHILADELPHIA’”’ [awn 
Mowers fulfill this promise is why they are so popu- 
lar wherever asin is grown. 








You are sure to find one of the 25 different models 
that will best meet the requirements of the man or 
woman who does the cutting. The various patterns 
include: 


*- *- a 
—— ree © er ee - eee 


18 Hand 
4 Horse 
3 Motor 


Send for Catalog and Discounts. 


| 
| The Philadelphia Lawn Mower Co. 
" 







Motor Mowers— 


31st and CHESTNUT STS., PHILADELPHIA, PA. * Riding ‘Type 


“The Original People in the Lawn Mower Business Since 1869” 








ea eee 


<0 
Combination Roller and Lave ower ' 
—_s}} 
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BABCOCK SPRUCE LADDERS 


~ 

















til HL 

















































































_W.W. BABCOCK CO. BATH, N.Y. 
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Soe a 
4 MADESCO TACKLE BLOCKS [° 
oe oo 
¢ Carry a double load— . 
ois e 
Ke : OUR customer’s load and your selling load. i 
bas 2 . 
s Exclusive Madesco features, such as the Safety i: 
a Nut Lock, the Cotter Pin Lock and thé Lock Block, Sra 
AS together with the downright dependability that is built Ee 
in each Madesco Tackle Block, make them blocks that at 
us stand the gaff. 
SE y rr *° 
Ri When you sell Madesco Tackle Blocks you also ‘sell , 
fe assured satisfaction, a satisfaction your customer will is 
iss long remember PROFITABLY for you. Ss 
BY! +i * 
z Write today for a complete catalog with prices and ans 
i F ade 
Be discounts. ite 
ae MARINE DECKING & SUPPLY CO. me 
i Factory and Sales Office Tackle Block Department ze 
ae EASTON, PA ee 
: as 
Tackl : 
and the AL’ | 





SHE KEPICS a a: " sm 
y re = reer oon SAS tela te Pog ene Fa eve? St is) & ¥ $- te 24 tp She oe 
ot ee ah Oy Wes : rears + iy ees are ge pens Jes Saw rashes as ok Ae ne are VERE 
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Sb SOUTH BEND | 
MALLEABLE, 


Reduces Price 
f | 
| 













While Others Advance 


Every dealer should take advantage of 
this opportunity to secure the Agency of 
this old reliable, well known line and en- 
joy the profits our new low prices make 
possible. 


Write for prices, catalogue and 
Agency proposition. 


Ney): | The MALLEABLE STEEL RANGE MFG. Co. 
: IANA. 


Makes Refrigerator Doors “Airtite” 
Stops Cold Air Leak$ 


Cours down ice bills and waste by keeping cold air in 
and warm air out. 















Wirfe “AIRTITE” Anyone that has a’refrigerator or ice-box will appreciate 
overdap of setxigurater the merit of Wirfs’ “AIRTITE CUSHION DOOR 
= SEAL.” Just strip it on the overlap of refrigerator 
doors and it provides a soft cushion-like airtite seal. 
Saves ice bills and keeps food better by stopping cold air 
leaks. 


Anybody can Apply it— 
Dimply tack om —‘lwmn the Covnonr! 








- n of ‘“‘AIRTITE’’ Door-Seal when ° ° ° ° ° ° 
Oroeersection °° door te open. thin This item has proven itself a big seller. It is nationally 





advertised. Send for prices and samples at once. 


ae Made by the manufacturer of the famous “HOME- 
| COMFORT WEATHERSTRIP.” | 














E. J. WIRFS, Sole Manufacturer and Patentee 
samy Graee aed en Et 128 SOUTH 17th ST., ST. LOUIS, MO. 
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RUBBISH 
BURNER 


WASTE 
BASKET 





cyclone (AJCH-A[] BASKET 


Reg. U. S. Pat. Off. 


Needed by every home. Convenient for the collection in lots of six. 
and disposal of trash of all kinds. Affords the only 
safe bonfire. Keeps burning fragments safely con- 
fined. Finished in baked green enamel. Nationally 
advertised—a steady profit maker. Shipped nested 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Write for prices and discounts. 


Get your share of this profit- 
request. 


Sell Cyclone Fence too. 


able business. Catalog and discounts on 


Write office nearest you. Dept. 20. 






eee Ill.: Cleveland, Ohio; Newark, N. J.;. Fort 
Worth, Texs: On" land, C al. (Standard Fe 1ce Co.); Port- 
land, Ore. (Northwest Fence and Wire Works). 
| ‘@clone ‘ 
(Trade Mark) “pedjag” The Mark 
The ‘‘Red Tag’’ Bey of Quality 





Cyclone Fe 














Listen 








Reg. 


Dealers’ Price, 30 cents each U. S. and For. 


Repeat Profit On Every NOKORODE Radiokit’ 


Soldering is an easy job with this Kit. The 
book of directions enclosed in each carton is 
plainly written and the most inexperienced ama- 





The new Nokorode Radiokit costs you 30 cents and 
retails at 50 cents as soon as displayed. It pays to 
display it. 





Because thousands of young men are building their 
own Radio Outfits and they realize the necessity of 
having each joint and connection soldered permanently 


teur knows just what to do. 


The Special Soldering Iron is made extra long 
and thin so as to reach wires and parts that are 





tight. unreachable with common soldering irons. 
NO KO R ‘ D E. The M. W. DUNTON CO., Providence, R. I. 
aa A D L OK i T Gentlemen: Please ship us .............. Nokorode 
Radiokits WN as de eo 6a ees 


contains box of NOKORODE Soldering Paste, strip of solder, 
emery cloth, a soldering iron especially adapted for radio work, 
and book giving complete instructions on how to solder, with 
valuable information on radio work—everything to do the job 
right. The Nokorode So'dering Paste is a wonderful reveater, 
because every soldering job requires paste and there's no Solder- 
ing Paste like Nokorode. Order now—use the Coupon. 


Cans of Nokorode Paste at prevail'ng prices. 


Jobber’s Name 


Address 








- 
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Equipped With 


Electric 
Washer NEVE ROR Uae 


The PRIMA Washer equipped 
with the famous NEVER- 
CRUSH Wringer, offers you 
a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
plenty of satisfied customers. 


The PRIMA will wash clothes 
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clean—easily and quickly — . S| 

without harming the daintiest vate: a 

fabrics. The elliptical tub is omnadend s} 

perfectly smooth on the inside wringer SII 

—there are no mechanical de- rs 

vices to wear or tear the Shi 

clothes. ig} 

The tub is made of Douglas a ral 

Fir — GUARANTEED FOR = 

We have a sales plan that offers bi erates on an Sela 
possibilities = — oe . TEN YEARS. = _ peat snl et al 





—— -——_ 


; [The Buckeye-Prima Company, Sidney, Ohio 


YaxiYaxlYaxt Vax YaxlvaxtYaxlYaviiVevl Yavl /avliVevl avi Vav Vey! fav iVevl avi Vari V@viVaviv@riVavi/@rhVOiV@viV@riV@riV@ri Ori ier. @ViVOi@iari® 
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Look for This Trade Mark! 


Two Sizes Meet All Hose Clamp Demands 


o re] | 
\AAA\ 

With a condensed stock, two sizes only, you can meet every demand for hose = = 
clamps. There isn’t a hose made, from % in. up, that the UNIVERSAL Hose Shee ~ % oR ae * 
Clamp will not fit. ihe’. ar, 

The Junior size takes care of all hose from %4 to 1% inches in diam., the Senior "3. 
size hose from 1 to 3 inches, and both sizes used in series make it possible to clamp 
anything up to 6 ft. or over. 

The UNIVERSAL Hose Clamp consists of a band of tough cold-rolled ribbon 
steel, a bolt and a nut. The band has holes % of an inch apart, is scored between 
for an easy break-off and guarantees round edges. Electro-galvanized, with pres- 
sure-increasing bead at the clamping point. 

Here is a clamp that gives 100% service, pays good profits, and sells rapidly. 
Demand UNIVERSAL Hose Clamps when you order. Your jobber has them. 
Packed in cartons of 50. 


UNIVERSAL INDUSTRIAL CORPORATION - - - - - Hackensack, N. J. 


Sole Manufacturers Potente Grented 
March 20, 1917 


DEPARTMENT OF SALES 
CHICAGO PHILADELPHIA BOSTON DALLAS LOS ANGELES March 1, 1921 
F. C, West Corp. T. Scott Eavensen Burton Rogers Co, Harry Knight Roland 8. Boreham 
616 8. Michigan Ave. 1533 Cherry St. 755 Boylston &t. 2218 Commerce St. 600 Metropolitan Bldg. 





HOSE 
¢ CLAMP 
Adjustable to Let arzy Lose of arty Sta 





MEMBER 
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Pm | Still Head of the 
House of Hardware! 


_S 
a 
Mop Wringers have contributed their share to the “House 
of Hardware” from its infancy. Many changes have 
taken place in styles and construction, but the Wringer 
has predominated as a household necessity! From the 
smallest Village to the World’s greatest Cities the de- 
mands for Mop Wringers is universal. Labor saving 
improvements have taken place from time to time which 
have practically eliminated drudgery and have made 
cleaning jobs a more pleasant task. 


To this end Boller Mop Wringers have donated twenty- 
four years of successful production. All our experience, 
knowledge and skill is offered to assist both Jobber and 
Dealer in selling a complete line wherever there is a 
home, office, garage or factory. In short, Mop Wringers 
will go over big! When you stop to consider turnover, 
remember the fact that every floor is subject to a mop- 
ping—and every mop must have a Wringer! 





Write us for prices and details of complete line. 


PETER PyOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, Ill. 


Sales Representatives: Thayer & Bower, 845 Monadnock Bidg., 
San Francisco, Cal.; Thayer & Bower, 320 Story Bldg., Los An- 
geles, Cal.; F. L. Glover & Co., 1322%% Commerce St., Dallas, Tex.; 
>, Hardware Service Co., 220 Utica Ave., Brooklyn, N. Y.; A. Oppen- 
heim Sales Co., 453 Washington St., Boston, Mass.; J. H. Morri- 

NO. 3 IRON CLAD son, 306 Sugar Bldg., Denver, Colo. NO. 6 CHALLENGE 


The “FIRM-SET” Folding Ironing Table 














This new, sturdy, all wood Folding Ironing Table is selling rapidly on sheer 
merit wherever shown. 


It is built on the well known “Wedge” principle, the wedge acting as a tie to 
hold the front and rear legs together and insure absolute steadiness when ironing— 





The Greater the Pressure the Firmer 
It Sets 


It is this very secure tying of the underframe and the support for 
the fore part of the table that makes it stand firm like a three-legged 
stool—it cannot rock. When through ironing a slight downward 
pressure removes the wedge and the table folds silently together. 


Every “Firm-Set” Folding Ironing Table is built to give long years 
of satisfactory service and the moderately low price makes quick 
sales. 


Send for catalog and prices 


American 
Woodenware Co. 
Maite - Mh, 





‘Patent Applied For) 
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Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 
— steel with oval front and back, giving 
Ba additional stock and strength. Screw 

is of solid high-grade steel. Handle, 
Frame and Bolster are one piece, 
powerfully braced. They make good 
BEMIS & CALL CO. on the job where others fail. Write 


Springfield, Mass., U. S. A. for prices. 




















WARREN | ae 
MELTING on 
7 i a? ano 
P LA yo 


The Dealer that 


stocks 





W standard in their 
has been demonstrated time and again, Pre- 


Stocks and Dies 


i - : ‘ 
ferred by mechanics, millwrights, 

Holds the everywhere. Made of Certified Malleable Iron— 

tough and durable. Will not break off at handle o 

burn out at bowl. If your customers want the best, 


give them Warren Ladles. 
Inset shows a Warren Ladle bent cold, for 
pouring difficult plumbing joints. Warren 
*. | Ladles may be bent into any desired shape 


without injury. Double-lipped, 9 to 14%” 
long. Order from your Jobber. 
Folder on request 


The Armstrong Mfg. Co. | The Warren Tool & Forge Co. 


Factory and Main Office New York Office 240 Griswold St. Warren, Ohio, U. S. A. 
Bridgeport, Conn. 248 Canal St. ) 





MALLEABLE IRON 
MELTING LADLES 


ARREN Melting Ladles are now the recognized 
ir line. Their superior service 


‘ 




















Springfield Pump Display Fixture 


There’s one sure way to prove how quickly and easily 
Springfield Tire Pumps pump automobile tires—let the 
customer try one. He won't miss them if displayed on a 


Springfield Rack. 


Get One FREE From Your Jobber 


and see how attractively it holds five different models. Your 
cash register will prove that it sells them. Height, 38”. 
Width 30”. Just right for Show Window, Counter or Floor. 


Order now. 


The Shawver Co., Dept. C., Springfield, Ohio 
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PETERS 














Loads That Will Bring 
Shooters to Your Store 


Peters High Velocity shot shells were new last Fall, 
but since have been given the severest of trials, and in 
every instance, the shooter claimed it to be the finest 
Long Range load he had ever used. 


In these High Velocity loads your trade can obtain 
their favorite load combinations, plainly marked so that 
they get what they want and know what they get. Only 
the standard guaranteed powders are loaded and due to 
the unusually high quality construction of Peters shells, 
maximum efficiency of the load is developed, resulting 
in Higher Velocity—Longer Range—Better Patterns and 
Greater Penetration. 


Your trade will take to these High Velocity loads like 
“ducks take to water.” See your jobber or write us for 


rm more information. 
| D Address Dept. A-2z2. 


A M, MU, INT TIO NV The Peters Cartridge Company 


GREASE CUPS 








utw YORK. USA 





















OIL CUPS 


Have just as an important place in your stock as any article you handle. How many 
times have you turned customers away because your stock did not include them? 
Why let the auto accessory dealer take all this 7 

business? You can easily get your share. 


An intelligently selected stock with a rapid turnover and a 
of grease and oil cups will take liberal margin of profit, makes 
care of practically all demands them a most desirable stock 
of your customers. This does article for the up-to-date hard- 
not call for a big stock or a_ ware dealer. 

large investment. This, coupled 







Empress Grease Cups and Oil Cups have been standard equip- 
ment for more than. twenty-five years on by far the greater part 
of all kinds of machinery, including automobiles, motor trucks and 


tractors built in this country; naturally this has resulted in a Empress. 
constant demand for them as repair and replacement parts. Grease 
Cup No.200 
















BOWEN PRODUCTS CORP., Auburn, N. Y. 


Please send your Booklet No. L-102, illustrating and describing more than fifty types 
of Empress Grease and Oil Cups. 


Mail This 
Coupon 
To-day 


NAME .cccccccccccccccseccscctccccesccecterevccsceseceee NG Hin Gh.We eine Kndeian echdtelads 
PUNT faccaciens bo 5.6606.6.550069 a PASO OR ORHE 6A 9 O60-09.066 20 CATTVR RCo Creer oreberescoosescoceeeses 


— ee ee ae ce, a 
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“THE 
RELIABLE 
LINE” 


SCREWS 


Incorporated 1904 


Continental 3072 S27", 


fo 
Z. 
o a 
~ aan SCREWS “© UPSET <7 

Yip, IRON. BRASS > 
Sn “MicKELED oe 



















Sell Them 
by the Set 





A New Tool That Has the 
Power of a Wrench with 
the Convenience of a Pair 
of Pliers. 


== THE NEW 
CARS SUPER PLIERS 


(U. S. and Canada Patents Pending) 








Has four adjustments with the same 
sure grip J] anything round, square 


“A Grip or hexagona 
That Won't Slip” 








Silent Salesman 
Display Carton 


Properly displayed 
this new tool with 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 








its obvious usefuiness 

to every motorist or Made of finest drop forged steel the convenience of the user. 

mechanic, sells  it- Fully guaranteed Tt isn’t hard. Every mechanic needs the entire set in ee work, and it 

seit. . ; resolves itself to a question of selling him once or seven times. Bring 

Send for a sample Weight % Ib., length 7 inches out the value of the case, its me in keeping the bits in ender and near at 

carton today and let Attractive charcoal finish pomenting tem, oe. Sty 8 

it work for you. tt my ry = ow ite that are not ge ny > rs — - s 

: el to e them. ey cut from outer rf entire su 

a gawd ~ a List Price — each work al the time no, ineee 7S a: every par it the B % smooth and 
: L ral Discounts polished. y bore their way throug ar y, cross grained 

dividual box. ibe leaving a smooth hole and clean, polished surface 








Let us send you catalogues. Order through your jobber or direct. 


THE NOBLE & WESTBROOK MFG. CO. The Progressive Manufacturing Co. 
HARTFORD Dept. B. CONNECTICUT TORRINGTON, CONN., U. S. A. 























We Don’t Cut Quality to Secure Business 


We think we know the Sprayer business, at least the manu- 
facturing end of it. But as we look forward and at your end 
of the game we are rigidly observing these business prin- 
ciples: 











(1) You can’t make a good Sprayer, one that will give good PP ed a Tin 
service and good value for the money out of tin less Sprayer 





than 107-lb. base. 


(2) A Sprayer that goes out of a plant untested is like an 
untested tire—maybe it is all right. 


LOWELL The above two things you can bank on Lowell’s doing. Lowell, 
SPECIAI TY CO Send for catalog—our prices are right also. Mich. 
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A Forty-Five Dollar Profit m One Day! 


aang pte rae seewreinine paren That is what one dealer cleared with a JUSTRITE Lawn Mower Sharpener. 


Another made over $108.00 in just one season. Hundreds of dealers have been 
making enormous profits with this machine. It is possible for you to do the 
same. 

It is impractical. to sharpen the reel knives of a mower independent from the 
cutter bar as they are usually sprung out of shape and nicked. With the 
JUSTRITE process it is only necessary to remove one wheel to place in 
machine for sharpening. A small amount of emery powder and oil produces a 
smooth, easy running, cutting lawn mover. 

JUSTRITE can be furnished for both hand and power driven. It will pay 
for itself in a very short period. You can build up a tremendous trade with 
wo oemcUstaere mee clear profits from the start. 


\ ; , 
CLUTCHLEVER ASE LOCKINGDEVice FOR CENTERING Write for particulars. 


Strite Governor Pulley Co., 317 So. Third St, Minneedan” 


The WALL 
ASSORTMENT 


ath i _— 





a ae om fen 

















































“Famous” Oilers 
for 
Every Purpose 
PRIEST’S 
(Est. 1865) | 
@ Quality wide-mouth Bre AL Ri led 
The clipper for the household trade. copper plated oilers— © \euths | oni ERToR | Th eads 
Good clippers are good will producers. ie Mo | PR DUCTS 
: 2 ; E\ GD 
A poor clipper, like a poor razor, is worse playcase. Whensetup, [ WATT 1G\s at 
than none—when they hurt the user, they 9 are on display and 3 » Wie l iN 
hurt the dealer. are in case for — } Prameatilet Oilei: ¢| 
: ° - Useful si il@easse BuRPOT | 
PRIEST’S will satisfy your customers. aca iieeiaiaaaeatiins Bal FORENE 1 PURE! = — 
The price is right, the quality and design home, in fact, almost sane ad (coche Lae A 
are right. anywhere. Order now } 
8 to speed up sales. Job- 
PRIEST standards today are the same iia iiendiiaae 


which have maintained our goods on the 
market for over fifty years. 


The best AMERICAN quality is unbeat- 
able, not to speak of the value of prompt 
service in repairs. 




















Write 
| American Shearer Mfg. Co. 
| Nashua, N. H. P. WALL MFG. SUPPLY CO., Pittsburgh, Pa., U.S. A. 
| 3058 -3098 PREBLE AVENUE 











Shelby Door Holders 


Have taken the place of the old style wooden wedge for holding 
a door open because they hold it securely, are always in place, 
their rubber tips will not mar your floor, and they are easily 
released with the foot. Made in two sizes for heavy and light 
doors and finished to match all Builders’ Hardware. Besure 
to specify “the Shelby.” 


MADE BY 
The Shelby Spring Hinge Co. Shelby, Ohio 
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The Only Mop Pail That Has Mop Guards 


The BULLDOG Mop Wringer has a feature found on no other 
make. The Pail is made with Patented Mop Guards which unfailingly 
prevent the mop strands from clogging the bearings. 

This feature alone soon saves the cost of the entire pail. Another 
BULLDOG feature is the Triple Rollers which squeeze out more dirty. 
water in one operation than any other mop wringer. These Rolls are 
Seasoned Hard Maple. Pails are Cedar. Castings all malleable. 

Made in 2 sizes. Standard 14 qt. and Janitor 20 qt. Tested and approved _by 


the Good Housekeeping Institute conducted by Good Housekeeping Magazine. Big 
sellers to Office Buildings, Janitors and Housewives. Write for Folder and Prices. 








wer, Manufactured by 


Slot tor Qpproach Well 


j 



































A —L i?” Bushnell Novelty Co. 

oe Mansfield, Ohio U.S.A. 
Patented - Established 1896 

April 18th, 1916 ii iia —\ M0 

7 





LIDSEEN foacereoOI LERS 


Le 


Which Hod Would You 
Rather Carry? 














If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 


dripped water all over your shoulder. The Mechanic selects the 
| 


You would choose a Never Drip Steel Hod ° one : 
with its one-piece ends. You would go Lidseen Positive Force Feed Oiler 
whistling on your way while the other fellow because he knows he can regulate the flow of oil 
sulked. by means of the operating lever. He also knows the 

There are lots of hod carriers in your town spout cannot become clogged, as Lidseen Oilers are 
who are bearing the discomforts of carrying Force Feed and eject all dirt from the spout. 
leaky hods simply because they have not been A Lidseen Oiler will outlast any other oiler made. 
shown the sensible and better kind. Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
This open field of profit is for th ; 
asking. "Write gt ar poy pte eg erent numbers. Copper plated oo metal 
e . ' Ask ur jobbers’ ntati 
The Cleveland Wire Spring Co. ~ (<—-. 


Cleveland Ohio LIDSEEN PRODUCTS 
i 832-840 So. Central Ave. 














Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 
wringers. 

Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service ; Safety Cog Wheel Shields insure 
absolute safetv; Hold Fast Clamps once tightened hold 
securely; every part of every wringer made the best we 
know how and there’s years of “know how” back of every 
Anchor Brand Clothes Wringer. 


LOVELL MANUFACTURING Co. Erte, Pa. 
World’s Largest Manufacturers of Clothes Wringers 


SH IH 
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No. 231, % in. 





No. 232, % tn. 





Special Washer No. 233, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass, 


A TEGCO BLUE-KID 


DIAMOND BEAUTY! ALL QUALITY 
sdumaiaain HOUSE PAINT 


A Wonderful Proposition 
% Gal. Cans oo per gallon 
% gs 46 2. 45 4s $f 


FREIGHT ALLOWED 
net exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
fer equal analysis. 


No. 234, 14 In. 














Analysis 
Outside White 
Lead and Zinc 90.60% 
Calcium Carbonate 6.00% 
Barium Sulphate 4.00% 
Pure Linseed Oil 82.00% 
Mineral Spirits 5.50% 
A new TEGCO diamond shaped knob with brilliant Japan Dryers 10.00% 
facets and silvered center made from flawless glass. Solution 2.50% 
Base any finish. Cut shows re 251, 1% inch ee Analysis on each package 
— 252 is 1% inch. A great seller—ask your jobber ES CR ee aay 
° k M I 1 
Technical Glass Company, Inc. ee eee ean 
Santa Fe Ave. and 48th Street Progress Paint Mf g Co., Inc. 
Los Angeles, California Louisville, Ky. 

















“COLD HANDLE” FRY PANS AND SKILLETS 








Made in the “L. & G.” 
QUALITY, both im FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 


convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 
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HOW TO BUILD AS YOU GROW 


With Heller Shelving it is not abso necessary to tear out all of sour present shel and install new modern 
ment. Install] At This Time a small com tion. After a few months when the sBiutioenl Sect from the first pha 
warrant install one or more cabinets until your store is completely modernized with Heller's Hardware Shelving. 


ae oe oe Cnet oe oe Cabinet No. 603 Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Sise “ feet, 5 inches long, 7 haees 1 inches high. 
Solid oak exposure, antique finish s 


EASY TO INSTALL, simply cut away enough of your 
pene shelving so Combination No. 122 will at ia. 
t is not necessary to remove shelving higher than 7 
a ee ae Soy ae ee Combinatica 











Change can be made after working hours with yeur 
regular sales force. 


No interruption in your business and no cenfusien. 


, Write TODAY for complete specifications and Cataleg 
Cabinet No. 322 Cabinet No. 368 Cabinet No. 306 No. 26-A. ’ 


W. C. HELLER & CO, - - =- MONTPELIER, OHIO 


sTOP HEED 























The No. 202 


Ty -) rs 


What Is Advertisement ? 


Advertisement is the life of your busi- 
ness, providing you give the public real value 
for its money. Allow us to advertise for 
you, free of charge, and your sales on night- 
latches will increase rapidly. 

Our plan is a simple one. You need only to 
carry our No. 202 dead bolt latch. Your customer 
will buy this latch in preference to all others. 


ahi ky MEY E t. hese are the reasons why: 
1. It is a burglar proof lock. 


2. It is a protection on a giass door. 


3. It cannot be opened by the inside knob when 
the bolt is set—assuring supreme protection. 
ARE Thy BES ” eae 
f 5. It does not cost any more than an ordinary 
nightlatch. 
~ .*% These features create an Be: demand for this 


lock as our sales show. y not let your sales in- 
crease and thus improve your business? 
embering, a successful business is built on @ 


Your dealer handles them, get guaran lun —otre the No. 202 ico Nigh 
New Catalog 47, you need it. (2D INDEPENDENTIOCKCO.D 


BOMMER SPRING HINGE COMPANY Leominster Mass., U. S. A. 


Manufacturers BROOKLYN, N. Y. Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 





































etevecdtene Conspoccclencnteoccapcnct sccstecucfecceceeccstecsetcusateaae cavefeeavapmecey cnceQescetensetessen senegeeas —— 


al STANLEY 
An BOX STRAPPING 





sunfeeneQecusfessnfeasedy * 





CLOKHRCCRTRRRRRRRAR A Geshe aert eh esectaacaiaace wef 














= J Ne. 3000 “Twinreld”’—Self-Tightening 
af mm ante ot CSO Gt, SS cuted Cuite on8 ine oan = 
tensile strength. The ribe allow nails to be driven ob ese 
liguely, taking up the slack and drawing the strap tight. : 
ere 
— THE STANLEY WORKS 2 
: New Britain, Conn. = 
New York Chicage SanFrancisce Los Angeles oe 
= Seattle = 
SS Manufacturers of Wrought Hardware oe 
and Carpenters’ Tools dé 





* 
% 









"ts staal eses sseegenns cssnTerecfoees etesisess es copecee ese RSeee ocengereapuccegusvediecnigucsegecasgesaspoccageconapouseg envcgeonegeueapansegacas ne ee 
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THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 








Sherman Hose Clamps Diamond Nozzle Sherman Coupling 
8 The Best At Any Price There is no Substitute. Look for the 
Rust-Preof Cost Less Than Other Good Ones Word Shermarz Stamped on the Nut 
Clear Through 
The Only 
Perfectly 
Clamp, Ma 
Clamp Made (Patented) | matic 











SEND FOR FREE BOOK—SOLD BY JOBBERS 
THERE’S A PROFIT FOR YOU IN SHERMAN GOODS—THE BEST FOR A QUARTER CENTURY 


H. B. SHERMAN MFG. CO. BATTLE CREEK, MICHIGAN 











A 64-Year Old 


Lock Business 


The firm of Wilson Bohannan is 64 years old. 
Its products have always been Locks and 
Padlocks which have made a splendid service 
record for themselves — because they were 
Well Built. , 


“WB” is their trade name—“Well Built” is 
their trade description. | 


WILSON BOHANNAN, INC. 
758-766 Lexington Ave., Brooklyn, New York 


No. 602 Bronze Metal 
Pin Tumbler Padlock 


Shackle of case hard- 
_ ened steel thoroughly 
We rust-proofed. Case is 
ware) ““Bohannan” Bronze, 

y exceptionally pleas- 
ing in appearance 
and very strong. 
Bolt is extra heavy 
and locks at both 
ends — giving added 
security. mples 
and prices free to ac- 
credited Jobbers and 
Dealers. 


!Built” 


























Why Not Sell the Best? 


One of the “Old Fashioned” Quality tools—crucible 
tool steel cutting edge. Will give your customers abso- 
lute satisfaction. 


THE BEST AXE MADE 


Get Our Catalogues 


THE L. & I. J. WHITE CO. 
125 Columbia St., Buffalo, N. Y. 
























Knife and Screwdriver 
The “Simore” Try-Square Change Blades Instantly 


== f Change Angles Instantly Bvery customer of a hardware store is 
= Fs a prospect for this combination knife 
Press the button in the head of the handle and screwdriver. Three blades in the 
and the blade is released to change the angle handle, a knife blade and two screw- 
instantly. driver blades—and you can change 
At the new angle chosen the blade locks as rigidly !#des instantly. 
as though riveted, and is always accurate. Your The blades cannot fall out to become 
customers will sell themselves this square if you lost, they are always ready for use. 
will let them handle it and test its action. It is a The handle is blued to prevent rust. 
precision tool, beautifully finished in every way, built the blades are made from the best of 
to last indefinitely. steel. Every tool guaranteed. 


a al 


The Tools 

That Are 

Different and 
Better 


Dealers and others are invited to write for 
our prices and territory open on Simore Tools. 


)6) The Simon & Skidmore Mfg. Co., Dept. 1-3, Santa Ana, Calif. 
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Moe’sGarden Tools 








All steel trowels and weeders, made of one 
solid piece of heavy steel. No loose wood 
handles. Strong and stiff, without un- 
necessary weight. Perfect balance. Hand- 
somely finished in baked black enamel, 
ground points. Retail at 25c each. 


Send for free sample and compare. You 
be the judge! 


HOEFT & COMPANY, Inc. 


405 N. Ashland Ave. Chicago, IIl. 
Western Branch 
217 N. Alameda St., Los Angeles, Calif. 














REGISTERED 


POULTRY SUPPLIES 


TRADE MARE 


If Your Jobber Cannot Supply 
ou, Write Direct to Us 


error a 


ROUND ——— CAN BE 
RETAILED AT 15c 





DAYTON CHICK 
FOUNT PAN ONLY 


DOUBLE FEEDING TROUGH 10 cts. RETAIL 


Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and 50c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 
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S e ll ‘‘a better wire cloth’’ 
and MAKE A LASTING PROFIT 


DP YCOWIE 


Wie 





Pee sae Use iahtgaise de x \“ ‘ 
=e at's eee ne se Bs ea ty? Fy? Sy? 9; 

J asi J so #\* Pearse ** BT Pad el 
‘en's SO STR Si) 88° Se 88 ae e\* 





Trade Mark—Reg. U. 8. Pat. Of. 


There are all kinds of grades of wire cloth on the market. 
You cannot afford to sell your customers anything less than the 
best, if you want txem to continue to trade at your store. 


Selling a high-quality wire cloth is just as ee as selling 
high-grade tools or Ralidiess hardware. “BUFFALO” Wire Cloth 
is of unusually good quality and has always been kept up to the 
standard since the first yard was made back in 1869. 


“BUFFALO” Wire Cloth is made of various grades of Steel, 
Galvanized, Brass and Bronze wire, as well as other serviceable 
metals, for all hardware and manufacturing purposes. It has the 
strength and durability that keeps the customer satisfied when 
he buys it. 


If “BUFFALO” Wire Cloth is not listed among your other 


good hardware stock now, get in touch with your jobber at once, 
or if he is unable to supply you, write us direct. 


Complete catalog No. 8AB mailed gratis upon request. 


BUFFALO WIRE WORKS CO. 


(formerly Scheeler’s Sons) 
518 TERRACE BUFFALO, N. Y. 








TU A 













The Pests are Comin 
AVeme Aye ft Ol odeake are | 
for ACME Sprayers: | 


The farmer who goes out to | | 
fight the pests with an Acme am Vn » 
Compressed Air Sprayer, knows 
he is “well armed.” For years 
the Acme has been a leader. 


Long-Seam Tank 


Our No. 345 is a great favorite. 
It always ‘satisfies. Galvanized 
steel or brass; lock-seam body. 
Tested to 60 pounds pressure. €€ 


| (ORCC LEME | PROSE EET. 


iy am RT va 
a Ci? 


lB 


MM 


Seamless Brass Pumps 


Pump fitted with brass valve, 
in inside tank and sealed into 
top with heavy threads, abso- 
lutely air-tight. Easily re- 
moved for filling. 





\ 
mo 


Non-Clog Nozzle 


made of solid brass with phosphor- 
ic bronze spring. Throws even, 
fine mist spray, and it always 
works. The last word in sprayers. 


NT 


Sold Only Through Jobbers 


i 


9 








INN 


| Ay 


The Acme line is not sold through 
mail-order houses. We protect 
dealer and jobber. Sold by job- 
bers throughout the country. 

Write for catalog and 


name of nearest jobber eee 


| Speusee, Atomizers, Dusters, Hand Corn and 
Potato Planters 
POTATO IMPLEMENT COMPANY 


Dept. 11 Traverse City, Michigan 


iquqnaniees 









' 
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You can turn over your 
stock of Everedy products 
often enough to return you 
a handsome profit. Here 
is a line that moves rapidly 
because it is well advertised 
and is known to users as 
the most reliable on the 
market. 


Cash in on this reputa- 
tion. Sell the Everedy line 
and speed up sales. Your 
jobber will supply you, or 
write us direct. Dealer 
helps with each package. 


The Everedy Company 
1 East Street 
Frederick, Maryland 
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BIG PROFITS FROM A 
SMALL STOCK 


The 
Everedy 


Bottle 
* Capper 





Caps any size bottle. 
Made of steel and un- 
breakable malleable, 
nickel-plated. New steel 
handle. Wood or padded 
base. Releasing insert 
in throat prevents 
bottles sticking. Retails 
for $1.50. Piain base 
$1.25, 

*Everedy Jelly Bag 
and Stand 

A quick- selling outfit that 
retails for 75c. Extra bags 
25e., 

Everedy (No-Sed) 
Filter Bag and Stand 

Stand made of nickeled 
flat spring steel. Retails 
50e. Bag 50c., T5e., 
according to size, 

“Old Bud’ Bottle 

Capper 

A handy little hand cap- 
per. Retails for 10c. Big 
value. 

Everedy Fish Sealer 

*For the kitchen or the 
camp kit. Has 19 teeth. 
Retails 10c. 


Slight increase in prices in 


Canoda and on Puecifie Ceoaat. 








><] MXP MAR 
Sewer and Drain 


Pipe Cleaner : 


DESOLVO: 








ra factu 5, i by 
anufactured 
Te {ee COMPANY 


errs as 




















You Sell Fencing 


Why Not Fence 
Posts 


But sell the right kind— 
“Quick-Set”’ Steel Fence Posts 


are right in every way. 





That’s why they’re replacing 
wood posts everywhere. Un- 
like wood they never rot and 
decay—they’re everlasting. 


The customer can drive the 


“Quick-Set” 
Steel Fence Posts 


firmly in place without leaving the 
wagon. And you can usually sell 
him a good sledge for the job. 


ames AIRC LOR: : Se Tra 


PEAT | 


More profit beside our profit. 


Write us for Circular and Dts- 
counts. 


\ BUFFALO STEEL CO. 
‘img’ TONAWANDA, N.Y. Penctec 


Angle Tee 




















\ 
Super-Quality High Grade \ 
" Cast Shears and Scissors \\ 
(tL for YS 
( Wholesalers and Jobbers © 


Fifty years’ experience 
makes our line the stand- 
ard for low-priced cutlery. 


“The most wonderful 
“sales talk’ in the world 
will not sell a pair of 
shears at $1.50 to the 


Ms ee 56S ele tie ee 











woman who wants a 50¢ 
pair.” 


We produce the ‘best 
counter display carded 
Assortments on the 
market. 


We help you to increase 
your sales. 


| Desacvo 


Use A Can Every Month 


The sales possibilities of Desolvo 
are enormous—every building, home 
or apartment ought to use Desolvo 
and will use it if you take the one 
selling minute necessary to intro- 








duce it. Easy to use, economical— 
a powerful chemical solvent that 
generates intense heat, boils its way 
through clogged or frozen pipes— 
dissolves vegetable or organic mat- 
ter. 


Sales making counter display container 
is a profit maker. Order Desolvo today 
from your jobber. Get going for Desolvo 
dollars. 


Write for our 
Catalog No. 6 


Famous Since 1875 \ 7, 


TRAOE MARK 


ee 














K-K. Cleans sediment, stains and odors 
from closet bowls. 


The Chamberlain Co. 


Terminal Way, Pittsburgh, Pa. 
Chamberlain Desolvo Ltd. 


Toronto, Canada 





BRIDGEPORT, CONN..U.S.A. 


THE LARGEST MANUFACTURERS OF 
SHEARS AND SCISSORS IN THE WORLD 


a 


Srey ; 
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Why The Returning Vogue for Shutters 
Means Money for Hardware Dealers! 


Shutters are coming 
back into style. That 
means greatly in- 
creased sales for Zim- 
merman Fasteners and 
bigger profits for 
dealers who sell them. 


These useful, effi- 
cient fasteners regu- 
late shutters and case- ~ 
ments, enabling the 
home-owner to let in 
as much sun and light 
as desired. They also 
prevent banging and 
swinging — the great- 
est objection to shut- 
ters and casement 
windows. 


7IMMERMAN 


Fasteners for Shutters and Casements 




















Zimmerman Fasteners are easy to regulate and are 
good steady sellers all the year ‘round. With more 
Colonial houses going up every day, the demand for 
these fasteners is bound to increase by leaps and bounds. 
You can get this business in your locality. Write at 
once for detailed information and trade price lists. 


Tue G. F. S. ZIMMERMAN Co., INc. 
2 Broadway, Frederick, Maryland 














Acme Gets the Decision 


Let any one try ACMES just once, and 
he’ll never again go back to sticking, 
jamming, hard-rolling casters. He’d have 
used ACMES long ago if he’d known 
about them. Acme is a knockout. Acme 
shys at nothing. Acme knocks the fits 
out of profits, too. 





From your Jobber: send for catalog 


THE SCHATZ MANUFACTURING CO. 


Poughkeepsie, N. Y. 


Agents: 
J. C. MeCarty & Co., 20 Murray 8t., New York City. 
Cc. W. Gause Co, 698 Mission St., San Francisco, Cal. 











March 6, 1924 





Sweeping Backaches 


End Her 
The Fernald Sweeping Pan per- 

| mits any woman to gather up 

dust and litter without stooping 

| over. 

Carried by stout wire handle— 

i} metal edge holds tight to floor 

so that broom sweeps into it 


FERNALD 


SWEEPING PAN 










Maple sides — _ galvanized 
— ee Substantial, dur- 
able. ung by handle, it Endorsed by 
makes a handy catchall. Aa 


Order from 
your jobber 
or write us. 


Fernald 
Mfg. Co. 


Dept. A 
North East, Pa. 


Uti -ERNALD 


ee HOUSEHOLD 


















CHRADE ()AFETY 
Push Button Knife 


. No Breakingof 
NU 


ae & . 
ay 
* ae. 
Be *. 
oy 


YK Satet 
eae 


Sure to sell on sight. 
Absolutely safe in pocket snd in use 
or convenience you can’t beat it 
Easily operated with one hand. 
he safety slide locks the button. 





ou can't afford .o be without it. 


eave FVERLASTINGLY SHARP sear 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y.. Middletown, N. Y. 
d Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 
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Athol Household Grindstones 





This grindstone is especially adapted for grinding the 
small tools used by jewelers, amateur mechanics, etc., 
and for hotel and household purposes. The frame is 
strong and well made; and the stone, 14 in. x 1% in., 
is carefully selected of the proper grit to do the work 
intended. 


Ask for Catalogue 36 C and Prices 


Athol Machine and Foundry Co. 
Athol, Mass., U. S. A. 

















Floor Waxing Brushes 


An assortment of different 
styles and sizes. 


Send for Catalog covering a 
complete line of Brushes and 
Brooms especially made for 
the Hardware Trade. 





MILWAUKEE 


Brush Manufacturing Co. 
= Milwaukee, Wis. 


AUT 
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HAMMOCKS 
MADE WITH BRAINS 











FAMOUS painter, when asked what he 

mixed with his pigments, replied, ‘“‘ Brains,” 
which can also be applied to the making of 
“Arawana” Hammocks. They are as great an 
improvement over the “garden variety” as electric 
lights over gas. 


Your Jobber will explain these outstanding 
points of merit when you ask for “Arawana” 
Hammocks. 


The I. E. Palmer Company 
Middletown, Connecticut 
New York Office: 334—4th Ave., Corner 25th Street 























Sales Assured! 


Complete equipment for 30 
dozen windows — Order re- 
ceived from Kruse Hardware 
Co., Cincinnati, Ohio. Write 
them and get an unbiased opin- 
ion of the Economy All Metal 
Weatherstrip. 






















No _ competition — Easily in- 
stalled by anyone without re- 
moving window — Sell for 
| 
| 








same price as cheap wood, felt 
or rubber strip—Guaranteed a 
life time—No waste — Each 
carton contains complete equip- 
ment for one door or window 
including instruction sheet, and 
nails. 











Have you received our Attractive 
Circular with a Remarkable Sales 
Plan, and a Special Offer? If you 
haven't, send for i at once. 









Sager ‘Metal Weatherstrip Co. 
162 W. Austin Ave., Chicago, Ill. 





Complete Equipment 
in Each Carton 
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RUSSELL JENNINGS’ Every Ford Owner NEEDS THIS 
SOLID HEAD EXPANSIVE BIT WRENCH IN HIS TOOL KIT 


rusted in, it takes a 

agen to remove them. 
guarantee our 

3620 to do this trick. 






The 3620 can be used os 
cylinder head bolts and 





Creeping of the bit cutter is absolutely pre- 


vented. Precise adjustment is remarkably 
eney- w n ev er, 
They are made with both SQUARE gp gt or riggs eg ca 4 a pen ge | 
SHANK and PRECISION SHANK. ane Cee Se Coe. 
LDEN-WORCESTER 
The Russell Jennings Mfg. Co. WA incorporated 





WORCESTER, MASSACHUSETTS 





CHESTER, CONN. 
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LENOX a: 

| HACK SAWS—BAND SAWS’) fx 

abS fx y ont - <r Ly seiiise 2 

THE HAMMER so t))titi«i‘é@za Resp ee - 

HOLDS ss esbateeeEestiy bbednhacesassiselisssitisesestss steeseteeeay ‘. 

THE TACK a - ol : ; te =". : ‘. 

a - — Hh SSH Hs . 

| or on —_—— . 

6c . 9 eS : SS — ns 

| Robertson “Horse Shoe Magnet Hammers” | Se ee > 

2 

i a high grade line with a good profit to dealers and AMERICAN SAW & MFG. CO. . 

jobbers. Catalogues and discounts on _ request. SPRINGFIELD, MASS, U.S.A. .. 

| Silver Medal (Highest Offered) Panama-Pacific Exposition | ss eS eS See eee . 6 8 . 888 8 8 So + 

ARTHUR R. ROBERTSON, 144 Oliver St. Boston | BERR EEOC REE REE 
Koen - => = 

















Because it does not conduct heat and 
possesses high dialectic strength, 
Spaulding Hard Fibre is widely used 
for handles and plugs of electrical 
appliances, handles of electric switches 
and many other purposes. 


Spau'ding Fibre Company, Inc. 
304 Wheeler Street - Tonawanda, N. Y. 


Ss im COMBINATION 
SOLDERING AND TINNING FLUX 
Every Garage Dealer, Tinner and Electrician in Your Com- 


munity is a Large User of This Superior Flux. Send Today 
for Sample and Prices of this big trade winner. 








Non-explosive, Non-corrosive. 


THE RUBY CHEMICAL CO. 
68 McDowell St. Columbus, O. 











ROCK ISLAND PISTON VISE 


Swivel Swivel 
Jaws 






2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 
ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 
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| TURNER ® 


Carburetor Control 


Gives complete control of Ford carburetor from seat. 
One large handsome dash button (in place of the reg- 
ular Ford choke button) serves to Bs ss and adjust 
carburetor. 

Saves gasoline and keeps motor cool on long drives. 
Makes starting easy. Keeps motor running after 
started and prevents frequent “killing,’”’ thus saving 
the battery. Reduces necessity for frequent choking 
and prevents crankcase dilution. 

Easily and quickly installed. No extra holes to drill. 
One model: fits all Fords. 

A fast seller because of its high quality and efficiency, 


extreme simplicity and low price. 
Made by 
the builders 
of the 


famous 


TURNER 
2 in 1 
TIMER 


for all 
Ford Motors 























Dept. E KOKOMO, INDIANA 
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A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 





Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 


150 Kneeland Street Boston, Mass. 








DUST PANS 


have. not kept up with 
the times because they 
were “just dust pans. 


The Fulton idea is to 

make dust pans as 

much up-to-date as 

are the radio and fulton 
airplane, No. 











hence— Dust 


Fulton Dust Pocket bust. 
Dust Pan and Its [3° No. 35 
Running Mate 25¢. 
No. 55 


‘eee! With hoods Nos. 
= 4 600 and 60. 

—_ Patent 

ew Novelty Co., Inc. 
=—8 FULTON, ILL. 


Sacer oe. Gn. Ge. ce 














How Is Your Stock of Tacks 


If you need a fresh supply of tacks, it 
will pay you to ask your jobber’s sales- 
man for the “O-B” Brand, which are dis- 
tinguished for their absolutely uniform 
high quality—their perfectly centered 
heads—sharp needle points, and their 
full weight and count. 


“Q-B” They are pérfect tacks. If your jobber 
BRAND doesn’t carry them, it will pay you to 
write to us direct for them. 


BAUR TACK CO. 


Indianapolis, Ind. 





CUSHION TIRE 
of [ADDERS 


TE MODERNIZE 
c STORE METHODS 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
NOISELESS CUSHION LADDERS. 





A\h 


eN 
































































’ Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and : 
efficiency One style only—neat of design— 20 


‘ 
<5 , 
| 7/ attractively finished—any height — 
| 








_—— 














Y siemens Coss eae RSAUANO. 








STAR HACK SAW 


Counter Salesman Display Rack 







ee Ke Ask your jobber or write 
sox direct to us for information 
on how you can get this 
sales boosting, time saving 
device. Made of metal and 
handsomely decorated in 
‘\ colors. 


) 


m Clemson Bros., Inc. 


Middletown, New York 


CLEMSON BROS..Inc 


oo, ,a<,el 
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3 in 1 CEMENT G. F. Wright Steel & Wire Co. 


A perfect Rubber Cement. Manufacturers of 
Will serve as a “Sticker” for a hun- 
dred purposes. pe pesos ee 
and Automobile Inner Tubes, “3 in 1” 
has no equal. It is indispensable to UPERIO 
the Cobbler for attaching rubber heels 
or repairing rubber pape — cage 
The best cement of its kind for stick- Galvanized 
= 00 ing leather to gm i ead to Aan 
ice. ber—rubber to leather—cloth to clot H d C] h 
“tee Ge or cloth to rubber and leather. Meets al ware ot 
make: aneeit the requirements of both Household 


WEE teaver Resveroiom”| and Trade purposes. Wire Clothes Lines—Wire Lathing 
er Cok rorwoe | St. Louis Rubber Cement Co. Hex Mesh Poultry Netting 
ome’ A 3951 Laclede Ave., St. Louis, Mo. WORCESTER, MASS. 


Established 1904 
































GOOD BARROWS—PRICED RIGHT | You Can’t Substitute on This 


othing else you can offer will even 
—— ~ JE eae those positive advantages 





Here’s a sample Here’s a line of 
Barrows which "TURNER: 
are easily as- See ar Candle 
- = | - gg agp Me safety is ne world’s only 
2 » safe torch—unqua assu y the 
ay We at . ead esl pe ee a Safety Valve and sogger eg 
AG plicity; easily Leakproof Tank. Its power is the 400 
more intense flame, assu y the super- 
sold because of heating Turner burner, on any grade of 
their very ap- fuel. Freedom from orifice troubles is 
parent quality assured by the Twin needle system of 
J) control and ejection. Other important 
and profited in features. Stock Turner new. 





as liberal a ( JHE TURNER ) 
manner as you Edgewood Ave., Sycamore, IIL 


DEFIANCE GARDEN BARROW, could wish. DISTRICT REPRESENTATIVES 


seasoned hardwood, planed and smoothed. Wri 
Painted, striped and varnished. rite San Francisco: Rice-Hitt Co., 623 Larkin St. yo world’s Lorgest Be- 




















. Los Angeles: Rice-Hitt Co., 416 Sage wee 
DEFIANCE BOX CO. Defiance, Ohio Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. usive, Monufacturore, of 
New York: Turner Brass Works, 36 Murray S&t. and Bracers. ’ 
Give Them 





The Harold McCalla Co. 


STEEL AND IRON 


Of Every Description 









PLAIN AND GALVANIZED BARS, HOOPS, ee 
ANGLES, CHANNELS, TEES, PLATES, SHEETS 
WIRE, CUT NAILS, PLAIN AND GALVANIZED; WIRD 
NAILS, PLAIN, COATED AND GALVANIZED; BARB 
AND TWISTED WIRE, PAINTED AND GALVANIZED, 
HAND POWER PUNCHES AND SHEARS. 


Perforated and Expanded Metals 


LARGE STOCK OF GALVANIZED BARS, BANDS, 
HOOPS, SHAPES, ETC. 


Pier 56, North Wharves, Delaware River 


Beach Street and East Columbia Avenue 
PHILADELPHIA, PA. 





Show your customers the 
line of Window hardware that eee 


Phenix Quality 284 


In Storm Sash Hangers and Fasteners f 
Hangers and Fasteners are simplest, 


handiest, easiest applied, most + ag 
that’s why they sell best. New improve- Co 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm s#indows and porch enclosures. 


Samples free. 


M t g C o 032 Center Street 


Milwaukee, Wis. 



























The Ensign Bickford is the ORIGINAL 
SAF ET] i safety fuse—tested and tried by 
time and experience. 
~ HB. Ives Co We manufacture various 
« FUS brands of fuse, among 
which you should find 
? aw Haven, Conn. one adaptable for your 


U.S.A work. 


- ey} 








Established 1876 
Incorporated 1900 





Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR ; 
- SPECIALTIES 


TS eS a Co The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 





A 
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Best Two Needle Torch Made Send for weight cards and booklets and watch for our large ads. 
PS ee ee ee American Bessemer, American Open Hearth and 
Burner, underfeed type, is one KEYSTONE COPPER STEEL 
casting of high quality generator B lack an nd Ge lvanize d 





metal, Upper needle regulates flame 
and keeps orifice free from carbon 
or dirt. Lower needle used to ex- 
tinguish flame when through using. 


Has Patented Reinforcement at 7 =i 
" _ top of tank and heavy tank ma- : — — 
= iH | terial. We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 





AIG 


4\\\\ 









































ind: crane. Radio & Electrical Supplies 


barbed, plain, nails, Harry, Alter’s “P OCKET- 





——__— <= and Flume Stock, Formed Roofing 
Detroit Torch & Mfg. Co. Detroit, Mich. 
grades, Electrical Sheets, Roofing 
free to dealers only. 
steel posts, steel gates, trolley wire, rail bonds, 
and get on our list to receive a 


Sold by leading Jobbers. Send poses-— Black Sheets, Galvanized 
and Siding Products, Special Sheets 
for Stamping, Stove and Range 

PPL ALas aie Poon _ynagens beg “a ee Terne Plates, Bright Tin Plate, Etc. 

anta, a. . eveney 0. eveiand, o—Appie- e ales 
720 Fourth Nat. Bank Bldg. Co., 10017 St. Clair Ave. AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 
tacks, spikes, bale- BOOK” is a net price, monthly 
° ° catalog containing hundreds of 
ties, hoops, springs, 
If you have a radio or electrical 
department, ask for the late is- 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 


for Catalog F Sheets, Corrugated Sheets, Culvert 
Sheets, Automobile Sheets in all 
WI RI 3 radio-electric bargains. Sent 
netting, wire fences, 
sue of the “POCKETBOOK” 
crete reinforcement. Aerial tramways. 








— monthly. ~ ' 
all ces in the 
ePOCKET Book® are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save. 


American Steel& Wire gg technical 


. Dept. 23 
Chicago—New York Company Ogden & Carroll Aves. Chicago 


ce 


| s 


Illustrated books describing uses, FREE 

















Does an Average Ironing 
for 2 Cents 


Has an always cool handle. Heat 
regulated instantly. The ideal 
iron for home. use. Attractive 
Window Trims, Counter Displays, 
Movie Slides, Electros and Circu- 
lars Free with first order. 





to promptly meet Royal 

0 | . 
quirements. a Self-Heating Iron Co. 
Write for complete price list, Bi ss P 
discount sheet, display cards. ig Prairie, Ohio 


GIFFORD-WOOD CoO. 
Main Office & Works: 7 Hill St. 


Hudson, N., . 
NewYork. Boston, Chicago, Pittsburgb 


III 


"Soe am Irom 


Over 1,000,000 Now in Use 














alae 


if ay ee 
~ 
ERED cy AS 


They CR Rey 





IF YOU WANT 
REPEAT BUSINESS 


UTILITY 


SPRAYERS 





VAUGHAN’S KITCHEN TOOLS 


Mean a Volume of Small Sales That Will Total More 
Than Large Ones. 





You cannot always judge the amount of 


oney in 
line by the price of the individual article—it’s olene 
sales that count. 


WILL HELP you Vaughan’s kitchen tools are strongly made—nickel 
plated—long lived. Displayed where the housewife can 
GET IT see them, they sell on sight. 





Vaughan’s Combination Can Opener and — Screw te 
| gy ~y~ eae in Women’s Magazines. Be sure & 
nm stoc 


42Udd9 8/}}0g PUP MGIIS 410) AYIN 


ALBERT LEA 
SPRAYER CO. 


Albert Lea Minn. VAUGHAN NOVELTY MFG. CO Ee. 


3211-25 Carroll Ave, cago 
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Osborne High Grade Punches 





Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Puwaches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in ~~ & our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











Built for Service 


And Guaranteed to 
Give It 


Although prices today on 





“ALWAYS 


RELIABLE” furnaces and torches are 
ridiculously low, these articles are 


Expansive Bits of All Kinds 








now made stronger, safer, and better 
than ever before. Only new and first 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





class material is used. Experienced 
men only are employed. As the re- 





sult, the best tools are prod 


It will pay you to investigate this 
line NOW. A trial will soon convince | 
you that you can increase your sales 
reatly by stocking “‘ALWAYS RE- 
IABLE” furnaces and torches. 





Jobbers supply at factory prices. 


OTTO BERNZ CO., Inc. 
Newark, N. J. 


Established 1876 


Other 


Covered by several patents. 
patents pending. 


No, 50 Furnace, 3 Quarts. 


No. 66 Furnace, 1 Gallon. 
Gasoline-Kerosene 











| ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


















BOLT 


“VICTOR” cUpper 


Send for Catalog 














EYELET TOOL CO. American Can 


Manufacturers of Punches and Sets (Hand — IC = an 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, Punches and Dies. All 
kinds and sizes made to order. Write jobber. 


‘\ Booklets free. Esiablished 1858. 
190 Dorchester Ave., Boston, Mass. 


RAZORS 


that give Satisfaction 
Ask for Catalog No. 21 
GEO. W. KORN RAZOR MFG. CQ. 
Little Valley, N. Y. 


SCYTHES 


Scythes since 1812, Axes since 1800 


American Can Company 


SILVER LAKE 
SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 


The “TORREY” 
A Reali Man’s Razor 





























— 
| el A TE TT 





























MFG. CO. end for alogue of Fu e 
RIXFORD East Highgate, Vt. 5. Ay - estes coon Co. “Acton ing ~All 
Freight Elevators | J. L. THOMPSON MFG CO. 

and Dumbwaiters Waltham, Mass. , 

ping med Tubular and Bifurcated 
En Elevator Compa anne a 
nny St. yen “o me R | V E, T S mel 
Economy BALE ‘TIES 


Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 


Best Made—Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 


CRAYONS 


FOR EVERY PURPOSE 


STANDARD AON MSO 





eR — a, | 
LS LT ACR 

















JOHN SOMMER’S 
PEERLESS FAUCETS 


Made of best oy with Leather 
Lining and Best Block Tin Key. 
Beware of Imitationse. Genuine are 
Stamped with Maltese Cross. 

John Sommer Faucet Co., Newark, N. J. 

















ae. ha ad > 
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TAPS 


Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 














“They Have a > 


Bull Dog-Grip”’ a 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Ve. 


Sales Dept. 
1015 Union Bank Bldg. Pittsburgh, Pa. 


GENUINE MARTY TRAPS 
2,000,000 Sold 


Burditt & 
Williams Co. 


Sole Importers 
Boston, Mass. 














A 
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Easily first in the manufacture of 
effective tools for stone-working. 
Send for our Catalogue—FREE. 


TROW & HOLDEN CO. 


Vermont 


















YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 


Barre 
you want Hose Bands for 
on All Hose Connections. 


" A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 











Taintor Positive Saw Set 


All steel. Fully 
Guaranteed. Send 
for Free Book. 


TAINTOR MFG. a 
113 Chambers St. » ue COO” 
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Iron Fence, Gates 
wn Vases 
Settees 

General. Iron 


and Wire Work 


WATCH THIS SPACE FOR ) DEALERS WANTED EVERYWHERE 
BULLOCK TOOLS 


They wil) be illus- 


strated here in the fu- , CAR GUE OMT E UE || Msa)' te 
ture and will prove of | NV il HT | | | 
interest to you all. 1 oT | Le 
Manufacturers of | | pel | 





















CHAIN-LINK 
Jewelers’, Printers,’ Paperhangers’, Ma- WIRE FENCE 
chinists’ and Carpenters’ Tools. Ask for Catalog 
BULLOCK MFG. ASSOCIATES THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
Springfield, Mass U. 8S. A. 








Established in 1865 


Famous White-Banded “Dandy-Line” om APS and DIES 


YELLOW BOWLS The Famous “Carpenter Quality” 


Try them for SPECIAL or regular sales. Order Precise Uniform Durable 


set YI-4-5-6-7-8, set YJ-5-6-7-8-9, or open J. M. C T d Di C 
stock. Standard of value, sizes 4 to 14 in. V/ arpenter ap an ie Oompany 














Oldest Tap and Die Makers in America 


BRUSH-McCOY POTTERY CO., Zanesville, Ohio Pawtucket Rhode Island 


Adk your jobber for THE FOWLER & UNION 
CALDWELL SASH BALANCES | HORSE NAIL CO. 


























Thirty-five yeare of “Angas is assurance HORSE SHOE eae 
CALDWELL MFG. CO. eg mer ee 
© deen ieee scared 1000 MILITARY RD., _— BUFFALO, N. Y. 














WHITE BAY s 8 Mom ee S243 FF id & On ICE PACK 

OPALITE Mb SOR OLA ENK CML POEs OPALITE B ROO K S 
ne Severn: Bright Iron and Brass Wire 
Goods. Special Wire Goods 


Hine a made to order. 
CLEAR SOLD EVERY WHERE DISC 
CRYSTAL add eulankeme lace WOOD - no 

















No. 15 
26 inch 






36 inch 
Forged Steel Parts, 
A guaranteed Tipless Line of b iw 
l rule. Bolt und Nut with 
BEDFORD LAMP WORKS, INC. Six: Y¥MOUR SMITH & SON, INC., VUakv ille. Cenn., U. 8S. 


SATELLITE | | The seymour smita Redland Pruner 
Tungsten, Nitrogen, Mill Type an a =. i E- 
22 Hudson Street, New York City. Sales Agents 


No. 18 
Warranted Pruner 
Incandescent Lamps 
dles, Long Steel Fer- 
Lamps that gives absolute satisfaction. 
gue of Pruning Tools. 
A. 
JOHN H. GRAHAM & CO., 113 rn Street, New York 














THE GENUINE | | ““BURNT IVORY BRAND — 
HUNTER S SIFTER si Known everywhere as the best’’ ' 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. IVORY HANDLE COMPANY 


Hamilton, Ohi 
— i HOPE, ARKANSAS 










Imitated But 
Never Equalled 


























































° U. d. = ee BOLTS 
0. Lindemann & Co. | - 
Manufacturers of = = A Type 
BIRD , ait for 
CAGES. ™”* a Every Job 
Established 1863 
35-37 Wooster Street New York U. Ss. aa res emer 139 F ranklin St., New York 
Gisetet GMdiee GHEE lees sane tee: Gene anes Coen Everything in Pocket Knives 
Pulley Sets. Free with order. Sales start as soon as you display it PF, 9 
and continue stead- Hammer Brand 


ily. 
Send for Discounts. Pocket Knives ey 
Ritch & Pidge Made by ‘ TBrany 
Mfg. Co., Ine. . ay . 
Patsenyiiie New York Knife Co. § 2 (ia 
N. Y¥. Walden, N. Y. ee 
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HARDWARE AGE 


Dpportunity Excha 


March 6, 1924 











RATES 


Set Solid: 
All Caps: 
Box ~~ 


$3.00 for minimum of 50 words—6c for each additional word 
$4.00 for minimum of 50 words—Sc for each additional word 
$5.00 for 1 inch—$4.00 for each additional inch 
10% Discount for 4 inmsertione—15% Discount for 8 insertions 


Positions Wanted Advertisements—50% off the above rates 








Business Opportunities 


Business Opportunities 


Help Wanted 





FOR SALE—HARDWARE 
STORE. GENERAL HARD- 
WARE BUSINESS IN GROW- 


RETAIL DISTRICT AND WAS 


FOUNDED IN __ 1876, CLEAN, 
WELL BALANCED STOCK, 
ITH WARREN _ FIXTURES. 


AND RAILROAD SHOP 
TRADE, CENTER OF M. K. & 
T. R. R. SYSTEM. OWNER’S 
HEALTH DEMANDS CHANGE. 
WRITE FOR PARTICULARS. 
STEEL HARDWARE COMPANY, 
PARSONS, KANSAS. 





Oklahoma. For Sale—Clean 
Stock Hardware and Implements in 
good Eastern Oklahoma town 18,000. 
Good Farmer trade—large territory. 
Mostly cash business. Stock and 
Fixtures about $20,000. Can be re- 
duced. Terms cash down. Address 
— -7, care HarpwareE AcE, New 

ork. 





Housefurnishings Department, for 
rent—New England department 
store doing a $500,000 business 
wishes to sublet a housefurnishings 
department doing $35,000 yearly. 
Address Box G-34, care HARDWARE 
Ace, New York. 





WANTED—To buy $s hardware 
business in Western Pennsylvania 
or Eastern Ohio. Must be good. 
Stock of about $10,000 or $12,000. 


Cash deal. Full description and 
particulars in first letter. Address 
Box G-26, care HARDWARE AGE, 
New York. 





Store and stock of Hardware for 
sale. Invoices about $4,000.00. 
Located several miles off railroad 
in beautiful agricultural community. 
Will sell reasonably, either with 
or without store building. $2,000 
down payment, balance easy terms. 
Communicate direct with owner. II 


health cause of selling. ee 4 
Fauver, Tedrow, Ohio. 7 miles 
from Wauseon, Ohio. 





FOR SALE: An old established 
hardware and implement business. 
Located in farming cummunity in 
Western New York. Stock will in- 
ventory about five thousand dollars. 
The store is a new building with 
living rooms above equipped with 
all modern conveniences. Prefer not 
to give possession until July 1. Ad- 
dress Rox G-15, care HARDWARE 
Ace, New York. 

Hardware and Machine Business 
for sale or trade for land free from 
incumbrance. In central North 
Dakota. Good live town, in lignite 
coal fields, large territory, have all 
the best hardware and machine lines 
including all of International goods. 
Prospects very good. Choice op- 
portunity. Address Box G-44, care 
Harpware Ace, New York. 


FOR SALE—GENERAL HARD- 
WARE BUSINESS in a rapidly 
growing manufacturing city of 120, 
000 population; is located in exact 
center of retail district and was 
founded in 1872; clean, well bal- 
anced stock and up-to-date fixtures: 
sales 90% cash; stock will run about 
$40,000: owing to age and long ill- 
ness offer exceptional opportunity; 
no agents. Make wi cash offer after 
investigating. Jos. A. Scott, 29 Oak 
Lane, Trenton, N. J 











For Sale: Stock of Hardware, 
Specialties, Bicycles, Paint, Sport- 
ing Goods, Kitchenware, including 


a nice mail order Bee supply busi- 
ness. Have four year lease of three 
story building in heart of shopping 
district, town of 16,000 in iami 
Valley, 30 miles from Dayton, Ohio. 
$5,000 will handle, other interests 
demand owner’s attention. Address 
gg -47, care Harpware Ace, New 
or 


For Sale: Well established hard- 
ware business in live western town. 
Owner’ deceased. Will invoice 
about $10,000. Correspondence in- 
vited. Address E. M. Leighton, 163 
Blandena St., Portland, Ore. 








HARDWARE AGE has the 
auality circulation in the 
nardware field. 





WANTED—Good, live, up-to-date 
hardware man for country hardware 
store. State experience, references 
and salary expected in first letter. 
G. W. Bennett & Son, Montours- 
ville, Pa. 





Salesmen for New York City to 
sell finishing hardware direct to 
the builders. Do not apply unless 
you have had similar experience and 
can take quantities from plans and 
estimates. No applications will be 
considered unless full experience 
and references are given. Good 
permanent position to right man. 
Salary or commission basis. Ad- 
dress Box G-49, care HARDWARE 
Ace, New York. 





Wanted: Salesman to cover hard- 
ware trade in Indiana selling high 
grade oil stove. Salesman must 
have road experience know hard- 
ware line and have selling ability. 
Big opportunity on salary and com- 
mission basis. Write at once givin 
full details about yourself and i 
gps enclose a photograph to the 

apo Stove Company, Lima, Ohio, 


Attention, Sales Director. 





Salesman: Cutlery salesman to 
represent prominent Eastern manu- 
facturer. Must furnish splendid 
sales record. Several rich terri- 
tories now open. Broad _ general 
line of cutlery—also holiday line of 
manicure sets, toilet sets, tourist 
sets, and leather novelties for job- 
bers and retailers. Fine opportu- 
nity for salesman now _ successfully 
~< egg J jobber. Write in de- 
tail. Address Box G-45, care Harp- 
WARE AGE, New York. 


SALESMEN WANTED — SIDE 
LINE OR ENTIRE TIME. STATE 
GENERALS IN EACH STATE. 
NO SAMPLES. PLEASANT, 
ae nse WORK. 





$180.00 FOR FOUR DAYS EF. 
FORT. IF YOU NOW SELL 
HARDWARE, AUTO ACCES 

SORTES OR’ KINDRED LINES, 
THIS PROPOSITION WILL 
HELP INCREASE YOUR SALES. 
GIVE REFERENCES. ACT 
OUICKLY. COREY & MCKEN- 
7ZIE COMPANY. TRADE ROOST. 
ER DEPARTMENT NO. 
OMAHA, NEBR.. 








your sales. 


Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. 


Made only by 
ANTI-BoRAX COMPOUND Co. 


Stock it and increase 


Fort Wayne, Ind. 


Salesman Wanted: Old estab- 
lished Hardware concern desires ex- 
perienced salesman to cover MDela- 
ware and Maryland territory. Com- 
mission basis with drawing account. 
State age. experience, references, 
Good opportunity for right man for 
permanent position selling iron, 
steel, auto accessories, regular hard- 
ware and blacksmith materials. Ad- 
dress Box G-43, care HaArpware 
Ace, New York. 





Help Wanted 


WANTED—An experienced man 
in a hardware and plumbing store 
in a town of 10,000 in central New 
York. Must be willing to work and 
assume responsibility. State wages 
expected. References will be re- 
quired. Address Box G-37, care 
Harpware Ace, New York. 


Positions Wanted 


Position wanted by a Hardware 
man experienced in the following 
lines: Builders’ Hardware, Mill, 
Factory and Contractors Supplies. 
Pipe, Fittings, Tools, and general 
Hardware. Address Box G-30, care 
Harpware Ace, New York. 














Position wanted by man thirty- 
two years old with a good business 


education. Six years’ experience 
in a retail store handling general 
hardware, paints, glass, mill sup- 


plies, machinist’s tools and builder’s 

hardware. Prefer to locate in mid- 

dle west, with a live company, in a 

growing community. References 

furnished on request. Address Box 

vont care Harpware Ace, New 
or 





Hardware man with 12 years’ ex- 
perience, having thorough knowl- 
edge of shelf and heavy hardware 
and mine and mill supplies, would 
like to make a change, either trav- 
eling or manager. Would only con- 
sider proposition with good future. 





Address Box G-41, care HARDWARE 
Acre, New York. 
Salesman: I have successfully 


sold standard merchandise to jobbers 
and retailers for many years, In- 
timately acquainted with trade in 
New York State. Am anxious to 
make a change and can produce re- 
sults on any quality line. Address 
saa ly G-51, care HarpwarE AGE, New 
or 





Salesman, 34 years old, 10 years’ 
hardware selling experience to 
Nebraska dealers, wants hardware 
specialty line for Nebraska. Would 
consider paint line. At present sell- 
ing stoves. Available on 30 days 
notice. Address Box G-22, care 
HarpwareE AGE, New York. 





Writer-Salesman: Do you feel 
the need in your organization for 
a man who can write sales Ictters 


in good, plain English? Letters 
that bring results? Catalogs, cir- 
culars and folders that are not 
“pretty-pretty,” but are chockful 
of “reason why”? A man who 
knows hardware and _ supplies? 


Young enough to have ideas? Old 
enough to avoid freakishness? If 
vou feel this need, let me know. 
Hugh V. Felbeck, 257 W. 92nd St., 
New York. 











STRATTON 
HANDLES 


For Small Tools, Utensils, Blectrical Goods, Bie. 
STRATTON MFG. CO.. 


Plain or enameled in 


colors. 


Stratton, Maine 
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er 


[ su ERSAL 
BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














March 6, 11924‘ 


HARDWARE AGE 
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INDEX TO ADVERTISERS 








THE ADVERTISERS’ INDEX is published as a convenience and not as a pert of the advertising contract. Every care will be taken te index correctly. 
No allowance will be made for errors or failure to insert. 
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Young man, 25, single, wishes Manufacturers representative, Wanted 
: SALES ACCOUNTS WANTED with New York office and _ estab- 


position with live hardware concern. 
Experienced in wholesale and re- 
tail, builders and shelf hardware. 
Licensed radio expert with eight 
years’ experience in all branches. 
Capable of buying, selling, merchan- 
dising or managing. Present em- 


ployers liquidating. Address Box 
le care Harpware Acre, New 
ork. 





Salesman, 26 years old, married, 
wishes employment with large hard. 
ware house, either inside or travel- 
ing. Has had 11 years’ experience 
(3 years buying) in general hard- 
ware store. Can furnish best ref- 
erences. Address Box G-48, care 
Harpware Acre, New York. 


Sales Accounts Wanted 


Manufacturers Agent with estab- 
lished trade among jobbers and de- 
partment stores desires one addi- 
tional line, central western territory. 
Wm. Trostler, 11507 Hopkins Ave., 
Cleveland, Ohio. 











To the manufacturer who is 
seeking sales to the Hardware 
jobbing trade, we have a 
unique service to offer. 

As a firm of sales agents, with 
warehouse facilities, we have 
been established better than 50 
years. 

We travel New York, Penn- 
sylvania, Ohio, Indiana, Mich- 
igan, Ohio River territory and 
from Chicago west to the Rocky 
Mountains. 

By mail we solicit and trade 
with practically every general 
jobbing house in the U. S. A. 

e can give sales service to 
additional first class lines. 
Address Box G-38, 

care HArpware AcE, New York. 














Manufacturers of hardware items 
adapted to plumbing and heating 
trade can obtain efficient sales ser- 
vice to plumbing supply and spe- 
cialty jobbers in Eastern states, 
Record of past performances. Bank 
references, etc. Address Box G-46, 
care Harpware Ace, New York. 





lished trade, calling on the whole- 
sale rdware, automobile, house- 
furnishing. exporters and and 10 
cent syndicates, desires to connect 
with reliable manufacturer of hard- 
ware or kindred lines for the New 
York City territory on commission 
basis. Address Box G-42, care 
HarpwareE Ace, New York. 





We are open for one or two good 
lines to sell to hardware jobbers, 
department stores and large dealers, 

must have good proposition. Ad- 
dress Box 128, Memphis, Tenn. 





Sales Representatives 
Wanted 


Salesmen desiring excellent side 
line for hardware trade, secure cur 
proposition of popular line of 5-25c 
Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now 
seld and territory covered. Faucet- 








Fit Filter Mfg. Co., Malden, Mass. 


Exclusive representatives or sales- 
men wanted to call on the bard- 
ware or plumbers supply trade with 
a fast selling line of quality, hand 
forged tools. As we are :manufac- 
turers and it’s an established line, 
we offer attractive commissions. 
Territories will be protected. Give 
full particulars, age, etc. Address 
Box G-39, care Harpware AGE. 
New York. 


MANUFACTURERS of full line 
household specialties want local rep- 
resentatives in all important cities 
to handle line on commission. De- 
partment houses, premium _ con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care HaArpWARE 
AcE, New York. 


SALESMEN— 

Keep a close watch on the “Sales 
Representatives Wanted” column 
from week to week. Many fine op- 
portunities are offered for selling 
positions with live manufacturers. 
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XeEESIOR: 


Poultry and Rabbit Fence 
(Graduated Mesh) 





A big seller. Its popularity is increasing stead- 
ily each year. 


Spaces 1 inch high at bottom and 3% inches at 
top. Woven continuously with no cut ends to in- 
vite rust. Horizontal wires can be stretched tight; 
sagging or buckling eliminated. Users have come 
to realize that this fencing requires fewer posts 
than other types. 


Excelsior Poultry and Rabbit Fence offers you 
a quick moving, profitable, recognized staple. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 
General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 


PHILADELPHIA SAN FRANCISCO LOS ANGELES 
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Two views of the striking 
new Snap-On Dealer’s 
Cabinet are shown here— 
one to reveal its complete- 
ness and the other to 
prove its compactness. 


A Complete Department 
in One Package 


When you unpack a Snap-on Dealer’s 
Cabinet from its crate, you have a complete 
socket wrench department, with full in- 
structions for its profitable operation, in one 
package. The instructions are contained in 
a meaty, thumb-indexed book, “What Car 
Do You Drive?” With its help you know 
just what Snap-on combination will do any 
specified job, and how to select a Snap-on 
Kit for any individual car. You already 
know how to ring up the sales. 


Write for complete details today 








nap-on. 


Distributing Distributing 
Branches: Branches: 
Chicago, 1919 Michigan Ave, INTERCHANGEABLE New York, 1776 Broadway 
Philadelphia, 1511 Fairmount Los Angeles, 1341 8S. Hope St 
ave. Socket Wrenches Vin rrancisco. 280 coiencat: 


Pittsburgh, 7232 Kelly St. 
Kansas City, 1933 McGee St. 
St. Louis, 2609 Washington Ave, 
Minneapolis, 111 S. Tenth St. 
Richmond, 519 West Broad St. 
Denver, 1515 Larimer St. 


MOTOR TOOL SPECIALTY COMPANY 
14 E. Jackson Blivd., Chicago 


SNAP-ON WRENCH COMPANY, Mfrs. 


Milwaukee, Wisconsin 





Ave. 


Portland, Ore., 106 13th St. 
Indianapolis, 631 N. Illinois St. 
Atlanta, 227 Spring St. 

Dallas, 312 S. Ervay St. 
Seattle, 910 E. Pike St. 


Detroit, 4849 John R, St. 
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OUALITV. ALWAYS THI 
SAME NOTWITHSTANDING 
PRICE 


DE ORISSA ANT PIA ORD ERE 


INTERNATIONAL DISTRIBUTORS 
= ESTABLISHED 1843 | 
smsccewromc: 28 LOUIS,U.S.A. meet oenmroone 


IN THE U S. PATENT OFFICE 


“DIAMOND EDGE IS_A QUALITY PLEDGE © 


SHAPLEIGH HARDWARE CO. 


Shapleigh National Series No. 1059. 











